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National Fire Pres. 
To Move to Chicago 
In Summer of 1962 


Exec. Vice Pres. Anderson to Stay 
In Hartford, Eastern Headquar- 
ters and Corporate Seat 


EXTRA DIVIDEND DECLARED 


40 Cents to be Paid Besides Reg- 
ular 40 Cent Dividend; Christmas 
Bonus to Employes 


Following the November meeting of the 
board of the National Fire Insurance Co. of 
Hartford President E. H. Clarkson an- 
nounced future administrative moves, an 
extra dividend to stockholders, and a 
Christmas bonus to employes. 

Upon completion of the new Conti- 
nental-National Insurance Center at 310 
South Michigan Avenue, Chicago, late 
next summer, President Clarkson and 
certain other members of National’s 
executive and administrative staff will 
transfer to the Midwest location. The 
move is being made in order to achieve 
maximum advantages from the closer in- 
tegration of operations of National Fire 
and its subsidiary, Transcontinental In- 
surance Co., with affiliated companies 
of the Continental-National Insurance 
Group—Continental Casualty; Transpor- 
tation Insurance Co. and Continental 
Assurance. 


Will Maintain Hartford Building 


National Fire will maintain its building 
in Hartford. This will continue to be the 
corporate scat of the company as well as 
headquarters of the Eastern department. 
Directors will continue to meet at this 
location and membership of the board 
will remain the same. All Eastern opera- 
tions will be under the supervision of 
Executive Vice President R. J. Ander- 
son, who will remain in Hartford. Ad- 
ditional information will be released when 
planning has been more fully completed. 

In addition to the next regular quar- 
terly dividend of 40¢ a share, to be paid 
January 3, to stockholders of record at 
the close of business December 15, an 
extra dividend of 40¢ a share will be paid 
December 1, to stockholders of record 
at the close of business November 17. 

A Christmas bonus of one-half month’s 


(Continued on Page 32) 
rere enter 
Health Insurance 
SERA nee ee 
Brokers & Agents 
Marine Dept. 


a Casualty & Surety 
RS RRR AOR AES 





NEW YORK, MONDAY, NOVEMBER 20, 1961 





$7.50 a Year; 30c. per Copy 




















The Comprehensive Life Policy leaves— 
No Competition in the 
Corporate Split $—Deferred Compensation field. 


You may borrow the cash value starting with 
the very first year. 


For details call: 


Phoenix Mutual Life's 
LEADING BROKERAGE AGENCY 


WILLIAM F. KELLY, Mgr. 
YU 6-6585 
Barry Rosenfeld and Cliff Meldrum, Assistants 


Suite 3602, Chanin Bldg. 
122 E. 42nd STREET NEW YORK 17, N. Y. 





























Another Real Salesmaker.... 


COLONIAL'S 4 to 24 Group Services 


Designed for business firms with a small number of 
employees including active owners, partners and of- 


ficers who want complete group insurance protection. 


Life & A. D. D. 
Loss of Time Weekly Income 
Hospital & Surgical Expense 
Doctor's Visits 
Major Medical 


Plans can be tailor-made to fit any given situation 
regardless of premium amount. 


For information and commission agreements write: 


W. Thomas Fiquet, Vice President 


Home Office: East Orange, New Jersey 
Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 








Conn. General Plans 
To Acquire Control 
Of Aetna Ins. Co. 


Conn. Gen’l Would Split Stock 
2-For-1; Offer 1.2 Shares For 
Each Share of Aetna Stock 


BOARDS APPROVE PROPOSAL 


Management Changes, Corporate 
Structure, Location, Agency Ar- 
rangements Not Involved 


Directors of Connecticut General Life 
and Aetna Insurance Co. in separate 
board actions on November 13 approved 
a plan of affiliation. The announcement 
of the plan was made jointly by Harry 
M. Mountain, president of Aetna Insur- 
ance Co. and Henry B. Roberts, presi- 
dent, and Frazar B. Wilde, chairman of 
the board, Connecticut General. 

The plan calls for a two-for-one split 
ot Connecticut General stock with a re- 
duction in its par value from the present 
$10 a share to $5 and the offer to Aetna 
Insurance Co. stockholders of one and 
two-tenths shares of the new Connecti- 
cut General stock for each share of 
\etna Insurance Co. stock. 

[Aetna Insurance Co. should not be 
confounded with Aetna Life Affiliated 
Companies as they are two entirely 
separate organizations. The former be- 
gan writing policies in 1819. Aetna Life 
Was incorporated in 1853. Editor’s note.] 

Directors of Connecticut General indi- 
cated an intention to declare an initial 
quarterly dividend of 20 cents per share 
on the new stock. This represents a 14% 
increase in the dividend rate since the 
current dividend, adjusted for the stock 
split, is 17% cents. 


The Approval Required 


The exchange proposal requires ap- 
proval by the Insurance Commissioner 
of Connecticut as well as by Connecti- 
cut General stockholders. The exchange 
offer will also be conditional on accept- 
ance by holders of at least 80% of Aetna 
Insurance Co. stock, receipt of a Treas- 
ury Department ruling that the exchange 
is tax-free, and satisfactory audits. 

Connecticut General directors will call 
a special meeting of stockholders to be 
held January 3, 1962 to approve the plan 
and to authorize the formal offer to 
Aetna Insurance Co. stockholders. Di- 
rectors of Aetna Insurance Co. endorsed 
the plan and will recommend acceptance 
by its stockholders. 

Stockholders of Aetna Insurance Co. 
who elect to make the exchange will be- 
come stockholders of Connecticut Gen- 
eral and Connecticut General will become 
the owner of 80% or more of presently 
outstanding Aetna Insurance Co. stock. 


No Change in Management or Agency 
Arrangements 


The First Boston Corporation is acting 
in an advisory capacity to both companies 
and will assist in carrying out the ex- 
change plan. 

The affiliation plan does not involve 
any change in the management, cor- 
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MASSACHUSETTS MUTUAL FIELD FORCE 


Aanuls Hud 


OF 
ACCOMPLISHMENT 








How much do 


a 


The 1960 average earnings of Massa- 
chusetts Mutual full-time representa- 
tives with five or more years experi- 
ence was $13,505. 


The top 100 averaged $28,387. 


they earn? 


With whom do 
they deal? 


Our clients — individuals and business 
organizations — buy over a billion 
dollars of new ordinary life insurance 
each year, plus almost half a billion of 
group. Our average ordinary policy 
in 1960, excluding those issued in pen- 
sion plans, was $15,952. Business In- 
surance accounted for almost $175 mil- 
lion of our 1960 new business, and 
premiums from pension and profit shar- 
ing plans totaled over $57 million. We 
now have 48 clients each owning a 
million or more of Massachusetts Mu- 
tual life insurance. 


\ 























What is their 
standing in 
the field? 


i 


Our Field Force receives an un- 
usually high proportion of the top 
honors among all life insurance men 
and women — a good indication of 
the caliber of the persons associated 
with the company. 


1 in 3 won the National Quality 
award last year. 


1 in 7 are Chartered Life Under- 
writers — which means they have 
successfully completed the compre- 
hensive study course and met the 
professional standards of the Ameri- 
can College of Life Underwriters. 


1 in 10 qualified for the 1961 Mil- 
lion Dollar Round Table. 





SOMETHING TO CROW ABOUT 


Mielec ia caacesaaeer 
Massachusetts Mutual men and 
women are successful in their chosen 
field and enjoy the rewards of work- 
ing among successful clients with 
colleagues whose education and 
background are similar to their own. 
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MASSACHUSETTS MUTUAL Zife Insurance Company 


SPRINGFIELD, MASSACHUSETTS: ORGANIZED 1851 


114 GENERAL AGENCIES IN 108 CITIES PLUS 85 DISTRICT OFFICES AND 39 GROUP OFFICES 
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Louis W. Dawson Retires December 1 


Mutual Of New York Chairman One of Industry’s Most Progressive Company Leaders; 


Staunch Believer in Public Relations; Early Career 


With Mutual Was in Legal Field 


Louis Welton Dawson, board chairman 
of Mutual Of New York, which began 
selling policies in 1843—longer than has 
any other company in America writing 
all classes of lives—will retire on Decem- 
ber 1 when he reaches the company’s 


retirement age. He will continue, how- 
ever, aS a trustee of the company. His 
early career with Mutual was in law 


in which field he became one of the prin- 
cipal figures. He has been particularly 
public relations minded and has always been 
actively interested in the modernization 
of life insurance—in its contracts and its 
operations. Many honors have been won 
by him in the life insurance industry, 
including chairmanship of important 
committees. His has been a busy and a 
happy life. 

In 1928 Mr. Dawson joined Mutual 
as a law assistant, became assistant gen- 
eral counsel in 1936, vice president and 
general counsel in 1938, a trustee in 
1941, executive vice president i in January, 
1949 and was elected president in March, 
1950. He became chairman of the board 
September, 1959. 

3orn in Boonton, N. J., where his fam- 
ily has lived for two centuries Mr. Daw- 
son’s ancestry was British, Dutch and 
French. His grandfather was in the 
lumber and hardware business, for many 
years being Boonton’s principal citizen. 


Cornell and Navy 


Following his graduation from high 
school in Boonton where he was captain 
of the basketball team he decided to 
study forestry because of the family’s 
business and he attended the famous 
forestry school at Cornell University. His 
studies at Cornell were interrupted to 
enlist in the Naval Reserve where he 
went on active duty as a second-class 
seaman. 

In 1917 Mr. Dawson went back to 
Cornell when college students were 
urged by the Federal government to re- 
turn to their studies, but later, reach- 
ing a decision that forestry would not 
prove a satisfactory career for him, he 
decided that the law was more attrac- 
tive. After a year studying law he re- 
turned to active service in the Navy, and 
rose to gunner’s mate second class by 
the time the Armistice was signed. 

At Cornell he earned his law degree in 
1919. He was an outstanding member 
of the student body; was awarded the 
3oardman Scholarship given annually 
to the man who ranked highest in the 
class after two years of study. He has 
maintained his great interest in the col- 
lege and among posts held have been 
membership on Law School Advisory 
Council, national chairman of the Cornell 
Law School Fund and on subcommittee 
of Cornell Research Center. 


How He Joined Mutual Of New York 


Here is way Mr. Dawson entered the 
law field and joined Mutual Of New 
York: 

Following his graduation from Cornell 
Mr. Dawson joined the New York law 
firm of Powell, Wynne & Roberts, 
which later became Powell, Lowrie & 
Ruch, in which firm he became a part- 
ue in 1926. Marvin Wynne left the 
law firm and became assistant general 
counsel of the Mutual Life under Fred- 
erick L. Allen, general counsel. One 
day while Dawson was walking down 
the street he encountered Wynne who 
started discussing the Mutual Life and 
said to Dawson: 

“Would you be interested in coming 
with the Mutual Life? We can use an- 


other good man and there is plenty of 
work to do.” 
That meeting resulted in an interview 


with David F. Houston, then president 
of the Mutual, who offered Mr. Dawson 
the position which he decided to accept. 
He joined the company on October 22, 
1928. as a law assistant under the late 
Frederick L. Allen. 


Was LIAA President 


Mr. Dawson in 1954 was president of 
Life Insurance Association of America, 
an organization now composed of top 
executives of 123 of the leading life in- 
surance companies of the United States 
and Canada. Members of the associa- 
tion hold in a fiduciary capacity more 
than 115 billions of dollars and affect 
the lives of half the population as own- 
ers of life insurance policies and an- 
nuity contracts. 

Mr. Dawson has served with distinc- 
tion on numerous committees of LIAA 
They have included the Joint Committee 
of LIAA and American Life Convention 
on Federal Income Taxation of Life In- 
surance Companies. He was on the com- 
mittee meeting with the Insurance Com- 
missioners which resulted in the Guertin 
legislation out of which grew the Com- 
missioners’ Standard Mortality Table 
which took the place of the old American 
Table of Mortality. For five years he 
was chairman of the companies’ com- 
mittee on Affirmative Legislation for New 
York State. 

Early joint committees of which he 
was a member, either of main or sub- 
committees, were those on inflation con- 
trol and war problems, including war 
clauses and National Service Life Insur- 
ance. Some of his other industry posts 
have been president and ‘honorary mem- 
ber of the Association of Life Insurance 
Counsel; director of Institute of Life 
Insurance; director and treasurer of the 
Life Insurance Guaranty Corporation 
formed to protect policyholders of any 
New York State insurance company 
which gets into financial difficulties. 


The Chastang Cases 


When in the legal field Mr. Dawson 
was influential in development of numer- 
ous sound principles of life insurance law 
and sound claim policy. He was an 


Some Dawson Philosophy 

“T have always felt that anyone in 
charge of any part of a company opera- 
tion should view that operation in the 
same broad light that top management 
itself does. He should conduct it, not in 
a vacuum, but in proper relationship to 
other activities and objectives of the 
company. His individual operations 
should be conducted, not only economi- 
cally and efficiently, but in the best in- 
terests of the policyholders, and with the 
best possible public relations. 





“It is something of a paradox to ob- 
serve that more Americans own a greater 
total amount of life insurance than ever 
before in history—yet, in relation to 
earnings, the coverage per family is not 
as adequate today as it was years ago.” 





“There is no doubt that people turn 
quickly away from any company or 
industry that does not give the public 
the fairest possible treatment and _ re- 
solve all reasonable doubts in favor of 
the customer.” 





“Life insurance is being penalized by 
a greater total weight of taxation than 
any other form of thrift institution. The 
result today is that the income a policy- 
holder earns through his mutual life in- 
surance policy is being taxed at a sub- 
stantially higher rate than any other 
income he earns. Continuation of this 
artificial method imposes a disproportion- 
ate penalty on thrift through mutual life 
insurance.” 





eminently successful advocate in trial and 
Appellate litigation, relying heavily on 
his thorough and painstaking prepara- 
tion of the facts and law. An excellent 
demonstration of the fine caliber of his 
legal work is the fact that, in the Ap- 
pellate cases in which he _ personally 
prepared the brief, MONY prevailed in 
almost 90% of such appeals. 

The Chastang cases furnish the best 
examples of the results he attained by 
his mastery of the art of brief writing. 





Industry Action Taken On 
Improper Policy Replacements 


An industry statement on improper 
policy replacements has now been ap- 
proved by the boards of three major life 
insurance associations, the Life Insur- 
ance Association of America, American 
Life Convention and National Associa- 
tion of Life Underwriters. The resolu- 
tion is slightly revised from the original 
proposal of last summer. This action has 
been taken to carry to all policyholders 
a better realization of the problems and 
disadavantages inherent in the replace- 
ment of existing policies. 

The National Association of Insurance 
Commissioners is now considering the 
adoption of a similar resolution. A num- 
ber of the Commissioners are considering 
Departmental action to curb improper 
replacements. It is also expected that a 
number of life companies will use the 
resolution as a premium notice stuffer 
to inform policyholders and in company 
publications to widen its circulation. 


Resolution 


The resolution as now approved by the 
three organizations reads as follows: 
“Be it resolved that it is rarely to the 





best interest of a policyholder to sur- 
render or lapse an existing policy of 
permanent life insurance and replace it 
with new life insurance. Among the 
reasons why such action may be detri- 
mental to the policyholder are the fol- 
lowing: 

“1, Since the heavier initial costs of 
writing the i insurance are charged against 
the premiums paid in the earlier policy 
years, the replacement of an old policy 
by a new one means that the policyholder 
must pay these costs twice. 

“2. The attractiveness of a life insur- 
ance policy as an investment increases 
as the policy grows older. 

“3. In many existing policies, disability 
benefits and provisions for installment 
payments and annuity incomes are more 
attractive both to the beneficiary and to 
the policy owner than those available in 
new policies. 

“4. The new policy may have the effect 
of reinstating the period during which 
the policy may be contested by the com- 


pany. 
“5, Life insurance policies provide a 
(Continued on Page 14) 





Fabian Bachrach 
LOUIS W. DAWSON 


In the first Chastang case, he success- 
fully maintained the company’s position 
that it had the discretion to pay a 
lower dividend on policies containing dis- 
ability benefits than under those not 
containing such benefits. As against the 


contention that the disability provision 
was a separate benefit for a separate 
premium, he demonstrated that the life 


insurance policy is a single contract and 
that any policy’s contribution to sur- 
plus must be considered as an entirety. 
This was the last of a series of cases 
in which MONY successfully maintained 
this fundamental principle of dividend 
distribution. 

The ‘second Chastang case involved 
the claim that, if the policy was a single 
contract, then its loan value must reflect 
reserves held for disability and accidental 


death benefits, as well as the regular 
death benefit. Mr. Dawson showed that 
the contractual term “reserve on the 
policy,” from which the loan value is 
derived, was a technical insurance term 
which has always referred only to the 
reserve built up, in accordance with 


fixed mortality and interest assumptions, 
toward the eventual payment of the 
death benefit. His argument was backed 
up by an analysis of the rules of statutory 
construction. Again, he met with suc- 
cess as the Supreme Court of Ohio 
‘sustained his arguments. 

Mr. Dawson’s favorite recreation has 
been fishing and for years he made 
outdoor trips with a Cornell classmate, 
Irvin B. Tiedeman, who became special 
reviewer of policy payments in head of- 
fice of Mutual but retired sometime ago. 
The first trip they took was in 1921 
when they decided to explore the upper 
reaches of the Connecticut River. Those 
reaches are pretty far up as the river is 
formed of springs coming down from 
Canada. By the time they had reached 
White River Junction they ran into a 
series of log jams and finally abandoned 
the trip. Mr. Dawson has fished at 
Peconic Bay and many other places, in- 
cluding Florida waters. Mrs. Dawson 
has accompanied him on some of his fish- 
ing trips. She was Elizabeth Byrne, was 
active in civic affairs and once was on 
board of directors of the Women’s Re- 
publican Club. They have a son, Craig. 

Mr. Dawson’s reading has covered a 
wide range, especially historical books 
and biography. His favorite autobiogra- 
phy is that of Benvenuto Cellini. 
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Penn Mutual Life Elects 
C. S. Gross A Trustee 


Courtlandt S. Gross, chairman of the 
board of Lockheed Aircraft Corp., Bur- 
bank, Cal., has been elected a trustee 
of the Penn Mutual Life, it was an- 
nounced last week by Charles R. Tyson, 
president of the company. He succeeds 
his brother, Robert E. Gross, who had 
served on the Penn Mutual board from 
1953 until his death in September of this 
year. 

Born in Boston, Mr. Gross was grad- 
uated from Harvard College and joined 
the investment banking firm of Lee Hig- 
ginson and Co. He joined his brother in 
the management of the Viking Flying 
Boat Co. in New Haven in 1929 and 
since that time has been totally occupied 
with management problems in the aero- 
space industry. 

Following World War II, Mr. Gross 


managed Lockheed’s expanding commer- 


Travelers Group Manager 





ROBERT 


A. GILMOUR 


Robert A. Gilmour has been named cial airplone Gevelopment, _& bah dem 
manager, Group department, at the Den- that brought the Lockheed Constellation 
ver office of The Travelers Insurance ‘'™*° the vanguard of the world’s high 
a speed, pressurized luxury transports and 


opened a new era of air travel. He 
became Lockheed’s executive vice presi- 
dent in 1952 and was elected president of 
the corporation in 1956. Mr. Gross was 
elected chairman of the board in Sep- 
tember. 


Joining The Travelers in 1950 at the 
home office, Hartford, Mr. Gilmour sub- 
sequently served at 80 John Street, New 
York and St. Louis, where he was named 
assistant manager in 1959. He went to 
Youngstown, Ohio in 1960 as agency 
manager. 


Nationwide Life Passes 
$2 Billion In Force Mark 


Nationwide Life has announced that its 
insurance in force passed the $2 billion 
mark in October. The 30-year-old com- 
pany had surpassed the $1 billion dollar 
figure five years ago. 

The two-billion mark represents a gain 

f $200 million since the first of the year. 
N: itionwide Life ranks 57th in size among 


MADE ACTUARIAL ASSISTANT 

Phil Soth, actuary of Farmers New 
World Life, ann uunced the addition of 
Lloyd Summerhays as actuarial assistant 
to the home office staff. Mr. Summer- 
hays goes to the P acifc Northwest firm 
with 15 years of actuarial experience, 
principally with companies of the Mac- 
Arthur Group. A World War II Army 
veteran, he 


e has studied at both South- life insurance companies in this coun- 
western University and the University try. It is the major subsidiary of Na- 
of Southern California. tionwide Corp. 








REMOVAL NOTICE 


As of December Ist the offices of 
The Eastern Underwriter 


will be located at 


232 MADISON AVENUE 
New York 16, N. Y. 


where we will be located in Room 410. A cordial 
invitation is extended to our many friends to visit 
us at this address. 


Our New Telephone Number 
LExington 2-1182 


J. OWEN STALSON 


President and Publisher 











New Franchise Program 


Introduced by Guardian 


Guardian Life of America has intro- 
duced a new program of franchise in- 
surance in most states. Designated as 
Earning Power Guardian, the new pro- 
gram offers disability income protection 
to employer—employe groups of five or 
more lives at discounted premiums on a 
payroll deduction basis. 

Two policies are currently available. 
One, designed primarily for employes 
whose occupations require manual skills, 
will provide benefits for one or two years, 
and payments will be made for disability 
which prevents the insured from follow- 
ing a reasonably gainful occupation. 

The second policy, for business and 
professional employes, has an insuring 
clause that provides benefits up to two 
years for disability which prevents the 
insured from performing the duties of this 
regular occupation, and thereafter for 
inability to work at any reasonably gain- 
ful occupation. Available benefit periods 
on this policy in most states will be one, 
two or five years, or to age 65. 

Depending on the size of the group, 
benefits may run as high ‘as $600 a month. 
While underwriting generally will be on 
an individual basis, guaranteed issue will 
be available to groups of 15 or more lives 
for varying amounts and benefit periods, 
depending on the size of group and the 
percentage participating in the plan. 

Complete sales kits, including an under- 
writing manual, a booklet of prospecting 
and _ sales suggestions, proposal forms 
for employer and employe, a rate card, 
classification guide, applications and 
specimen policies, have been supplied to 
all Guardian agencies. The new fran- 
chise program is being introduced to the 
Guardian field force in a series of nine 
regional meetings being held this month. 


Name Faett in Pittsburgh 


Frank J. Carey, chief executive of The 
Employers’ Group of Insurance Cos., 
recently announced the appointment of 
Norman J. Faett, Jr. as manager in Pitts- 
burgh for Employers’ Life of America. 
His territory will be western Pennsyl- 
vania. 

Mr. Faett entered the life insurance 
business with the Guardian Life in 1955. 
He was in both personal production and 
brokerage work with this company in 
Pittsburgh prior to joining The Em- 
ployers’. Active in life underwriting af- 
fairs in Pittsburgh and currently serv- 
ing his second term as chairman of the 
LUTC accident and sickness committee 
in Pittsburgh, he is a native of the Pitts- 
burgh area and a graduate of Miami 
University in Florida. 


New U. S. Life Office 


United States Life recently opened 
new offices in San Francisco to serve 
the north Pacific area. In making the 
announcement, Gordon E. Crosby, Jr, 
vice president and director of agencies, 
said, “Greatly increased activities of a 
rapidly growing agency force on the 
Pacific Coast have necessitated greater 
service facilities for the area.” The San 
Francsco office will be under the super- 
vision of George R. Kimball, north 
Pacific regional superintendent of agen- 
cies. 

James E. McBride will work with Mr. 
Kimball as district Group manager. An- 
nouncement of his appointment was made 
by Fred O. Becher, Jr., vice president, 
Group, who said that Mr. McBride will 
assume responsibility for the supervision 
and promotion of Group business among 
general agents in the North Pacific area. 





Chesapeake Joins IHOU 


Chesapeake Life, Baltimore, has been 
admitted to membership in the Institute 
of Home Office Underwriters, it was an- 
nounced by I. M. Spear, membership 
chairman. 

Principal representative to the Insti- 
tute will be Robert H. Katz, secretary 
of Chesapeake Life. 


Great-West Life Host 
To U. S. Group Fieldmen 


Thirty-four members of Great-West 
Life’s Group sales organization, repre- 
senting 18 offices located in the United 
States, attended a four-day Group con- 
ference held recently at the company’s 
head office in Winnipeg. 

Through presentations, panel discus- 
sions, and informal meetings, the field- 
men studied new Group pension products 
and sales methods, along with tthe latest 
developments in Group life, and health 
insurance markets. 

At the end of 1960, the company had 
nearly $3 billion of Group life insurance 
and annuities in force. It now administers 
over 4,500 plans in the United States and 
Canada. 

Chairman for the four-day conference 
was W. L. Benson, Group superintend- 
ent. The Group men were welcomed to 
Winnipeg by the company’s president, 
D: Kilgour and J. E. Morrison, 
ecutive vice president. 


exX- 


Home Life Has 12.2% Gain 


A near-record production total of $18,- 
368,000 in new Ordinary business during 
October has been announced by Home 
Life of New York. This 12.2% increase 
over last October’s production brought 
Home Life’s year-to-date Ordinary sales 
to $173,016,000, over $8 million higher 
than for the same ten months in 1960. 

Leading Ordinary producers for the 
month were Everett N. Palmer, Wash- 


ington, D. C.; Pierre F. Vallon, New 
Orleans; and Emanuel M. Weinstock, 
Louisville. The top three Home Life 


agencies in October Ordinary produc- 
tion were Washington, D. C., Vernon W. 
Holleman, manager; N. Y.-Oshin, man- 
aged by Clarence Oshin, CLU; and the 
New Orleans agency, Frank Friedler, 
CLU, manager. 


Confederation Expanding 


Confederation Life Association, To- 
ronto, continues its expansion in the 
southeastern United States with the ap- 
pointment of Spradlin Life Associates, 
Inc., Tampa, as general agents for the 
Association in central Florida. The new 
corporation is affiliated with Milton M. 
Spradlin, Inc., whose vice president, 
George H. Brussel becomes president of 
Spradlin Life Associates, Inc. Douglass 
B. Loveday is general manz as of this 


new enterprise. Spradlin Life As- 
sociates, Inc. will offer all forms of per- 
sonal, business and Group coverage 


through casualty and property insurance 
agencies in the Tampa and Gulf area of 
Florida. 


Karduna Anniversary 


Karduna Agency, Ltd., celebrated its 
first anniversary as general agent for 
United States Life at a recent reception 
and buffet dinner at the agency offices 
in Brooklyn. Among those attending 
from the home office were Gordon E. 
Crosby, Jr., vice president and director 
of agencies, and Kenneth J. Ludwig, 
CLU, eastern region superintendent of 
agencies. Hosts for the agency were 
Arthur Karduna, president; A. A. Kar- 
duna, manager; and Martin Karduna, 
brokerage supervisor. 


PAN-AMERICAN TRAINEE 

J. G. James is the newest member of 
Pan-American Life’s field supervisor 
training program. Under this program 
young men with experience in life insur- 
ance selling or field supervision, other 
than general agents, are invited to join 
the company in the New Orleans home 
office to be trained for eventual general 
agent positions in the field. 

Young men meeting the qualifications 
spend a portion of each month in the 
home office learning procedures and 


supervisory techniques, and the remain- 
der of their time in the field on various 
assignments with Pan-American Life 
agencies, 
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The Equitable Life of Bob Spooner 
IN Appleton, WISCONSIN  aesenspoonerot mitwautee’ 


Wandling Agency is a ski enthusiast. 
Here the family is taking off 
for a typical weekend. 
Wife Elaine (“Sis”) is handing 
up the skis. Son Jeff, 13, 
and Linda, 16, have the ski 
poles. Daughter Vicki, 21, 
is on the far right. 


















Top Salesman: Bob received the National 
Honor Agent Award for 1960—and congratu- 
lations from Agency Manager Lee Wandling. 
Bob used to be a highly successful District 
Manager, but switched to direct selling in 
1952, and has produced over a million dollars 
in business annually ever since. 


beh lee | is 


Specializes in personal estate and business insurance planning, but sells 
large and small policies with equal enthusiasm. Here his enthusiasm is 





shared by officials of The Menasha Wooden Ware Corporation—Mowry Community-minded: As member of a fund-raising 


Smith, Jr., Dick Johnson, and Tad Shephard. The company recently ey ry oe “0 ~— = ac 
,500, ospital in Appleton. Has also served on 


many other boards—of the Y.M.C.A., for example, 
the Salvation Army, and the First Methodist Church. 


installed a comprehensive group policy with Equitable. 


A man’s prestige somehow goes hand in hand with the 
prestige of the company he represents. This is 
why Bob is proud to be a life underwriter‘for Equitable. 
It’s a full life. And a rewarding one. Living Insurance 
is more than a need ... it’s a career! 


tH HQUITABLE 


Life Assurance Society of the United States Daily Reward: After a hard day, Bob returns to his 
Home Office: New York, N. Y. © !%! beautiful home on the Fox River. In summer, boating 
and picnicking are favorite family pastimes, 
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Charles G. Heitzeberg President of LIAMA 


Vice President in Charge of Mutual Benefit’s Agencies Held Posts Under Eisenhower and 
Marshall; Entered Life Insurance at Age 20 After Working 
In a Bank; Built $3 Million Unit in Detroit 


The new president of Life Insurance 


since November, 1955. His entire insur- 
Agency Management 


Association — ance company experience has been with 


elected in Chicago on November 9— Mutual Benefit Life. 
is Charles G. Heitzeberg, CLU. One His experiences in Washington and 
of the outstanding men in the life in- abroad during World War II were dis- 


surance sales field, he hias been chief 
agency officer of Mutual Benefit Life 


tinguished. a: 
Mr. Heitzeberg served in the United 





WANTED 
Experienced group representative (at least 3 years) capable of assum- 
ing managership of group office. Expanding group organization 
offers substantial salary based on qualifications plus bonus plus 
opportunity for advancement. Must speak fluent Spanish. Forward 
complete resume. 
Box 2950 
The Eastern Underwriter 


93 Nassau Street New York 38, N. Y. 














THEY'RE TAKING 
THEIR HATS OFF 


TO DOMINION 


For NEW Decreasing Term Rates! 


To cover Family Income for 
critical periods— 


To cover a mortgage—or— 


To cover large business obliga- 
tions for short periods. 


Now even more competitive than 
ever, Dominion’s popular Decreasing 
Term Plans have many bonus features: 


—Written as Policy or Rider 
—Liberal Conversion Privileges 
—Low Rates 

—Wide Range of Periods available 
—Written to age 75 

—Waiver of Premium Benefit 
—<Accidental Death Benefit* 
—Disability Income* 





*On Policy only 


Call us for further information 


Phone MArket 2-5990 






Since [889 
HEAD OFFICE: WATERLOO, ONTARIO 
10 Commerce Court Newark 2, N. J. 








States Army during World War II, en- 
tering as a private and being discharged 
as a general staff corps major. His final 
assignment was assistant secretary of 
the War Department General Staff and 
White House liaison officer for the 
Chief of Staff, General Marshall. He 
holds the Legion of Merit and the Army 
Commendation Medal (OLC) for his 
services to the President of the United 
States and to the Chief of Staff. During 
1951 he was on leave of absence from 
the company and served in 'the Depart- 
ment of State as a special assistant to 
the Deputy Under Secretary for Admin- 
istration, 

In the course of his army experiences 
he attended international conferences in 


Cairo, Teheran, Malta, Yalta and Pots- 
dam. 


Graduate of Culver 


Mr. Heitzeberg, who was born in St. 
Louis, is a son of a trade publisher. 
After attending public schools in that 
city he went to famed Culver Military 
Academy from which he was graduated 
with honors. He became editor of a 
Culver students’ publication, “The Ve- 
dette,” and also of 'the Year Book of the 
senior class. He also was correspondent 
at (Culver of several daily newspapers. 

Returning to St. Louis after his grad- 
uation from Culver he went to work as 
an office boy for a local bank, remaining 
with the bank three and a half years. 
While there he had saved $350 and de- 
cided to broaden his education by Euro- 
pean travel. He visited England, France, 
3elgium, Switzerland, Holland and Ger- 
many, a six months’ experience. 


Detroit Experience 


Back in America he decided to leave 
the banking field. He met and became 
friendly with Laurence ‘W. McDougal, 
then a supervisor in St. Louis for the 
Carroll Otto agency of Mutual Benefit Life 
who in 1940 was transferred to Detroit 
to succeed to the general agency of Johnson 
and Clark. Mr. McDougal, now general 
agent in Cleveland, introduced Heitze- 
berg to Otto and they clicked. At the 
age of 20 he joined the St. Louis agency 
of Otto as a full-time agent, later 
becoming assistant to Otto when the lat- 
ter became general agent in Detroit. It 
was there that Mr. Heitzeberg made 
his first impressive reputation. His 
duties in the motor city included recruit- 


ing, training, supervision and general 
management. He was peppy, helpful, 
companionable and _ enthusiastic, re- 


garded life insurance as a super cover- 
age, easy to buy, easy to sell, a magic 
benefit constantly increasing in value on 
its Own momentum. 

In three years after returning from 
the war Mr. Heitzeberg built up a $3 
million unit for Otto which agency 
(Detroit) led the company in 1947, ’48, ’49. 
Furthermore, the agency developed a 
number of men who now occupy impor- 
tant positions in the field. 


As Seen by a General Agent 


In commenting on Heitzeberg’s work 
as his assistant in Detroit, Carroll Otto 
said to The Eastern Underwriter at the 
time the former left the agency: 

“He was a young man who under- 
stood the insurance business, how to 
approach people and how to make sales. 
Possessing a brilliant intellect, adjusting 
himself early to people, he learned how 
to integrate with insurance the prob- 
lems and needs of people; and to do 
sO in proper proportion. One of his 
outstanding characteristics was that of 
curiosity. He wanted to watch the 
wheels go around and to see how they 
made the machinery of life insurance 
operate and click. My long experience 





CHARLES G., HEITZEBERG 


in life insurance has convinced me of 
the importance of an agent being curious 
to such an extent that he gets in the 
habit of evaluating problems. As my as- 
sistant he proved of great value to the 
agency, not only in recruiting and train- 
ing men, but in helping older agents. 
In every respect he was a good agency 
organizer.” 


Brought to Home Office 


Presence of such a personality with so 
fine a record did not escape the attention 
of the {Mutual Benefit’s home office with 
the result that he was brought into the 
home office agency department in 1950 
as director of agency supervision, subse- 
quently holding three other titles and 
was elected vice president in charge of 
agencies in January, 1957. During 1955 he 
traveled 35,000 miles visiting 40 general 
agencies. 

Mrs. Heitzeberg was Margaret Parker 
3eecher of St. Louis where she graduated 
from Washington University. Their three 
children are Elizabeth, Charles and Mar- 
garet. They live in Morristown, N. J. 
Mr. Heitzeberg was 1961 chairman of 
New Jersey Association for Mental 
Health and is on its board. Mrs, Heitze- 
berg is active in Red Cross and Church 
work. 


ASS’T GROUP SUPERVISOR 

Great-West Life has announced the 
appointment of Joseph L. Grant, formerly 
a Group representative, as assistant 
Group supervisor of its Los Angeles 
Group office. 

Mr. Grant, a 1952 Bachelor of Science 
graduate from Indiana State Teachers 
College, joined Great-West Life in 1957 
at Los Angeles. He is a member of the 
Los Angeles Junior Chamber of Com- 
merce. 


FORT WORTH REGIONAL MGR. 
James M. Parrish has been appointed 
regional manager in Fort Worth for 
Franklin Life, Springfield, IIll., accord- 
ing to an announcement by Chas. E. 
Becker, chief executive officer. 
Formerly with the Horace Mann Life, 
Mr. Parrish has specialized in coverage 
on members of the teaching profession 
in northern Texas for the past ten years 


‘ 


R. C. Allison’s New Post 


Ralph C. Allison has been named a 
supervisor in Pacific Mutual Life’s under- 
writing department, according to an an- 
nouncement by John D. Rockafellow, 
director of underwriting. He will help 
oversee the selecting and rating of health 
insurance applications, and the training 
of new underwriters in the field. 

Mr. Allison spent two years with 
Prudential in Chicago as a producer be- 
fore joining Pacific Mutual’s home office 
staff. He is a 1957 graduate of Indiana 
University. 
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Jamestown General Agent 


For Standard Security 


\ppointment of Robert Bror Carlson 
as general agent in Jamestown, N. Y., 
has been announced by Otto M. Sher- 
man, vice president—agencies, Standard 
Security Life of New York. 

Widely experienced in the life insur- 
ance industry, Mr. Carlson was a general 
avent for Columbian Mutual Life, and 
previous to that general agent for Fed- 
eral Life and Casualty. He has been in 
the insurance business since 1946, 

Mr. Carlson attended Alfred Univer- 
sity and Jamestown Business College. 
He is a member of the Jamestown Junior 
Chamber of Commerce, New York Junior 
Chamber Of Commerce, and the United 
States Junior Chamber Of Commerce. 


Conn. Gen'l— Aetna 


(Continued from Page 1) 


porate structure, location or agency ar- 
rangements of Aetna Insurance Co. 


Statements to Stockholders 


In a statement to stockholders Presi- 
dent Henry R. Roberts and Chairman 
Frazar B. Wilde of Connecticut General 
said in part: 

“For many years your directors and 
officers have studied the desirability of 
broadening our investment base so that 
Connecticut General may benefit from 
the writing of all forms of insurance 
coverage. The New York law has been 
clarified by the highest court of that 
state so that this plan is now feasible. 
We believe the proposed affiliation with 
Aetna Insurance Co. will be beneficial to 
the future of both companies and is in 
the best interests of our stockholders. 

“We expect to send you about De- 
cember 1, formal notice of the January 3, 
special meeting of stockholders. We will 
also send you further information con- 
cerning the proposed exchange.” 

A statement to Aetna Insurance Co. 
stockholders by President Mountain said 
in part: 

“Your directors and management be- 
lieve it is definitely to your advantage 
as an Aetna Insurance Co. stockholder to 
accept the exchange offer when it is 
formally made. This plan will provide 
the Aetna Insurance Co. an outstand- 
ing, aggressive life insurance associate. 
It also will provide our stockholders with 
the opportunity to become owners of a 
company that will have active and major 
interests in all areas of the insurance 
business. 

“Aetna Insurance Co., including its 
Management, agency representation, of- 
fice and field personnel, will continue to 
operate as a separate company with the 
benefit of affiliation with Connecticut 
General.” 


Woods Agency Appointments 


Promotion of assistant general agent 
William W. Davies, III, CLU, to associate 
general agent and the appointment of 
John J. Sullivan, assistant general agent, 
has been announced by Robert L. Woods, 
CLU, general agent, Massachusetts Mu- 
tual Life in Los Angeles. 

Mr. Davies has been associated with 
the Woods Agency for 13 years since his 
graduation from Stanford University, has 
served on the board of the Los Angeles 
CLU Chapter, and is a past president of 
the Los Angeles Supervisors Association. 

Mr. Sullivan is a graduate of Holy 
Cross, served as a Naval officer for two 
years and for the past seven years has 
engaged in life insurance in the Greater 
Chicago and South Bend areas. He re- 
signed as manager of his company’s 
Elgin, Ill., agency to make his new con- 
nection. 3 

These two men, along with assistant 
general agent Bill L. Rohlffs, CLU, and 
general agent Robert L. Woods, CLU, 
are senior staff members of the Woods 
Agency which is engaged in a program 
of expansion of not only its manpower 
but also in services to its present asso- 
ciates. 


SEABOARD GENERAL AGENT 





Ralph Smith Will Direct Company 
Operations in Four Counties 
In State of Connecticut 

Ralph Smith, executive vice president 
of Life Associates, Inc., Bridgeport, 
Conn., has been appointed general agent 
for Seaboard Life of America. 

Mr. Smith will direct Seaboard opera- 
tions in Fairfield, New Haven, New Lon- 
don and Litchfield Counties, in Connecti- 
cut, according to Samuel Kosman, presi- 
dent of the life insurance company. Sea- 
board’s home offices are in Miami. 

Mr. Smith, who formerly managed the 
Irving Bass Agency for Occidental Life 
of California, will continue in his present 
position as executive vice president of 
Life Associates. 

Life Associates, serving as coordin- 
ating agency for career life insurance 
underwriters, has placed in force more 
than $60,000,000 of life insurance since it 
was founded in 1955. Its major efforts 
have been devoted to business planning, 
personal estate and employe benefit pro- 
grams, 


Life of Ky. Directors 

Election of four new directors of Life 
Insurance Co. of Kentucky, Louisville 
capital stock company, was announced 
by Robert B. Hensley, president. 

The new directors are J. Howard Mar- 
shall, president, Union Texas Natural 
Gas, Houston; Sherrill P. Newton, vice 
president, Chemical Bank New York 
Trust, New York; Bernard H. Barnett, 
partner in ‘the law firm of Greenebaum, 
3arnett, Wood & Doll, Louisville; and 
Edward J. Keresey, an executive of the 
Lee Higginson Corp., Boston and N. Y. 





TOP TALENT AVAILABLE 


Now successful top executive, Life Company, national experience. Can build company 
from zero or rebuild. Proven ability to build great sales organization plus Home 
Office administration. Must have tenure and equity. Box 2952, The Eastern Under- 
writer, 93 Nassau Street, New York 38. 














N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES sk NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 


LOANS 


1. Long term repayment plan 
: 
3. 
4, 


Interest on unpaid balance only 
No service fee or commission charge 


Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $200,000. We are presently doing business with over 95 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over twelve million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 


For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaranty Corporation 


2323 First National Bank Building * Phone TAbor 5-2254 
Denver 2, Colorado 


GEST SPECIALIZED FINANCING SE 








RVICE FOR LIFE UNDERWRITERS” 














RENEWAL GUARANTY CORPORATION E 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 


RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 


details on your exclusive service. | understand | am 
NOT obligated in any way. 


() AGENT () GENERAL AGENT 





Name 











Company. 
Address. 











H. O. LIFE UNDERWRITING 
MANAGER—$9,000 


This position recommended to young 
man desirious of joining an excellent 
Fire-Casualty Company establishing a 
Life Dept. Should have 5-8 yrs HO Ex- 
perience with some background in super- 
vision and training of staff. A&H experi- 
ence helpful. 

+ E-1251 
Contact: Bruce Van Keuren 


VICE PRES/CHIEF LIFE 
ACTUARY—$17,000 


Nationally known Fire-Casualty Com- 
pany with well established Life Opera- 
tion, medium sized midwestern city. Wide 
range Executive Duties and scope of 
position offers unusual potential. Open- 
ing highly recommended to Actuary 
desirous of obtaining Unusual Executive 
position. Fellowship Mandatory Plus 8 
yrs. 





+¢E-1253 


Contact: Bruce Van Keuren 





JUNIOR LIFE ACTUARY 
$9,500 


Medium sized Company, Mid-Atlantic 
State, established over 75 yrs. Size of its 
Actuarial Dept indicates unusual op- 
portunity for young man who has passed 
at least 4 examinations and has a mini- 
mum of 5 yrs HO Experience. A&H 
background helpful. 


+ E-1255 


Contact: Bruce Van Keuren 


H. O. A&H UNDERWRITING 
MGR.—$10,000 


Medium sized Company in Mid-At- 
lantic State. An Attractive opening for 
individual desirous of obtaining position 
with wide scope managerial duties—Un- 


LIFE CLAIMS MANAGER 
$10,000 


Medium Sized Multi Line Company in 
city of under 100,000. College degree 
mandatory with at least 8 yrs HO Life 





Claim Managerial Exp. Position involves 
Heavy Travel, Liberal Expense Account 
with other advantages for qualified man 
willing to travel. 


+ E-1256 


Contact: Bruce Van Keuren 





FERGASON 


330 S. Wells St. 





HArrison 7-9040 


Without any obligation, send for our brochure, "How We Operate." 


PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





derwriting, Personnel, etc. Should have 
minimum of 8 yrs. Individual A&H Un- 
derwriting experience. 

+ E-1252 


Contact: Bruce Van Keuren 





H. O. GROUP UNDERWRITER 
$7,500 

Fire-Casualty Company with HO 

housed in medium sized Midwestern city. 

Position offers managerial opportunity 

for young man with 3-5 yrs of HO Group 
Underwriting Experience. 
+ E-1254 


Contact: Bruce Van Keuren 
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National Life of Vermont 
Continues Dividend Scale 


National Life of Vermont announced 
that its dividend scale on life insurance 
policies, annuity contracts and partici- 


ating supplement ary contracts will con- 
tinue unchanged in 1962, except for in- 
creased dividends on deposit administra- 
tion funds in connection with approved 
pension trusts. Vice president and ac- 
tuary Morton A. Laird stated that this 
increase results from a clarification of 
tax treatment accorded such funds. 

Mr. Laird also said that the company 
has set aside $20,100,000 for payment of 
dividends in 1962—$700,000 more than in 
1961. He added that the increased divi- 
dends are due to more business-in-force. 

The annie rate on dividends accumu- 
lated wil] remain unchanged. 

Directors of the Montpelier life insur- 
ance firm approved the dividend scale at 
their recent quarterly meeting. 


SSSSSSSSSSSSSSSSSS5$ 
When in doubt 
CALL 


The Maurice Blond Agency 
Hamilton Life Ins. Co. of New York 
15 Park Row, N. Y. ©. 38 Worth 2-1280 
We're awfully sweet on diabetics! 


$ 
$ 
$ 
$ 
$ 
$ 
$ 
SSSSSSSSSSSSSSSSSSSS 


$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 








O'TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 


220-02 Hempstecd Avenue 
QUEENS VILLAGE 29, NEW YORK 











CUT OUT AND SAVE... IT'S WALLET-SIZE 





; Extra Values for 
i , 5ub-standard Cases 


| 
at sub-standard case may be eligible § 
to get insurance with his entire premi- ‘ 
um earning cash values and dividends! 
Get the facts on our “years-to-age rat- jb 
ings”—now available—to help you offer 
a hard-to-ignore extra selling (and i 
Service) value to your rated cases. i 
i 


Specific informa- 
tion and illustra- | 











n tions are yours - 4 
HA the asking.. 
Doo eee eeeoocRs backed by the} 
C00+poooooocecoonGN en | Teputation of one 
COf8 jee 








of the great old- 
4 line companies in 
the world 


| As close to you as your telephone 


' Matt Jaffe Associates, Ltd. 


f 431 FIFTH AVENUE,N.¥. + MU 4-5779 
i General Agents 

| The Canada Life Assurance J 
1, Company, Toronto,Canada Jj 
ee ae st ae He a eae a ee toe os me 


Life Insurance Industry Groups Meet 


Field Relations Committee of ALC and LIAA in Chicago 
Sessions W ith Corresponding Committee of NALU; Hull 
Company Committee Chairman; McMillon for Agents 


The field relations committee of the 
American Life Convention and the Life 
Insurance Association of America met 
in Chicago recently with the correspond- 
ing committee of the National Associa- 
tion of Life Underwriters. The meeting 
was conducted jeintly by Chairman Roger 
Hull for the company committee and 
Chairman R. L. McMillon for the agents’ 
committee. 

The two committees were established 
some months ago to serve as a medium of 
improved communications between the 
companies and the field forces, and to 
facilitate an exchange of information and 
viewpoints on concepts and problems of 
a broad industry-wide nature so that 
each group may better understand the 
other’s reactions and attitudes. 

The meeting was devoted to discussion 
of three general subjects, (1) current 
aspects of the problem of excessive re- 
placement of existing policies, (2) pro- 
posals for amendment of statutes relating 
to group insurance and (3) improving the 
public image of the agent. 

With regard .to the replacement prob- 


lem, reference was made to the resolution 
which had been adopted by the govern- 
ing bodies of ALC, LIAA and NALU for 


the purpose of educating policyholders, 
company personnel and agents to the dis- 
advantages of replacement. There was 
also discussion of (a) the position which 
had been taken by the National As- 
Soci ation of Insurance Commissioners 
with respect to a similar resolutio yn, and 
(b) regulations on this subject which 
had been adopted or proposed in a num- 
ber of states. Some concern was ex- 
pressed that a lack of uniformity in ap- 
proach by regulatory authorities might 
have detrimental effects on legitimate 
selling operations and it was hoped that 
such results could be avoided. 

The discussion of proposed amendments 
to existing group statutes related prima- 
rily to preliminary drafts of an anti- 
discrimination test to be used in con- 
nection with determining amounts of 
group insurance available for employes 
within a group. Such proposals would be 
designed to imy plement recommendations 
made in the 1960 report of the joint ALC- 
LIAA committee on re-examination of 
Group policy, known as the “Beers Com- 
mittee.” 

Among major factors 
being inherent in 


recognized as 
the problem of improv- 
ing public attitudes toward agents were 
better selection of agents, emphasis on 
the advantages of selling life insurance 
as a career and improvement of training 


methods. There was discussion of efforts 
which had been made or could be made 
by companies and industry organizations 
with respect to these matters. 

In addition to staff representatives, 
those attending the meeting were: R. L. 
McMillon, Abilene; David M. Blumberg, 
Knoxville; Harry Gutmann, New York 
City; Spencer L. McCarty, Albany; Wil- 
liam E. North, Evanston, Ill.; Robert B. 
Pitcher, Boston; Arthur F. Priebe, Rock- 
ford, Ill.; Grant Taggart, Cowley, Wyo.; 
Frank H. Wenner, Utica. 

Roger Hull, president, Mutual Of 
New York; Kenneth C. Foster, vice pres- 
ident, Prudential; J. C. Higdon, chairman, 
Business Men’s Assurance; Reinhard A. 
Hohaus, senior vice president and chief 
actuary, Metropolitan Life; John A. 
Lloyd, president, Union Central Life; 
Robert E. Murphy, president, California- 
Western States Life; Frederic M. Peirce, 


president, General American Life; Rich- 
ard E. Pille, president, Security Mutual 
Life of New York; William N. Seery, 
vice president, The Travelers; R. J. Wet- 
terlund, chairman of the board, Wash- 
ington National Ins. Co.; William P. 
Worthington, chairman of the _ board, 


Home Life; 
ident, 


Charles J. Zimmerman, pres- 
Connecticut Mutual Life. 


C. Greg Walsh Retires 

C. Greg Walsh retired recently as as- 
sistant controller for Occidental Life of 
California, after nearly 40 years in the 
insurance business, almost all of it with 
Occidental. 

Mr. Walsh joined Idaho State Life in 
Boise in 1923. That company was rein- 
sured by Occidental in 1925, and in 1926 


Mr. Walsh moved to Occidental’s Los 
Angeles home office. 
He was placed in charge of policy- 


holders service department in 1932 and in 
1938 was elected assistant controller. 


U. S. Life General Agent 


Don L. Tenney & Associates, Inc., ‘has 
been appointed general agent for U nited 
States Life in Menlo Park, Cal., it was 
announced by Gordon E. Crosby, Jr., 
vice president and director of agencies. 

Mr. Tenney has been in the life insur- 
ance business since 1948 as _ personal 
producer and general agent in the San 
Francisco area. He goes to United States 
Life from the Life Insurance Company 
of. North America, for which company 
he has been manager in San Francisco 
for the past three years, 
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Advanced to Presidency 
Of Society of Actuaries 





WILMER A. JENKINS 


Wilmer A. executive vice- 
president, Teachers Insurance and An- 
nuity Association, was advanced to the 
presidency of the Society of Actuaries 
at its recent annual meeting held at 
White Sulphur Springs. Mr. Jenkins, 
president-elect of the Society for the 
past year, succeeds Dennis N. Warters, 
president, Bankers Life of Iowa. 

A graduate of the University of Chi- 

cago with a Master’s Degree from the 
U niversity of Michigan, Mr. Jenkins was 
an instructor in mathematics at the Uni- 
vertisities of Michigan and Harvard be- 
fore 1.1%: the actuarial field in 1926 
with L. Glover & Co., Chicago con- 
sulting ee He joined Lincoln Na- 
tional Life as assistant actuary in 1931 
and was underwriting secretary when 
he left to join his present company in 
1937 as actuary. He was elected vice- 
president in 1942, administrative vice 
president in 1949, and in 1955 was ap- 
pointed executive vice president. 

Mr. Jenkins became a fellow of the 
Society of Actuaries in 1931, and has 
served two terms as a vice president of 
the Society. In addition to being a past 
chairman of many of the Society’s com- 
mittees, he has authored a number of 
papers on actuarial studies. 

Mr. Jenkins is a director of the United 
Medical Service. 


Jenkins, 


Atlantic Alumni Executive 
Committee Holds Meeting 


The executive committee of the Atlantic 
Alumni Association met recently in New 
York to finalize the association’s pro- 
gram for the annual management seminar 
conducted with the help of LIAMA staff 
members scheduled to be held in 
January. Members of the committee 
consisted of Chester R. Jones, president; 
Gil Austin, vice president; Gordon S. 


Miller, secretary-treasurer; Arthur H. 
3ikoff, promoton and publicity chair- 
man; Ernest Farrington and George P. 


Shoemaker. 

The Atlantic Alumni Association’s 23rd 
annual meeting will be held January 24- 
26 in Haddonfield, N. J. Any graduate 
of a LIAMA school in agency manage- 
ment is eligible to attend, but the at- 
tendance will be limited to 125. 

The meeting this year will ot only 
be a refresher of principles, but a rrevela- 
tion of new ideas and their practical 
application. Theme is the 4 M’s—Market 
—Money—Morale—and Manpower. For- 
mat will be a kick-off of the various sub- 
jects by senior staff consultants of LIA- 
MA, followed by round itable discussions 
of the audience. Various subjects will ‘be 
discussed in different meeting rooms 
permitting attendees to participate in the 
subject of their greatest interest. A 
high light of the program will be an 
address by a prominent personality. 
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Conn. Mutual Promotes 
W. W. Terryberry, W. S. Burt 


Promotion of Wilfred W. Terryberry 
to second vice president, electronics, and 
* be S. Burt to assistant secretary 

ve been announced by Charles J. Zim- 





W. W. TERRYBERRY 


merman, president of Connecticut Mu- 
tual Life. 

Mr. Terryberry graduated 
University of Toronto in 1922 


from the 
and joined 





WILFRED S. BURT 


actuarial depart- 
He was appointed 


Connecticut Mutual’s 
ment the same year. 


assistant actuary in 1942, associate ac- 
tuary in 1951 and actuary four years 
ago. He has been a key figure in the 


development of the company’s electronics 
program and is chairman of the elec- 
tronics committee. Mr. Terryberry is a 
Fellow of the Society of Actuaries. 

After graduation from Bay Path Insti- 
tute in 1925, Mr. Burt joined Connecticut 
Mutual and was named manager of the 
tabulating department in 1938. He was 
appointed supervisor of the data process- 
ing department in 1954. He is a member 
of the Insurance Accounting and Statis- 
tical Association. 


No. American Promotes Five 

North American Life of Toronto 
nounces the appointment of W. J. 
gar, as assistant vice 
Heaman, formerly 


an- 
Bur- 
president; G. M. 
assistant comptroller, 
as comptroller; J. M. Otterbein, former- 
ly executive assistant, as personnel and 
planning executive; D. G. Busby as per- 
sonnel officer and A, F. Loverseed, as 
planning officer. 


NEW GEN’L AMERICAN AGENCY 

General American Life has announced 
the establishment of a new sales organ- 
ization in Mobile to be known as Gulf- 
Coast Agencies. Howard Harper has been 
named general agent and D. Keith Fer- 
rell will be associate general agent. 

Mr. Harper received his education at 
the Atlanta Law School and is a grad- 
uate of the LIAMA Agency Manage- 
ment School. He had been associated 
with Jefferson Standard, most recently 
as manager of their Mobile branch. 

Mr. Ferrell, a graduate of Springhill 
College, Mobile, has had six years of 
experience in sales and management. 


Name Matusoff at Dayton 


Louis Matusoff has been appointed 
general agent in Dayton for Pan-Amer- 
ican Life of New Orleans. He is a native 
of Dayton and first began selling insur- 
ance in 1928 for The Prudential. From 
1939 until assuming his present position 
with Pan-American Life he was with 
Kansas City Life. 

The new Pan-American Life genera) 
agent has long been prominent in Day- 
ton civic, professional and religious af- 
fairs. His affiliations include: Member- 


ship in the Million Dollar Round Table 
since 1949, a life and qualifying member; 
winner of the National Quality Award 
for 16 years and member of tthe Dayton 
Association of Life Underwriters. Also 
he has been vice president, Dayton Area 
Chapter American Red Cross; past 
treasurer, two terms; chairman of train- 
ing, Community Chest-Red Cross cam- 
paign; member of campaign board of 
trustees, Community Chest-Red Cross 
campaign; gopecen, two ‘terms, Presi- 
dent’s Club, Kansas City Life, and vice 
president five terms of that organization. 


MIAMI GENERAL AGENT 
Irving Ross has been appointed gen- 
eral agent in Miami for Life Assurance 
Co. of Pa. Mr. Ross had been with 
Fidelity Bankers of Richmond as assist- 
ant manager in the company’s Coral 
Gables office. Before that, he was with 
the Ordinary department of The Pru- 
dential in Miami. While with the latter 
company, in 1958, Mr. Ross became one 
of its leading representatives in terms 
of health insurance sold. 
He served with the Army 
rank of sergeant. 


with the 





Life & Non-Can Sickness & Accident Package! 
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.. newest sales builder in the business! 
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NOW...a new “packaged series” of non-cancellable, guaranteed renewable income replacement policies 


SECURITY MUTUAL DESIGNED to sell to SMALL BUSINESSMEN, 


PARTNERSHIPS, KEYMEN, 


BUSINESS and PROFESSIONAL WOMEN, FARMERS! Take a good look at these business-building 
features: 1-WAIVER OF PREMIUM while your insured is totally disabled, even beyond his benefit 
period; 2—DIVIDENDS to reduce premiums, to accumulate at interest, or in cash; 3—OPTIONAL 
PARTIAL DISABILITY for S & A male risks; 4-NEW PROSPECT PROBABILITIES with coverage 
now extended to the vast female market of business and professional women, and also to farmers; 5— 
EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a fill-in schedule that eliminates riders. 

Five policies are featured in this new “packaged program”: three S& A, two Accident-Only. Here you have 


the kind of income protection needed by today’s small businessmen... partnerships... keymen. 


.. profes- 


sional men... business and professional women... farmers! Here you have coverage and flexibility backed 
by the recognized quality and prestige of Security Mutual! Check on this most-sellable insurance package 
in years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIFE LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. Sy 


Robert M. Best, C.L.U. 





your security our mutual responsibility 





BSOEXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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THE 


OUTSTANDING POLICIES 


BEST OPPORTUNITY 


for 


PRODUCERS 


All policies on 1958 Mortality Tables 


Triple Indemnity 
Women issued 3 years earlier than 


ALL FORMS OF LIFE COVERAGE 


Par and Non Par 
Group Life and Group Creditor 


LIBERAL GENERAL AGENTS CONTRACT 
UNEXCELLED HOME OFFICE COOPERATION 


TOP NOTCH SALES AIDS 


PROGRESSIVE COMPANY PHILOSOPHY 





General Agency Opportunities Available in 


NEW YORK STA 





Call or write 


TE 


LEONARD J. PIKAARD, Vice President 


HaMILTON LIFE 


INSURANCE COMPANY 


OF NEW YORK 


485 Lexington Avenue, New York 17, N. Y. 

















wo 
Ft 





Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 


you in many ways. 


Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 


knowledge and experience. 


Why not call him now, while you are thinking about it? 


Mass.|Indemnity 


& LIFE 








INSURANCE 
COMPANY 


BOSTON, MASSACHUSETTS 








Hancock “PLUS” Program 


A recent issue of The Eastern Under- 
writer referred to John Hancock’s re- 
cently introduced “PLUS” program as 
being designed to improve employer-em- 
ploye communications in the Boston 
area. Actually PLUS is a broad com- 
prehensive program geared to serve busi- 
ness organizations nationwide. 

It has been pointed out that the aver- 
age worker estimates the cost of his non- 
wage benefits at less than one-fifth their 
actual cost. Through PLUS, the John 
Hancock hopes to lend positive assist- 
ance to American business in promoting 
greater employe appreciation of the fact 
that billons of dollars are paid in the 
form of fringe benefits each year. 

The program includes bulletin board 
posters, payroll inserts and other material 
for employer-employe communication, 
and a “how-to-do-it” manual containing 
basic ideas and suggestions for the Group 
policy owner. 

It incorporates continued personal as- 
sistance from John Hancock representa- 
tives and a steady flow of new material 
designed to keep the approach fresh and 
current. 

The principal vehicle of the program 
is an expansion-type portfolio containing 
the manual and over 40 individual promo- 
tional items designed to give employes 
a clearer picture of the “plus” values 
of their jobs, including Group insurance, 
pensions, paid vacations and other fringe 
b€nefits. The program is_ enlivened 
through the use of a cartoon character 
called “Mr. Plus” with the body form 
of a plus sign, who delivers messages and 
serves as an identification for all the 
material in the program, 


Life of Va. Managers 


Life Insurance Company of Virginia 


‘announces two personnel changes in its 


combination agency field. 

William A. Haynes has been appointed 
manager of the company’s Radford, Va. 
district office, and Edgar L. Solada, man- 
ager of its Huntington, W. Va. district. 

Mr. Haynes, who joined Life of Vir- 
ginia in 1950 ‘as a representative in its 
Martinsville, Va. district office, was pro- 
moted to associate manager in 1953. 

Mr. Solada began his career with the 
company. in 1947 as a representative in 
Indianapolis. In 1949 he was named as- 
sociate manager, and in 1960 was pro- 
moted to manager and placed in charge 
of Life of Virginia’s Muncie, Ind. dis- 
trict office. 


Great Southern Managers 

Patrick H. Bourgeois and Joe T. Sul- 
livan have been named agency managers 
for Great Southern Life, Houston. Mr. 
3ourgeois will head up the company’s 
New Orleans agency, and Mr. Sullivan 
will manage the El] Paso agency. 

Mr. Bourgeois has been in the insur- 
ance field since 1953, when he established 
his own agency in the Crescent City. 
He also has served in the managerial 
phase of the business for other com- 


panies. 
Mr. Sullivan goes to El Paso from 
Odessa, where he has been associated 


with Metropolitan Life as assistant man- 
ager. Prior to his insurance career, he 
was in sales and managerial work for 


industrial equipment, motor trucking and 
tire concerns, 


APPROVE INCORPORATION 

The Kentucky Insurance Department 
has approved articles of incorporation for 
the Kentucky Family Security Ins. Co., 
ad Insurance Commissioner W. 

Hockensmith announced. Incorpora- 
a and officers, all of Lexington, are 
Arch G. Mainous, chairman of the board; 
Franklin E. Loy, president; Zellner L 
Peal, vice president; Paul Slaton, treas- 
urer; and Arthur B. Rouse, Jr., secre- 
tary. 

The company will write life and dis- 
ability insurance and plans to begin busi- 
noes with $500,000 in capital and sur- 
plus. 


MONY’s Record Dividends 


A record total of $51,100,000 in div: 
dends and excess interest will be paid to 
Mutual Of New York policyholders in 
1962, it was announced by Roger Hull, 
president. Mr. Hull explained that in a 
mutual company, dividends reduce the 
cost of insurance for policyholders. Th 
represents a $1,200,000 increase over the 
1961 total, and is 146% more than paid 
ten years ago. 

The increase in dividends, Mr. Hull 
said, is due largely to the greater amount 
of insurance in force, and to an increase 
in the rate of interest to be paid on funds 
deposited with the company. No policy- 
holder will receive a smaller dividend, 
providing there has been no change in 
the policy status. 

Mr. Hull explained that the dividend 
allotment was approved by the board of 
trustees, with ratification of the action 
scheduled after the year end. He said 
the preliminary approval was needed now 
so that MONY could complete its calcula- 
tions in time to send out dividends that 
are payable in January. 

Dividends on most individual health 
insurance policies will be continued on 
the current scale. The amount of excess 
interest on some contracts and dividend 
deposits will be about $300,000 more than 
in 1961, owing to an increase in the 
interest rate to 3.65%, compared with 
3.55% in 1961. 


National, Vt., Conference 

Nine general agents and agents of Na- 
tional Life of Vermont talked on sales 
and services operating methods at a 
company regional two-day conference in 


Starved Rock State Park, IIl., recently. 
Donald J. Figel, general agent at 
Davenport, Ia., and David B. Huston, 


CLU, general agent at Milwaukee, ad- 
dressed the approximately 30 field repre- 
sentatives from the agency executives’ 
viewpoint. Stressing the agents’ angles 
at the educational and training confer- 
ence were Richard N. Craig, CLU, Joplin, 
Mo. (Kansas City general agency); Wil- 
liam M. Fogarty, St. Louis; Garnett In- 
man, CLU, New Albany, Ind. (Louisville 
general agency); Jack Jacques, Nash- 
ville; John E. Nolan, Davenport; John 
H. Stuhr, CLU, Cedar Rapids, Ia., and 
Sherman Whitmer, CLU, Bloomington, 
Ill 


R. Wayne Allison, company regional 
director of agencies, chaired the sessions. 
Ward Phelps, CLU, assistant agency 
vice president of the Montpelier firm, 
outlined recent company developments. 


Heads New Sales Territory 

Jack H. Currence, Cleveland, has been 
named to head the new sales territory 
of Western Life in Baltimore. He will 
serve as superintendent of agencies for 
Maryland, Delaware plus Arlington and 
Fairfax counties in Virginia. 

Formerly brokerage manager for West- 
ern Life in Cleveland, Mr. Currence is a 
veteran of 12 years in the life insurance 
field and has been a member of the 
industry’s MDRT. In his new post, he 
will be responsible for recruiting, train- 
ing and supervising life producers for 
Western Life. He attended the U. S. 
Naval Academy at Annapolis in 1945. 


John Hancock Opens New 


General Agency in Tacoma 

John Hancock has opened a new gen- 
eral agency in Tacoma, Wash. :Announce- 
ment was made by Robert E. Dye, super- 
intendent of general agencies, western 
region in San Francisco. 

Frank P. Jenkins has been appointed 
general agent. Mr. Jenkins started his 
career in life insurance as an agent with 
the Hancock Chamberlain Agency in 
Seattle and has most recently been serv- 
ing as that agency’s unit manager in 
Tacoma. He is a native of Seattle and a 
graduate of the University of Washing- 
ton. 
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NYLIC Agents again first in membership 
at the 1961 Million Dollar Round Table! 


For the seventh consecutive year, New York Life leads 
all other companies in the number of agents receiving 
this coveted industry honor. 


Once again, New York Life sets the pace! At the 1961 
Million Dollar Round Table 307 of the Company’s 
agents earned places. It’s a privilege to extend our 
heartiest congratulations to every one of our life un- 
derwriters who won this high honor. 

We think this outstanding record reflects a number 
of vitally interesting and important things—the tal- 


ents, sincerity and friendliness of our agents, the popu- 
larity of New York Life’s modern policies and the 
effectiveness of the NYLIC Advanced Training Pro- 
gram. Foremost of all, it clearly demonstrates our 
claim that “The New York Life agent is both a good 


y? 


man to know—and a good man to be! 


NEW YORK LIFE 
INSURANCE COMPANY Gulia 


51 Madison Avenue, New York 10, N.Y. 


CONGRATULATIONS—to the General Agents and Managers Conference 
on 10 years of service to the Life Insurance Industry. 
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Institute Meets Here December 12 


Presentation Based on Special Arden House Conference on 
“The Changing American Population” To Be Featured; 
About 500 Top Officials Expected to Attend 


the In- 
which will be 
York at the 
will feature a 
on the special Arden 


The 23rd annual meeting of 
stitute of Life Insurance, 
held December 12 in New 
Waldorf-Astoria Hotel, 


presentation based 


House Conference on “The Changing 
American Population.” About 500 lead- 
ing life insurance company officials are 
xpected to attend 
Walter “s Menge, chairman of the 
board of > Institute and president of 
Linc In National Life, will present the 
hliights of the Arden House Con- 





4 
ference. His remarks will be supple- 


mented by full-color slides made at the 
conference re: by taped portions of 
the talks that were given there. 


The Arden ‘diane Conference brought 
together 30 top life insurance executives 
ee 36 fend ling social scientists last month 


under the joint sponsorship of the Insti- 
tute of Life Insurance and Columbia 
University’s Graduate School of Business. 
They met to become acquainted, and to 
gain ‘an appreciation of what each group 


could contribute toward a better under- 
standing and solution of problems com- 
mon to both 

Dr. Clarence C. Walton, associate dean 
of the Graduate School of Business of 
Columbia University and a participant of 
the conference, will give the major find- 
ings that grew out of the discussions, 
and then analyze the implications of 
these findings for the life insurance busi- 
ness 

Catherine B. Cleary, 
the First Wisconsin Trust Co., Mil- 
waukee, in discussing certain significant 
trends, will reflect the view- 
woman who has combined 


vice president of 


] 


soc iologic: al 


points of a 


a professional career with an active in- 
terest in community affairs and in or- 
ganizations concerned with economic and 
social questions. 

A new motion picture, describing how 
life insurance companies are furthering 
their public relations through the instru- 
mentality of the Institute of Life In- 
surance, will receive its premier show- 
ing during the meeting. The film, the 
“Tpso Facto Report,” uses the “limited 
animation” cartoon technique and is 
designed to be shown to life insurance 
audiences—boards of directors, executives 
and other home office employes and to 
agents’ groups. 

The luncheon speaker will be Holgar 
J. Johnson, president of the Institute 
since 1939, the year ‘the organization 
was founded. In his address Mr. John- 
son will give his views of what lies 
ahead for the life insurance business, 
based on his 22 years as chief executive 
of the Institute. 

A business meeting will be held in the 
afternoon, at which the election of direc- 
tors will take place. 





LICENSED IN DELAWARE 

California Life, Oakland, has been 
licensed to do business in the State of 
Delaware, bringing ve total to 20 states 
plus the District of Columbia in which 
the 41-year-old company can now write 
polices, B. N. Nemerov, chairman of the 
board, announced. Applications ‘are also 
pending in additional states in line with 
the company’s expansion policy initiated 
three years ago when Mr. Nemerov and 
associates purchased controlling interest 
in the company. 








na 9 UNITED LIFE 
now offers 











EST. 1913 


Fic.*, Hl.*, Mass., 
Md.*, Me., Mich.*, N. C.*, 


Outstanding Overseas agents’ 








CONCORD, NEW HAMPSHIRE 
Write H. V. STAEHLE, C.L.U., Field M 


e WHOLE LIFE 


© LIFE PAID UP 
AT AGE 65 


© 20 PAYMENT LIFE 


t Vice President 





United Life, 2 White Street, Concord, New Hampshire, Or Contact: 
WARREN E. CUTTING, Supt. of Agencies for the District of Columbia, 
N. H., N. J.*, Ohio*, Vt.*, and Va.*. 

WALTER O. COREY, Supt. of Agencies for Cal.*, Conn., Del.*, Ind.*, 
Pa.*, and R. |. 

*Agency Building General Agents’ Opportunities Available 


opportunities avoilable in Europe, Okinawa and 
Guom; o minimum of one year's stateside production required. 





FAAC of New York City Ass’n Holds First Meeting 


The first meeting for this administra- 
tive year of the Field Agents’ Advisory 


Council of The Life Underwriters’ As- 
sociation of the City of New York 
held recently brought out a near-record 
turnout of representatives and alternates. 

Present at this initial meeting were: 
Rear, left to right: Alan Katz, Mutual 


Of New York; Kenneth A. Kirsten, Mu- 
tual Benefit Life; Donald L. Mallory, 
CLU, Equitable Society; Frederick A. 


3urton, Penn Mutual Life; Elliot Markel, 
Security Mutual; Quentin S. Wright, 
John Hancock; Roy R. Cobb, Mutual 
Of New York, recently elected as a 
member, board of directors; David Mack, 
CLU, ¢ ‘ontinental American; Emmett R. 
Murphy, New England Life; and Jere 
D. Gilmour, CLU, New Engl ind Life. 

Third Row, lef to right: Jack R. Man- 
ning, managing director, association; 
Curt Thiele, Mutual Of New York; Mark 
B. Weisburger, Connecticut Mutual; 
Maurice Dobrinin, Penn Mutual Life; 
Louis Gradinetti, Metropolitan Life; 
3etram Rosen, New York Life; Bernard 
J. Beallor, Equitable Society; H. Sher- 
man Davis, Massachusetts Mutual; 
Claude Ballin, Home Life, secretary; 
Martin Bernstein, Connecticut Mutual; 
Eli Slotnick, CLU, New York Life; Joel 
A. Shapiro, New York Life; Arthur 
Rosoff, Connecticut Mutual; Kenneth K. 
Dillenbeck, Penn Mutual Life; and 
Joseph D. Rudinsky, Penn Mutual Life. 

Second row, left to right: Max Caplan, 
Massachusetts Mutual; Charles A. Spraf- 
kin, Hartford Life; Bernard A. Ryback, 
Continental American; Dorothy Gluck, 
New England Life; Jerome Herman, 
Massachusetts Mutual, member, board of 
directors elected by FAAC; Ernest A. 
Compain, Mutual Trust; Joseph J. Ger- 
ritse, New York Life; Edmund Grasheim, 
Connecticut Mutual, member, board of 
directors elected by FAAC; and Elliot 
H. Winston, Connecticut Mutual. 





Front row, Samuel B. 
Leonard E. 
Barry Shiff- 
Henry Schainholtz, 


Walter Lowman, 


left to right: 
Cohen, Provident Mutual; 
Bielski, Provident Mutual; 
man, Mutual Benefit; 
CLU, Mutual Benefit; 
Northwestern Mutual, vice chairman; 
Shelley S. Goren, CLU, Mutual Of New 
York, chairman; and Robert I. Curran, 
Jr., Massachusetts Mutual, association 
president. 

The Field Agents’ Advisory Council is 
composed of one representative and one 
alternate from each Agency in the five 
boroughs of New York and are elected 
by their fellow agents. Each agency 
must have at least three soliciting agents 
who are members of the association as a 
pre-requisite to electing a representative 
and an alternate. 

Several active FAAC members, 
pressure of business, were not 
when the photograph was taken. 


due to 
present 


Promote R. E. Callahan 


Robert E. Calle ahan, manager of the 
California Life’s Group department since 
early 1960, has been promoted to as- 
sistant vice president, Group administra- 
tion, it has been announced by B. N. 
Nemerov, chairman of the board. The 
appointment was made in recognition of 
the record growth of California Life’s 
Group department. Group sales for the 
first ten months of 1961 were more than 
27% of those of the entire year of 1960. 
Group production in terms of life volume 
totalled $50,955,262 through November 1, 
compared with $18,747,200 for the entire 
year 1960. 

Mr. Callahan supervises Group under- 
writing and administration for Califor- 
nia Life. Before joining California Life, 
he was chief underwriter for California 
Physicians Service. His experience in 
the life insurance field dates back to 1948. 
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Serving the Public 


Agency Opportunities 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 
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District Group Manager 
For Mutual Benefit Life 





VERNE R. RELITZ 


The opening of a district Group office 
in Syracuse and the appointment of 
Verne R. Relitz as district Group man- 
ager was announced by Mutual Benefit 
Life, Newark. The Syracuse district of- 
fice will be in charge of all Group in- 
surance for company agencies in Buffalo, 
Rochester and Syracuse. 

Mr. Realitz was formerly with the 
company’s Detroit regional Group office, 
where he held the position of Group 
representatives. Before joining Mutual 
Senefit Life, he was associated with 
Massachusetts Mutual Life in Group 
sales 

In Detroit, Mr. Relitz was active in 
the Life Underwriters Association, and 
the Group Representatives Association, 
and served as vice president of the 
Taylor Junior Chamber of Commerce. 





Hancock Holds Day-Long 


Civil Defense Symposium 
Nearly 100 representatives from lead- 
ing business and industrial firms across 
the nation attended a recent day-long 
symposium on civil defense, presented 
by the John Hancock in Boston. 

The symposium was developed in re- 
sponse to.inqpiries from other companies 
regarding «the Hancock’s civil defense 
plan, announced earlier this year. The pro- 
gram is designed to provide all facilities 
essential to the survival of 6,000 occupants 
of the company’s home office building for 
ten days in event of nuclear attack or 
other major disaster. 

The program had been under develop- 
ment since March, 1960. At that time, 
Byron K, Elliott, president of the John 
Hancock, appointed two committees, rep- 
resenting the board of directors and the 
officers of the company, to study its 
existing civil defense facilities and make 
recommendations, adapting them to 
changing world conditions. Announce- 
ment of the resulting program received 
widespread attention in the national 
press 

During the symposium, representatives 
were invited to tour core shelter areas 
and inspect radiation monitoring and 
detection devices, emergency food and 
water supplies, communications equip- 
ment and other civil defense facilities. 








Republic National Names 
Atlanta General Agent 


Neal Ellis, Jr., has been named to rep- 
resent Republic National Life, Dallas, 
in Atlanta, according to H. R. ‘Hunke, 
vice president and agency director. 
_The new general agent is a native of 
Georgia and was graduated from Georgia 
State College. He served in the Navy 
during the Korean War before entering 
the insurance industry. Mr. Ellis has had 
considerable experience as an actuary 
and in management positions. 

: He is a member of the Georgia State 
College Alumni Association, Life Under- 
writers Association, Civitan Internation- 
al and is active in YMCA. 


nOW 
ARE 





Are your professional growth and income keeping pace with the enormous 
growth of the insurance industry as a whole? Perhaps you need the kind of 
shot-in-the-arm that only a new, compact, progressive company can give you. 
Citadel Life, a New York State-chartered company, offers you a full line of the 


finest policies available anywhere, and 
stifles, ambition and drive. 


Citadel Life is a growing company. Grow with it. 
For further information about our policies, our financial arrangements, the 
exciting opportunities available, please contact our home office or our General 


Agent most convenient to you: 


Co-Ordinated Progressive Planning, Inc., 521 Fifth 
Avenue, New York, N.Y., YUkon 6-8676. Executive Life 
Agency, 66 Court Street, Brooklyn, New York, TRiangle 
5-9211/2. Hardy F. Glass, 55 Liberty Street, New York, 
N.Y., BArclay 7-6545. Bernard H. Horowitz Agency, 118 
Grand Street, Newburgh, New York, JOhn 5-2390. Marvin 
L. Kane, 366 Fifth Avenue, New York, N.Y., OXford 5- 
1033. Lamm-Sawyer Agency, 755 Brooklyn Avenue, 





THE CITADEL LIFE INSURANCE COMPANY OF NEW YORK 
444 Madison Avenue, New York City ® PLaza 3-7800 
General Agency opportunities available throughout New York State 

































FAST 
YOU | 


a future that encourages, rather than 


Baldwin, Long Island, BAldwin 3-6100. Samuel B. 

Levine, 138-05 225 Street, Laurelton, New York, LAurel- 

ton 8-7213. Levy-Brenner Associates, Inc., 140 Nassau 
Street, New York, N.Y., BArclay 7-7370. Lincoln Plan- 
ning Corporation, 200 West 57 Street, New York, N.Y., 

JUdson 2-4122. Martin L. Lowenthal, Eastwood Pro- 

fessional Center, Jericho Turnpike, Centereach, Long 

Island, JUniper 8-4434. 
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N. E. Horelick Retires 


The retirement of Nathaniel E. Hore- 
lick, 
cialist in employe benefit programs, has 
been announced by Equitable Life As- 
surance Society. He has been with the 
company for 35 years. 

Mr. Horelick graduated from the 
Carnegie Institute of Technology in 1919 
with a degree in mechanical engineering 
but chose life insurance as a career, join- 
ing Mutual Life’s statistical department. 
He went to The Equitable in 1926 and 
helped organize the Society’s Group an- 
nuity division, serving as its assistant di- 
rector until 1932 when he became di- 
rector of Group annuities. 

In 1945 Mr. Horelick was made man- 
ager of Equitable’s Group department 
and promoted to general manager of 
that department in 1950. He was ap- 
pointed second vice president the fol- 
lowing year. 

He is an Associate in the 
Actuaries and a Fellow of the 


second vice president and a spe- 


Society of 
Insurance 





A. M. KUNIS & CO., INC. 
Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St. New York 36 
WI 7-8266 











Institute of America where he served as 
chairman of its educational committee. 
On his retirement, Mr. Horelick was 





E. HORELICK 


tendered testimonial lumcheons and din- 
ners by some of the clients he serviced 


for The Equitable. 
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“This is like Anico’s Quit Options. As you go up you get nearer your 


goal, but can get off before you get there, 


still ahead.” 


if you have to, and you're 


Marie’s enthusiasm is understandable. It’s just another of many fine 


sales points that make Anico’s complete line of competitive plans 


1 


top sellers. (Top commissions and vesting terms, of course.) 
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inquiries will receive prompt, 





Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
confidential 


replies. Address: Coordinator of Sales. 
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QVER 534 BILLIONS OF INSURANCE IN FORCE 


Prudential Vice President 


Election of C. J. Faherty to vice presi- 
dent in charge of The Prudential’s com- 
mercial and industrial loan department 
was announced by Louis R. Menagh, 
president. Mr. Faherty had been second 
vice president of the ‘department, which 


was set up in 1956 to help finance “small 
corporate America.” 
He succeeds Ernest S. Allsopp, who 


is retiring and who has headed the de- 
partment since its creation. 

Mr. Menagh also announced that E. 
Carroll Gerathy had been elected a sec- 
ond vice president in the company’s Mid- 
America regional home office, in Chicago. 
He had been an executive general man- 
ager there. 

Mr. Faherty joined The Prudential in 
1930 as a clerk in the Newark home 
office mortgage loan department. He 
subsequently held field positions in mort 


gage loan offices in Newark, Chicago, 
and Kansas City, and then executive 
positions at the home office. He was 


assigned to his present department as 
executive general manager in 1956 and 
became a second vice president the next 
year. 


He is a graduate of the Wharton 
School of the University of Pennsyl- 
vania and of Rutgers University Law 
School. He is a member of the Newark 
Economic Development Committee and 
the Illinois Bar. During World War II, 
he served in the Navy. He lives in Sum- 
mit, N. J. 

Mr. Gerathy joined The Prudential’s 
methods division at Newark in 1948. 
Prior to that, he had been with Mc- 
Kesson & Robbins, Inc., in Bridgeport. 

He was assigned to Mid-America re- 
gional home office in 1953 in an execu- 
tive capacity and transferred to Chicago. 

During World War II, he served in the 
Bureau of Navy Personnel, Washington, 
D. C. He lives in Chicago. 


Miller, President-Elect 


Of Society of Actuaries 
John H. Miller, 


senior actuary of 
Springfield, Mass., was elected president- 
elect of the Society of Actuaries at its 
recent annual meeting in White Sulphur 
Springs. In this post, he will become 
president at the annual meeting in 1962, 
succeeding Wilmer A. Jenkins of New 
York, executive vice president of the 
Teachers Insurance. and Annuity Asso- 
ciation. 

Mr. Miller is vice president, senior 
actuary and a director of all the Spring- 
field-Monarch companies, including the 
Springfield Ins. Co.. New England Ins. 
Go., Springfield Life, Freeport Ins. Co., 
Horizon Ins. Co., and Standard Ins. Co. 
as well as Monarch Life. He is a fellow 
of both the Society of Actuaries and the 
Casualty Actuarial Society and a mem- 
ber of the joint committee on Social 
Security and Health Care of the Life 
Insurance Association of America and 
American Life Convention. 


Prior to joining Monarch Life in 1934, 


vice president and 
Monarch Life of 


Mr. Miller had been associated with 
Metropolitan Life and the consulting 


actuaries, Woodward Fondiller and Ryan. 


Replacement Action 


(Continued from Page 3) 


unique medium for a safe and systematic 
method of saving. Replacement may in- 
volve the sacrifice of these advantages. 

“In view of these potential disadvan- 
tages, if replacement is suggested, the 
policyholder should insist upon a written 
and signed proposal setting forth all the 
facts and comparing the relative benefits 
under the two policies. He should then 
submit this written statement to both 


the company whose policy is proposed to 
be issued and the company whose policy 
is to be replaced, with a request for their 
comments and analysis.” 





Connecticut General Life 
Top Management Changes 


Top management changes have been 
announced by President Henry R. Rob- 
Connecticut General Life. 

Vice President Paul E. Britt, who has 
directed Group sales operations, has been 


erts of 





Fabian Bachrach 
PAUL E. BRITT 


placed in charge of administration of the 
advertising and sales 
planning, policyholder 
and field services departments. 

Robert L. Mayer, 


dent, Group sales, 


promotion, data 


processing, and 


second vice presi- 


will assume the man- 





John Haley 
GEORGE W. YOUNG 


of that depart- 
ment formerly held by Mr. Britt. 
George W. Young, vice president and 
will be re- 
sponsible for the accident department in 


agement responsibilities 


secretary of the company, 


addition to his present responsibility for 


the reinsurance and actuarial depart- 
ments. 
Mr. Britt joined Connecticut General 


in 1926. In 1944 he was named assistant 
secretary, Group insurance department, 
and in 1948, secretary, Group sales. He 
was appointed second vice president in 
1953 and has been vice president since 
1960. 

Mr. Mayer joined the company in 1936 
and held field Group management posts 
before being named to the home office in 
1948. The following year he was ap- 
pointed assistant secretary of Group 
sales. He became director of Group 
sales in 1957 and second vice president 
in 1960 

Mr. Young joined the company in 1945 
and two years later was named assistant 
actuary. In 1950 he was named secretary 
in the reinsurance department and in 
1954 he was appointed second vice pres- 
ident and actuary. In 1957 he was named 
vice president and actuary, and the fol- 
lowing year his responsibilities were ex- 

panded to include the reinsurance an 
actuarial departments. Since 1960 he has 
been vice president and secretary of the 
company. He is a fellow of the Society of 
Actuaries. 
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It ll be a while before he can 
plan for himself. Meanwhile, 






































you should get a 


FAMILY SECURITY 
CHECK-UP 


He lives in a world of make-believe. You can’t. You've got to 
plan for him until he fills the big shoes. 

To make sure your plans are realistic, start with a Family 
Security Check-Up. It will tell you—for your own and your 
family’s sake—exactly where you stand on such things as 
pensions, savings, group insurance and Social Security. 

When you know where you stand financially—you can 
make realistic plans for the future. How can you possibly 
know unless you check? 


More than an interview—a service 


Now Metropolitan, the Company you look to for authorita- 
tive information on physical health, offers you a way to 
check your family’s financial health—the Family Security 
Check-Up. It is available to everyone—whether you need in- 
surance or not—and whether or not you have a Metro- 
politan policy. 

Metropolitan representatives have been trained in Metro- 
politan’s own schools and are qualified by solid experience 
to bring you this service. They are equipped with business- 
like charts and tables that show you clearly, in black and 
white, exactly where you stand. 

Call your Metropolitan man today for a Family Security 
Check-Up. There is no obligation—except to those you love. 





Family 7\ 
Security || 
Check-Up || 


| 
| 





T IT IS AND WHAT IT DOES FOR YOU 
ith the help of your Metropolitan man— 

1. You check the facts: your Social Security, your home, your 
life insurance, your pension plan, your savings and other 
assets. You may be surprised to learn how much you're worth. 
2. You weigh your responsibilities: mortgage or rent payments, 
education, retirement, accident and sickness emergencies; 
how much it would cost your family to live without you. 

3. You learn where you stand. You determine your weak and 
strong points . . . whether the provisions you have made for 
your family will do what you intend. You get the facts in 
‘ont of you. 

You plan for the future. Based on these facts, you decide 
t action, if any, may be needed to give you a family se- 
y plan, tailor-made to your own needs and ambitions— 
hich makes good sense for you, 


Metropolitan Life 


INSURANCE COMPANY 








A MUTUA 1 1868 
Head Offic AN FRAN 1901 * Head Off TTAWA —Since 1924 


THE LIGHT 
THAT NEVER FAILS 
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and still vigorously pioneering new concepts 
in Group Life Insurance ! 


Soon you will be reading about two more new and original 
concepts in Group Life Insurance Protection—pioneered and 
perfected by Continental Assurance. 


Survivor’s Income Insurance 


New group protection which provides a regular monthly income 
for families of employees for one or two years after death. 


Double Value PTD 


New Permanent Total Disability Protection with income bene- 
fits that never nibble away the face amount of the life 
insurance policy. 


“Want more facts? Contact any CAC general agent, 
manager or write the home office.” 





S0Ou 


CONTINENTAL ASSURANCE @ (_=9*_ 
Annivesay 


CHICAGO 4 * Member Continental National Group 


S.l. Approved every state but Mass. 
P.T.D. Approved every state but Mass., Mo., NV 











Eastern Department: 76 William St., New York 5, N. Y. 











Rudolph, Oakes and Smith 


Promoted By Travelers 

Three promotions at The Travelers 
Ins. Cos. were announced following a 
recent meeting of the board of directors. 
said that 


J. Doyle DeWitt, president, 





FERDINAND RUDOLPH 


Ferdinand Rudolph has been named sec- 
retary, methods and planning department, 
while Charles K. Oaks, Jr., and Lester 
Smith, have both been advanced to as- 





CHARLES K. OAKS, JR. 


sistant manager in the public information 
and advertising department. 

Mr. Rudolph joined The Travelers in 
1926 at the 80 John Street, New York, 
office in the office administration depart- 





LESTER SMITH 


ment and was named assistant office man- 
ager there in 1944. In 1952 he went into 
the home office as office supervisor and 
was promoted to assistant secretary in 
1955. He was transferred into the meth- 
ods and planning department earlier this 
year as assistant secretary. He received 
a B. C. S. and a B. S. degree from the 
School of Commerce of New York Uni- 
versity and a M. B. A. degree from 
the Graduate School of Business Ad- 
ministration of New York University. 


Mr. Oaks joined The Travelers in 1953 


and in 1959 was named supervisor. A 
graduate of Colgate University with a 

A. degree, Mr. Oaks is vice presi- 
dent of the Advertising Club of Hartford 


LAA 1961-62 Standing 
Committee Appointments 


Life Insurance Advertisers Association 
recently announced the following 1961- 
62 standing committee appointments: 

Advertising research: Chairman, Ken- 
neth K. Wunsch, Northwestern Natio: il; 
vice chairman, Francis L. Cooper, New 
York Life. Company communications re- 
search: chairman, Dixon Calderwood, 
New York Life; vice chairman, Her- 
bert E. Dunning, Northwestern Mutual, 
Public relations research: chairman, 
Charles C. Camp, Gulf Life; vice chair- 
man, John A. Buckley, Jr., Guardian, 
Sales promotion research: chairman, J, 
Walter Reardon, Massachusetts Mu- 
tual; vice chairman, Harold U. Banks, 
Sun Life. Educational committee: chair- 
man, Donald L. Hopkins, life of North 
America; vice chairman, Warren L., 
Bacon, Jr., New England Mutual. Mem- 
bership: chairman, Samuel J. Osborn, 
Ohio National; vice chairman, Ronald 
Jones, Kansas City Life. 

Press committee: chairman, 
Lloyd, Equitable Life of N. Y.; vice 
chairman, lan Murray, Confederation 
Life. Institutional relations: co-chair- 
men, John L. Briggs, Southland Life, 
and Robert S. Kieffer, CLU, Metropol- 
itan Life. Nominating committee: Chair- 
man, John L. Briggs, Southland Life. 
Advertising analysis: Chairman, A. H. 
Thiemann, New York Life. Finance com- 
mittee: L. R. Blanchard, Paul Revere; 
George H. Kelley, CLU, New York Life, 
and Robert M. MacGregor, CLU, 
Phoenix. 


Henry 


Guardian Campaign Honors 


Board Chairman McLain 


In a month-long campaign honoring 
Board Chairman James A McLain, the 
field force of Guardian Life of America 
submitted a record-breaking $52,500,000 
of individual life volume, plus better than 
$223,000 of annual premium on individual 
health insurance. 

The leading Guardian agencies in life 
volume submitted, all with better than 
$2,000,000 for the month were New York 
Spaulder & Warshall, Quain agency in 
Phoenix, New York Goodman and the 
Green agency, Atlanta. Spaulder & War- 
shall and Phoenix were also the leaders 
in submitted health premiums. 

Individual leaders in life volume in the 
campaign were Ricc Hernandez of Phoe- 
nix; Sidney Baer, Philadelphia; Ivan 
Brown, Houston; A. P. Elebash, CLU, 
Montgomery ; Herbert Abramson, New 
York. 

Top individual honors in life applica- 
tions went to Gabriel Valenzuela, White 
Plains; William Apfelbaum, New York 
Samons-Press; Ricc Hernandez, James 
P. Poole, CLU, Atlanta; Paul E. Hack- 
ett, Jr., White Plains. 

Top men in health premiums were 
Lawrence T. Usher, Portland; Hugh M. 
McCool, Bridgeport; Saul S. Feinstein, 
Providence; Clarence J. Schneider, In- 
dianapolis; Joseph Klepper, CLU, Flush- 
ing. Mr. Usher was also first in health 
applications. 


J. C. WALTON PROMOTED 
J. Coady Walton has been promoted 
to manager of The Prudential’s dis- 
trict office in Salisbury, Md. He replaces 
William H. Hooper, who has retired. 
Mr. Walton, a native of Dover, Del. 
joined Prudentiz il as an agent there in 
1937. He was promoted to staff manager 
in 1946 and placed in charge <f the office 
at Cambridge, Md. In 1953, he was 
transferred to Dover to head the Pru- 
dential office in that city. 





and executive secretary of the Insurance 
Advertising Conference. 

Mr. Smith has been with The Travelers 
since 1953 when he joined the company 
as a production assistant. He was named 
supervisor in 1958. A former newspaper 
man, he was employed by the Lewiston 
Sun-Journal in Lewiston, Me., after at- 
tending Bates College. He also attended 
Escuela De Bellas Artes Art School, San 
Miguel, De Allende, Mexico. 
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Made Agency Supervisor 





LEN SALIS 


Len Salis has been appointed agency 
supervisor of the Lee Nashem Agency, 
Lid., Canada Life Assurance, 110 East 
42nd Street, New York. According to 
Mr. Nashem, Mr. Salis has been bro- 
kerage supervisor and agent with two 
other companies and brings to his new 
position a successful background in the 
business. 

Mr. Salis will specialize in brokerage 
business and also handle a unit of full 
time men as well as engage in personal 
production. He is a graduate of Brooklyn 
College. 

The Lee Nashem Agency has this year 
won the * ‘Interne tional Trophy” in Cana- 
da Life’s “Spring Trophy Campaign.” 

Other supervisors are Richard H. 
Mayer, Theodore E. Lewis and Fred Bit- 
terfield. Office supervisor is Paul Mon. 


General American Life 


Liberalizes Underwriting 


Liberalizations in the medical examina- 
tion requirements for large amounts of 
insurance have een announced by Gen- 
eral American Life. In amounts between 
$50,001 to $200,000, General American has 
abolished the two-examination require- 
ment and will now require only one exam 
of the proposed insured. 

In announcing the revisions, Doctor 
James H. Ready, medical director, in- 
dicated the company would make broader 
use of electrocardiograms and X-rays in 
the selection of those individuals apply- 
ing for large amounts. He expressed 
the opinion that the change would ex- 
pedite this business without impairing 
selection processes. 

In the $50,001 to $100,000 coverage 
bracket, electrocardiograms will be re- 
quired for those over 36 years of age 
and an X-ray will be required for those 
over 61 years of age in addition to the 
one examination. 

For amounts of insurance between 
$100,001 to $200,000, electrocardiograms 
will be required for those over 21 years 
of age in addition to the exam. An X- 
ray will also be required for those over 


over 46. 


Appoint F. H. Hummel 


John F. Shallenberger, vice president 
and director of agencies of Capitol Life, 
Denver, recently announced the appoint- 
ment of Frederick H. Hummel as super- 
intendent of agencies operating out of 
Pittsburgh, 

Mr. Hummel has been in the life in- 
surance business since 1954 when he 
joined The Prudential as an agent and 
division manager. In May, 1959, he 
joined the Life of Virginia _and opened 
and managed an office in Cleveland, of 
which he is a native. In August, 1960, 
he began managing an office in Clevelz and 
for Pacific Mutual Life. 

Prior to his work in life insurance, 
Mr. Hummel studied psychology at 
Miami University and was an auto sales- 
man for two years. He also took LUTC 
and CLU courses at Western Reserve 
University. 


Borjeson Named for Group 
In Washington, D. C. Office 
Northwestern National Life has ap- 
pointed Howard P. Borjeson manager of 
the company’s newly established region- 
al Group office in Washington, D. C. He 
will service existing Group accounts and 
will assist Northwestern National’s field 
force in developing Group sales in the 
District of Vir- 


ginia and eastern Pennsylvania areas. 


Columbia, Maryland, 


A 1955 graduate of Brown University, 
Mr. Borjeson served for two years in 
the Marine Corps following graduation, 
after which he entered the life insurance 
business specializing in Group coverage. 

With 
office in the nation’s capitol, Northwest- 


the establishment of a Group 


ern National now has regional Group 


headquarters in 11 major cities, includ- 
ing Chicago, Cleveland, Detroit, Houston, 
Los Angeles, Minneapolis, 

Omaha, Portland and Wichita. 


Nashville, 


New Canada Life Branch 


Canada Life Assurance has announced 
the appointment of Edward G. Brennan 
as manager of a new branch in New Or- 
Mr. Brennan brings a wide back- 
ground of 


leans. 
field experience to his new 
post. 

Canada Life, established in 1847, is one 
of the seven oldest life insurance com- 
panies on this continent. Now licensed in 
the State of Louisiana, it is licensed in 
a total of 35 states, including the District 
of Columbia, and Hawaii. 








We pay Lifetime Renewals.. 





No Occidental policyholder need feel a sharp premium jolt 
when he travels the road from term to permanent insurance. 


With policies pioneered by Occidental, the conversion is 
possible without a steep rate hike. Example: A policyholder, 
29, has a $50,000 five year term plan. He now pays $267 

a year. He may convert to: 


LIFE MODIFIED AT 70. This level premium insurance 
covers him for $50,000 until he reaches 70. Then the face 
value reduces to $25,000 for life. The reduction permits 

a low rate while still building cash values. His cost: 

$592 a year. 


OR 


GRADED PREMIUM LIFE. Starting with a premium of 
$219.50, the rate stairsteps each year until it levels off after 
the 10th year at $908. The $50,000 face amount stays 

the same. 


If your prospect needs term now, then he will appreciate the 
advantages of Occidental term when he’s ready to convert. 


Details? 


O C C I D E NTAL LI FE Insurance Company of California 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


. they last as long as you do! 
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MADE CONSERVATION MANAGER 

President R. E. Ecke, of Farmers New 
World Life recently announced the ap- 
pointment of Dan Steward as conserva- 
tion manager for the Mercer Island, 
Washington firm. Mr. Steward goes to 
the home office after ffive years as re- 
gional life manager at the Colorado 
Springs regional office. Prior to that 
time he had been a district manager for 
the Farmers Insurance Group in Cali- 
fornia. 

Mr. Steward served with the Navy in 
the Pacific during World War II. He 
attended Texas Christian University 
prior to moving to California 


SUN OF AMERICA GEN’L AGT. 

Bertram A. Frank, vice president and 
director of general agencies, Sun Life 
of America, announces the appointment 
of Louis Slutsky as general agent in 
Wilmington. Mr. Slutsky was graduated 
from The University of Delaware in 
1951. He has served as a special agent 
of The Prudential in their Wilmington 
office since 1953, 

LEADS GENERAL AMERICAN 

The Cooley Agency, Amarillo, Tex., 
general agency for General American 
Life, St. Louis, led all other agencies in 
the amount of individual life insurance 
sold during September. 


HANCOCK SPECIAL AGENT 

Vernon Cox, formerly vice president 
and general manager of the combination 
division of Southland Life, has joined 
the Howard J. Riordan agency of the 
John Hancock in Washington, D. C., as 
special agent. Mr. Cox was graduated 
from Benjamin Franklin University, 
Washington, D. C. 


CRAFTSMAN LIFE DIVIDEND 


Directors of Craftsman Life declared 
the regular quarterly dividend of ten 
cents a share on the common stock, pay- 
able December 22 to stockholders of 
record December 15. 
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financial foundation 
of family security 


In this changing world, the keystone of our 
American society remains the family. At no time 
in history has the well-being of the family been 
of such paramount importance. 


The ownership of adequate permanent cash value 
life insurance is the foundation of the American 
family’s security. 

Of all forms of savings, life insurance alone 
provides immediate protection for the family 
through the creation of a guaranteed estate as. well 
as security for later years through a guaranteed 
life income, one which cannot be outlived. 

The Equitable Life Insurance Company of Iowa 
lives in both the past and in the future. 


Today we will send out guaranteed monthly 
income checks to people on policies purchased 
before the turn of the century; today, too, we will 
insure youngsters who will receive benefits well 
into the century to come. 


This confidence in the future, this trust in the 
past, is based on more than ninety-four years of 
financial stability. 


> 


» 
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Bankers Life of Iowa’s 


New Dividend Schedule 


Bankers Life of Des Moines has an- 
nounced a new dividend schedule effec- 
tive January 1, increasing by about 17% 
the dividend payments on Ordinary pol- 
icies in 1962 over what would have been 
paid under the previous scale. Under 
the new dividends schedule the com- 
pany will continue to pay interest at 4% 
on policy proceeds left at interest and on 
dividend accumulations. 


G. A. COMMITTEE CHAIRMAN 

Lewis Ashworth of Marion, Ohio, js 
the newly-elected chairman of the Gen- 
eral Agents’ Executive Committee of 
Midland {Mutual Life. He succeeded Ed- 
ward L. Ward of Wilmington, N. C. New 
committee member is Marvin Gandelman 
ot Trenton. The six-man committee 
serves as a field advisory group in peri- 
odic conferences with company execu- 
tives. 


KELLER NAMED AT AUSTIN 


American General Life has announced 
the appointment of Ralph Keller as man- 
ager of its Austin Agency. He succeeds 
the late Ben P. Atkinson, CLU, who 
died ‘recently. 

Mr. Keller has been a member of the 
agency since joining American General 
in 1952, A native of Stuttgart, Ark., he 
attended Ouachita College, later trans- 
ferring to University of Texas. 





Life of Pa. Gen’1 Counsel 


Life Assurance Company of Pennsyl- 
vania, Philadelphia, announces the ap- 
pointment of Price, Waterhouse Com- 
pany, Inc., as general counsel for ac- 
counting and auditing procedures. 

he Philadelphia office of Price, Water- 
house will service the Life Assurance 
Company account. 


LAURENCE M. PEET DEAD 

Laurence M. Peet, 66, former presi- 
dent of Farmers Life, died in Des Moines 
recently. He first was associated with 
the Farmers Union Mutual in 1933 and 
in 1942 became president. The name of 
the company was changed to the Farm- 
ers Life in 1945 and ‘Mr. Peet continued 
as president until his retirement in 1958 
when the name of the company was 
again changed to United Security Life 





LICENSED IN ILLINOIS 

Consumers National Life has been 
admitted to do business in Illinois and 
is carrying out plans to establish general 
agencies throughout the state. 

Hornsby Mims, executive vice presi- 
dent, stated that the company is now 
qualified to do business in ten states. 
Consumers National entered California 
in mid-October, and at that time the com- 
pany’s life insurance in force exceeded 
$35 million. 


CALHOUN LIFE’S NEW PLANS 

A new series of “monthly Ordinary” 
policies, representing a broadening of 
the company’s scope of business, has been 
announced by Calhoun Life from its 
home office in Columbia, S. C. 

The seven policies in the series will 
fill a need for an “intermediate” range 
of insurance between weekly-premium 
industrial insurance and Ordinary insur- 
ance of the usual type. 


MADE GROUP REPRESENTATIVE 

Kenneth P. Eriksen has bee: named a 
Group representative for General Amer- 
ican Life. He will be associated with 
the company’s Los Angeles district 
Group office under the supervision of 
District Group Manager Richard Mat- 
tingley. 


BROKERAGE MANAGER 
Milton J. Eberle has been appointed 
brokerage manager in Occidental Life 
Insurance (Company of California’s Irvin 
R. ‘Barr general agency in Sacramento. 
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“Freedom vs. Communism” Course 
Offered to Colonial Employes 


As a public and community service in 
the national interest, a citizen’s course 
_.. “Freedom vs. Communism—The Eco- 
nomics of Survival” is being given to 
members of the home office supervisory 
staff of Colonial Life, East Orange, ac- 
cording to an announcement by Richard 
B. Evans, president. 

Prepared at the request of many busi- 
ness and industrial firms throughout the 
nation by the Chamber of Commerce of 
the United States, the broad objective of 
the course is to help individuals in local 
groups to learn more about the Commu- 
nist challenge and what they can do to 
meet it. To accomplish this purpose, the 
course has been prepared around the 
following specific objectives: 

Explore some of the aspects of the 
Communist challenge; gain a_ better 
knowledge of how our private competi- 
tive economic system operates as con- 
trasted with a Communist economic sys- 
tem; develop an understanding of the 
role of consumers, employes, business- 
men, and investors in our economic sys- 
tem and compare the role of their coun- 
terparts in a Communist economic sys- 
tem; provide a better idea of the role 
government plays in two economic sys- 
tems; provide some insight into the 
causes—and possible cures—of some of 
our major economic problems like un- 
employment, inflation and the ups and 
downs of business; and help individuals 
determine the part they can play in 
meeting the Communist challenge. 

This course was only recently com- 
pleted and introduced on a “pilot basis” 
in Washington, D. C., and several other 
key areas a few weeks ago. The United 
States Chamber of Commerce has intro- 
duced similar seminars such as the Action 
Course in Practical Politics which was 
taken by over 200,000 men and women 
in over 1,700 communities in 50 states. 

In announcing the availability of the 
Freedom vs. Communism course to its 
employes, Colonial’s president said, “The 
people of our country must be made 
aware of the threat of Communism not 
only to our economy but to the national 
interest as well. All of us, as Americans, 
have a responsibility to overcome the 
apathy which has engulfed us in this 
respect. How to confront the life-and- 
death challenge which Communism poses 
to the free world and its economy is the 
single most important question we face 
today. This is a time for action and we 
firmly believe our responsibilities. to 
American business and industry demand 
that we do something tangible about this 
situation now.” 


The course of instruction is prepared 





Republic National Names 


Indiana General Agent 
Richard D. Longbrake of South Bend, 


has been named general agent by. Re- 
public National Life, Dallas, according to 
H. R. Hunke, vice president and agency 
director. 

A native of Indiana, the new general 
agent served in the Army Paratroops 
for three years before entering the in- 
surance industry. He has completed an 
Introduction of Life Underwriters course 
and has established an outstanding per- 
sonal production record. 


LOUISVILLE GENERAL AGENT 


Robert M. Tague has joined ‘Midland 
Mutual Life as general agent in Louis- 
ville. His, agency will handle 19 counties 
in Kentucky and five Indiana counties. 
_Mr. Tague has had several years’ expe- 
rience in both ‘field underwriting and 
Management. Most recently, he was a 


en manager for [Prudential at Louis- 
Ville, 





on a group discussion approach basis 
and consits of eight two-hour sessions. 
It is being given by David J. Galligan, 
director, Citizenship Responsibility Pro- 
gram of the New Jersey State Chamber 
of Commerce. 



















PARTICIPATING 





Franklin Life Appoints 
T. L. Roy in Portsmouth 


Thomas L. Roy has been appointed 
general agent at Portsmouth, N. H., for 
the Franklin Life of Springfield, IIl., ac- 
cording to an announcement by Region- 
al Manager Walter S. Newton, Jr., of 
Concord. 

For ten years Mr. Roy was associated 
with The Prudential as assistant man- 
ager and staff manager at Manchester, 
Nashua and Boston. 


T. C. Ferguson to Resign 
From Texas State Board 


Thomas C. Ferguson, chairman of the 
Texas State Board of Insurance, Austin, 
has announced that he will resign after 
January 1 to become a candidate for as- 
sociate justice of the Civil Court of Ap- 
peals. Before his appointment as chair- 
man of the Board, he had served as a 


member of the House of Representatives 
and as district judge. 


NON-PARTICIPATING 





| WHOLE LIFE REDUCING PREMIUM 


PLAN 


1 YEAR MODIFIED WHOLE LIFE 





$25,000 


MINIMUM 


$25,000 





STH DIVIDEND OPTION 


LEVEL DEATH BENEFIT 
AVAILABLE WITH 


ANNUAL RENEWABLE TERM RIDER 





$12.03 





$16.61 


rates which are not guaranteed. 


“pc TO IEC, PERCE, ere 


Based on current dividend scale and one year term 


20 YEAR 
AVERAGE ANNUAL 
NET COST PER $1,000* 
(Based on $100,000 Policy) 


$23.71 





ey | Saree | Sam. 


$12.93 $18.12 $25.79 








Guaranteed Policy Loan Interest Rates, graded by size (as low as 3% %) 


All benefit and term riders are available 








Ist Year: 45% plus 
9 Renewals at 5% each 








Vested 


Commissions 







Ist Year: 50% plus 
9 Renewals at 10% each 

















LIFETIME 


28 





For further information on this and other “New For '61” plans, 
contact any of these General Agents in the Metropolitan area: 









: LILLIAN F, DOUGLASS AGENCY 
re Ne 11 W. 42nd Street 
Le New York 36, New York 
ee BRyant 9-3214 





SERVICE. FEES 


NEW YORK CITY 


DANIEL COHEN AGENCY 
15 E. 40th Street 
New York, New York 
MUrray Hill 5-8626 


Suffolk County—SAyville 4-2424 








ARTHUR ROSENBERG AGENCY 
7309 Third Avenue 


BROOKLYN 


KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 


Pee ee Brooklyn 9, New York 375 Jay Street 
Ce SS : TErrace 6-5000 Brooklyn, New York 
ee é ULster 8-7100 







































SAMUEL GORE AGENCY 


West Hempstead, New York 
IVanhoe 37-6268 
Suffolk County—ANdrew 6-2180 


NEW JERSEY AND ROCKLAND COUNTY 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanuet, New York 
NAnuet 3-3911 
New York City—YUkon 6-8225 


LONG ISLAND 


47 Broadway 


MARSHALL A. RUBENSTEIN 
85 North Broadway 
Hicksville, New York 

OVerbrook 1-4540 


































LIFETIME 


SASSOON E. KASHI 
116 Nassau Street 
New York 38, New York 
BArclay 7-3568 


R. M. TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 
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Group Pension Manager 


Massachusetts Mutual Life has an- 
nounced the appointment of Robert F. 
McCormick as regional Group pension 
manager in its central regional Group 
office in Cleveland. 

An Air Force veteran, Mr. McCormick 
received his bachelor of business ad- 
ministration degree from the University 
f Toledo in 1956. He joined Massachu- 
ne Mutual in 1957 and was trans- 
ferred to the Cleveland Group office in 
1958 as a Group pension representative. 
In 1959 he was transferred to Detroit, but 
returned to Cleveland in 1960 when he 
was appointed a regional Group pension 
representative. 





CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13'2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 
Term policies—30% & 955 vested. 


OX 7-2950 














Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 

















Facts about our 
PENSION and PROFIT 
SHARING PLANS 


@ High Limit Guaranteed Is- 
sue According to Formula 


© Full Commissions on Guar- 
anteed Issue 


@ Par and Non-Par Plans 


Call us for more details 











WHITE & 
WINSTON 


INC 


UNITED STATES LIFE 
NSURANCE CO 





Philadelphia Life Up 56% 


Joseph E, Boettner, CLU, president of 
Philadelphia Life, announced that dur- 
ing September new paid business in- 
creased by 70.3% over the new business 
_ for during September, 1960. During 
the first nine months of 1961, new busi- 
ness paid for increased 56.2% as com- 
pared to the first nine months of 1960. 

Mr. Boettner noted that this was the 
105th consecutive month in which Phila- 
delphia Life had increased production of 
new business over the same month ‘for 
the previous year. 


THORP NAMED ASS’T MANAGER 


Kenneth A. Thorp has been appointed 
assistant manager of Pacific Mutual Life’s 
San Francisco agency, —ae to 
Agency Vice President Joseph F. Tudor, 
CLU. 

Mr. Thorp recently went to the San 
Francisco operations from St. Louis, 
where he had supervised the company’s 
agency. He will now assist in the recruit- 
ing, selecting, and training of new agents, 
as well as helping supervise the com- 
pany’s career development program. 

Mr. Thorp is a 1955 graduate of the 
University of Missouri, and earned a 
B. S. degree in marketing there. 


Aetna Production Record 


A quarter-billion dollars in individual 
life imsurance protection, biggest five- 
week volume in the history of Aetna 
Life, was written by company repre- 
sentatives during Aetna Life’s October 
“App Scrap” campaign. A total of 1,331 
agents, also a record number, qualified 
for special sales honors by writing at 
least $60,000 of protection. Oyer-all vol- 
ume was $253,767,000, almost twice the 
campaign quota and $24 million higher 
than last year’s record effort. 

The Long Beach, Calif. general agency 
exceeded its quota by the greatest per- 
centage and took honors in its division. 
Other divisional winners were San Diego, 
Oklahoma City and Albany. 

Chicago produced the biggest volume, 
$12.5 million, followed by Philadelphia 
with $9.9 million, Los Angeles with $9.6 
million, Toledo with $8.7 million, and 
Hartford with $7.5 million. A total of 12 
agencies wrote more than $5 million. 


SYRACUSE ASS’N SPEAKER 
Donald E. Shopiro, president of the 
New York State Association of Life Un- 
derwriters, addressed the November 
luncheon meeting of the Life Under- 
writers Association of Syracuse. 
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NON-CAN HEALTH INSURANCE 


ISSUE LIMITS LIBERALIZED 


For added sales appeal, here are further liberalizations 
in our individual Non-Can Health Insurance policies: 


10-Year and Disability to 65 policies, issue limits 
up from $400 to $500/mo. 


> Maximum participation all companies from $900 
to $1,000/month (must include $200/mo. short 
term disability income). 


Non medical maximums on 1, 2, 5 yr. disability 
income policies up from $250 to $300/mo. (appli- 
cants for 5-year policies over age 50 need exam). 


For additional details on State Mutual’s liberal health 
plans — part of our unique Planned Living Sales Ap- 
proach — see your nearest State Mutual office. Or, 
write us here in Worcester, Massachusetts. 


O/ 


STATE MUTUAL 
OF AMERICA 


Stote Mutual Life Assurance Compony of America, Worcester, Massachusetts 





HEARD On The WAY 








The Insurance Hall of Fame, adminis- 
tered by the Griffith Foundation for I1- 
surance Education at Ohio State Univer- 
sity, has received a Mexican flag for 
part of its permanent exhibit. The flag 
was presented to Dr. Novice G. Fawcett, 
president of the university, and Arthur 
I. Vorys, president of the Griffith Foun- 
dation, as an expression of the good will 
which exists between Mexico and the 
other North American nations. 

Dr. John S. Bickley, chairman of the 
board of The Insurance Hall of Fame, 
made the presentation on behalf of Sr, 
Manuel Alonso de Florida, Gerente Gen- 
eral of Azteca la Compania Mexicana de 
Seguros; Sr. Ernesto Warnholtz, of 
Ajusco, S$. A.; and Sr. Salvador Morales- 
Franco of La Latinoamericana; all of 
Mexico City. 

The Mexican flag is the first standard 
to join the United States flag in the 
room commemorating The _ Insurance 
Hall of Fame on the Ohio State campus. 
It is expected that as representatives of 
additional countries are added to the 
board of electors, flags of their countries 
will be placed in the Hall. 





The Equitable Life of Iowa again this 
year was one of the first major business 
organizations in Des Moines to receive 
the United Campaign “Blue Banner” 
award given to firms attaining 95%- 
100% of their “fair share” quota. The 
522 home office employes pledged $20,- 
517, an average of $39 per employe, 
representing 121% of the “fair share” 
quota, and a gain of 88% over 1960. 


Uncle Francis 


DALLAS GENERAL AGENT 

Ralph C. Reinecke has been named 
general agent for Dallas and vicinity for 
Protective Life. Announcement was 
made by Col. William J. Rushton, presi- 
dent of the ‘Birmingham headquartered 
firm. 

Mr. Reinecke entered the profession 
in 1938 in Chicago, with Alliance Life. 
In 1950 he was named associate director 
of agency training for Republic National, 
and in 1951 was appointed vice president 
and associate director of agencies. In 
1954 he joined Southwest Republic in 
Fort Worth as executive vice president. 
In (1957 when Southwest Republic merged 
with United ‘Founders, Mr. Reinecke be- 
came vice president. In 1958 he moved to 
Dallas and accepted the position of 
agency director with Gibraltar. 


GEN’L AMERICAN NAMES GRAGG 


Denver Gragg has been named general 
agent in Phoenix, Ariz. for General 
American Life. The company has been 
represented there by Johnson and John- 
son Insurance Agency which will hold a 
district manager’s contract in associa- 
tion with Mr. Gragg. 

The new general agent has a long life 
insurance career which began in 1%44 
with Shenandoah Life. He was promoted 
by that company to district manager and 
served from 1947-1957 as a supervisor 
for Mutual Benefit Life. Most recently 
he was a supervisor for New England 


Life. 


Rose Named in Maryland 


The Chesapeake Life, vege seit has 
announced the appointment of J. Louis 
Rose as regional manager for the State 
of Maryland. 

Mr. Rose brings to his position 22 years 
of experience as an agent and general 
agent in Baltimore. 


HEAR STUART A. MONROE 
Stuart A. Monroe, Chicago general 
agent for (Mutual Benefit Life, spoke at 
a recent dinner of the Toledo Life Man- 
agers Association. His subject was “The 

Education of a Life Insurance Man.” 
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Reasial Death Benefits 
Paid by New York Life 


Record-high death benefit payments of 
over $109 million have been reported by 
New York Life for the first nine months 
of 1961. Of the total amount, $3.5 mil- 
lion were double-indemnity payments for 
accidental death and $2 million repre- 
sented first-year death benefit payments 
for which the company had received only 
$55,000 in premiums. 


Educational Director 


E. J. Faulkner, president, Woodmen 
Accident and Life, Lincoln, Nebr., has 
announced the appointment of Wm. D. 
Walters of Storm Lake, Iowa as educa- 
tional director for the company. Mr. 
Walters succeeds W. P. Thornton, CLU 
who will represent the company in Lin- 
coln, specializing in programmed selling 
and advance field underwriting. 

Mr. Walters has served since 1957 as 
a personal producer and division man- 
ager for The Prudential in northwestern 
lowa. 


Prudential Anniversaries 


Managers of four Prudential agencies 
will observe anniversaries with the com- 
pany during November. 

Herbert Feinberg, manager of the 
Philadelphia northeast district office, will 
observe his 25th anniversary; Paul T. 
Ruesch, CLU, head of the Erie, Pa., 
Ordinary agency, will observe his 25th; 
Saul S. Vort, head of the Saul S. Vort 
and Associates Ordinary agency in Ne- 
wark, will observe his 45th and William 
P. Stephenson, manager of the Trenton 
district office, will observe his 30th. 


Conn. Mutual Sales Ahead 


Life insurance sales through the Con- 
necticut Mutual Life were up during 
September for the fifth consecutive 
month pushing business for the first 
three quarters slightly ahead of last 
year’s record-breaking pace. 

Business to date totals $452,562,338. 
September sales of $47 million were 
74% ahead of September, 1960. 


Joins Seaboard Life 


Edwin J. Steinberg has joined the 
staff of Seaboard Life of America, Mi- 
ami, in the capacity of actuary and ad- 
ministrative assistant to the president. 

For the past three years Mr. Stein- 
berg has been associated with a New 
York firm of consulting actuaries who 
were retained by a number of life in- 
surance companies throughout the coun- 
try. Prior to that, he was actuarial 
assistant with New York Life. 

Mr. Steinberg is an associate of the 
Society of Actuaries. 


Ill. Mid-Continent Expands 


Illinois Mid-Continent Life has been 
admitted to do business in the states of 
Pennsylvania, Iowa and Colorado, bring- 
ing the number of states in which it is 
licensed to 16. 

The company also is licensed in Illinois, 
Arizona, Arkansas, Delaware, District of 
Columbia, Florida, Indiana, Louisiana, 
Maryland, Nevada, New Mexico, Oregon, 
and Washington. 


LINCOLN NAT’L SUPERVISOR 


Gerald R. Damron has been appointed 
to a supervisory post in Travis L. Madden 
& Associates, representatives of Lin- 
coln National Life in Oklahoma City, 
according to an announcement by Travis 
L. Madden, general agent. The appoint- 
ment is under the company’s manage- 
ment development program. 

Mr. Damron began his life insurance 
selling career in 1958, and has established 
a noteworthy personal production record. 
A native of Allen, Oklahoma, he attended 
Central State College, where he majored 
in engineering subjects, 


Bankers Life Names Three 


Three agency manager have been 
named by Bankers Life of Des Moines. 
They are Leonard E. Dahl, Billings, 
Mont.; Raymond J. Kennedy, Cleveland, 
and George Pote, Harrisburg. 

Mr. Dahl has been the agency supervisor 
in Billings since last January, He joined 
the agency as a producer in 1957. Prior to 
joining the company, he served in sales and 
administrative positions in the automobile 
business. He graduated from Montana 
State University. 

Mr. Kennedy goes to the Bankers Life 


with more than 11 years in the insurance 
business, serving most recently as asso- 
ciate general agent for National Life of 
Vt. He became an agent for Manufac- 
turers Life in 1950, joined Massachusetts 
Mutual in 1958 and National Life last 
June. He attended Fenn College. 

Mr. Pote has been in the life insur- 
ance business since 1953, most recently 
as agency supervisor for Fidelity Mutual 
in Harrisburg. He became a full-time 
agent in 1955 and three years later was 
named agency supervisor of the Harris- 
burg agency. He received a B.S. degree 
from Juniata College, Huntington, Pa. 


For State Mutual in Omaha 


Larry A. Petersen has been appointed 
manager of State Mutual Life of Amer- 


ica agency in Omaha. 

A native of Iowa, Mr. Petersen was 
educated in Davenport. He entered the 
life insurance business there in 1945. 
After eight years as an agent, he served 
successively as an assistant agency man- 
ager, a home office training consultant, 
and an agency manager. 

He will represent State Mutual in 
Nebraska and western Iowa. 








PR 








rates 


4. Unusual combinations 


co-insurance (in M.M.) 


to age 70 


only) built into M.M. 





1. Top commissions on both 
the D.|. and M.M. policies 

2. Liberal benefits, competitive 

3. Minimum of exclusions 


of high inside limits and 


5. D.I. ‘‘non-can” to age 65, 
conditionally continuable 


6. Waiver of premium (on male 


>MPARE THIS 
NEW MO@NY HEALTH 
GRAM WITH 


It’s a combination of 
Disability Insurance 
and Major Medical to 
give you a double 
opportunity for sales 

















Name 


Mutual Of New York, Dept. EU-!! 
Broadway at 55th Street, New York 19, New York 


Sounds good to me! Please send me your FREE brochure 
describing MONY’s new health policies. 





Address 





City 


Zone, State 




















Mora 0- New York 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
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Another FIRST 
from 
Berkshire! 


as SEEEEKE: EES E 
. RK! 


POLICY CASE 


Reflects on the Outside the Value 
Inside! With its new Policy Case, 
Berkshire introduces a new idea... 
an attractive policy presentation 
package. This marketing “first” can 
be of great value in the policy sale 
and in building prestige. A clean, 
crisp quality container of deep green 
and black with a smooth sliding 
platinum-colored tray... it's that 
extra touch Berkshire policy owners 
are sure to notice and appreciate. 
And it’s just another Berkshire way 
to turn customers into clients. 


BERKSHIRE LIFE 
INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 
A MUTUAL COMPANY FOUNDED IN 1851 


LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 


Prudential Expanding Portfolio 
Of Monthly Debit Life Insurance 


The Prudential announced that it is 
expanding its portfolio of monthly debit 
life insurance. The public will have a 
choice of six new policies. All the pol- 
icies are written in a basic amount of 
$5,000. They may also be written for 
$7,500, provided the premium maximum 
of $19.99 a month is not exceeded. 

One of the new additions is the 
“Woman's Exclusive” life policy, paid-up 
at 62, the age when women become 
eligible for Social Security benefits. 

Another is the “Lifetime Protection” 
policy, paid-up at 90 and designed for the 
person who wants a moderate amount of 
permanent life coverage at low cost. 


New Family Policies 


Two new “Family Policies,” one paid-up 
at age 80, the other at 65, and two new 
“Parent and Children” policies, paid-up 





Mutual Benefit Life Opens 
Southern Jersey Agency 


The opening of a general agency for 
South Jersey and the appointment of Al- 
len H. Stoecker as general agent has 
been announced by Mutual Benefit Life, 
Newark. 

Mr. Stoecker will direct the company’s 
life insurance operations from offices in 
the Princeton-Trenton area. The new 
agency is Mutual Benefit Life’s second 
general agency in New Jersey. 

Formerly, Mr. Stoecker was assistant 
to the general agent with Paul L. Gui- 
bord and Associates, the company’s 
agency in Newark. He joined Mutual 
Benefit Life in 1953 and served as as- 


sistant to President H. Bruce Palmer 
before entering the sales field as an 
agent. Prior to joining the company, 


Mr. Stoecker was economics advisor and 
assistant to the vice president of Gulf 
Oil. 

During his association with the New- 
ark agency, Mr. Stoecker has distin- 
guished himself in both sales and agency 
management. He has earned member- 
ship in the President’s Club, the com- 
pany’s organization of leading life un- 
derwriters. 

Mr. Stoecker is a past director of the 
Newark Life Underwriters Association 
and immediate past president of the 
North Jersey Life Supervisors Associa- 
tion. He is also a member and past chair- 
man of the Life Insurance Trainers Re- 
search Group. 


Regional Field Supervisor 
For Great American Life 


Great American Life has 
the appointment of Reed G. Coston as 
regional field supervisor for western 
Pennsylvania and West Virginia. He 
will be domiciled at the company’s serv- 
ice office in Pittsburgh 

Mr. Coston entered the 
1953 ‘as an agent 


announced 


life insurance 


| with the 


business in 


Paul Revere Life. In 1956 he was ap- 
pointed supervisor of training and 
recruiting and became full time super- 


visor of the Pittsburgh area in 1959, 
from which position he has just resigned. 














COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 
103°, first year commission — it sure isl! We also pay 
another 45°/, in renewals over the next six years. If you 
| want more information on how to step up to your own 
Agency, contact — David G. Hunting, C.L.U., President. 


‘SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
170 Whitney Avenue ¢ New Haven 5, Conn., Dept. 170 








at the same ages, have been added. 

The new policies include accidental 
death, waiver of premium, and loss of 
eyesight or limbs benefits. 

Subject to the $19.99 premium maxi- 
mum, four riders may be attached to the 
family, parent-and-children, and life paid- 
up at 9 policies, but only when _ they 
are written in the basic amount of $5,000. 
The riders cannot be attached to the 
woman’s life paid-up at age 62 policy. 

The riders are: $10,000 20-year de- 
creasing Term; $20,000 20-year decreas- 
ing Term; ee 25-year decreasing 
Term; $50- a-month family income to age 
65. 

Prudential further announced that its 
previous portfolio of monthly debit cov- 
erages would be continued virtually with- 
out change. 


Continental Assurance Hits 
“Record High” in Oct. Sales 


A record high in life insurance sales 
was reached by Continental Assurance 
in October. New Ordinary life insurance 
written that month topped $60,000,000, 
largest in the company’s history, ex- 
ceeding October, 1960, by 37% and bet- 
tering by 10% the company’s previous 
high mark set last March, said Howard 
C. Reeder, president. 

Mr. Reeder attributed increases for 
October and the year to date, to an in- 
tensified sales campaign undertaken to 


commemorate the company’s 50th anni- 
versary this year. Other factors were 
improving business conditions and, since 


May, a series of new policies. 

Net increase in insurance in force for 
the first nine months was $551,000,000, 
16% over the like period of 1960, Mr. 
Reeder said. 

Total life insurance in force at the 
end of September was $7.4 billion, com- 
pared with $6.6 billion at end of Sep- 
tember, 1960. 


National, Vt., Has 21% Gain 


National Life of Vermont reports new 
insurance paid for of $296,821,030 for 
the first nine months of 1961, or almost 
21% over the $246,026,177 of the like 
1960 period. Annualized premiums gained 
almost 17% in the three quarters, or 
to $8,765,378 from $7,516,511 at the same 
point in 1960. 

Company officials pointed out that the 
new insurance paid for so far this year 


already exceeds the annual total for 
1958 and every year previous. 
The ten National Life general agen- 


cies with the most business in the Jan- 
uary-September period were Atlanta, 
New York-Hodes, Chicago, New York- 
Arden, New York-Newman, New Ca- 
naan, Manchester, Cleveland, Philadel- 
phia ‘and Baltimore. 


Jacksonville Agency Mgr. 

Security Mutual Life of New York has 
announced the appointment of Robert 
E. Tebow of Gainsville, Fla., as man- 
ager of its Jacksonville agency. Mr. 
Tebow is a native of Cincinnati, and a 
graduate of Ohio University. 

veteran of two years service with 

the Army Air Corps during World War 
II, Mr. Tebow entered the insurance 
business in 1946 as an agent in Cincin- 
nati. Since then he has held insurance 
ies and administrative posts in Cali- 
fornia, Alabama, and Florida. From 1952 
to 1958 he was a general agent in Ala- 
bama for Mutual Benefit Life. Before 
joining Security Mutual he was man- 
ager for central and northern Florida 
with State Life. 


C. E. Drimal, Chairman 
1962 “Saratoga Meeting” 


Chairman of the 1962 “Saratoga Mee: 
ing” of the General Agents’ and Ma: 
agers’ Section of the New York Sta 
Association of Life Underwriters wii! 
be Charles E. Drimal, CLU, gener 
agent of Penn Mutual Life in New Yo: 
City, according to Donald E. Shopir 
Gis U, president of the State Associatio: 

“The two-day session will deal wit 
‘Selection’ of new agents,” Mr. Shopi: 
said. These meetings in the past have 
explored, in depth, aspects of running a 
general agency in the current market 
for life insurance. “The 1961 meeting 
dealt with the greatest problem facing 
the life insurance business at that tim 
—replacement,” Mr. Shopiro said, “and 
we feel now that our State Association 
should direct its spotlight on ‘agent turn- 
over. 

Mr. Drimal has been a pioneer in some 
phases of selection, but the program is 
planned for five speakers, dealing with 
both the controversial and conventional 
approaches. He entered the life insur- 
ance business with the Ralph G. Engels- 
man Agency of Penn Mutual in New 
York City in 1946 and he has completed 
the educational work for LUTC Part I, 
II, and the CLU designation. He became 
general agent in 1952 and won the Pres- 
ident’s Award for the outstanding gen- 
eral agency of the Penn Mutual in 1959. 
He qualified, personally, for the Million 
Dollar Round Table in 1960. 

Mr. Drimal is well acquainted with the 
“Saratoga” programs, having attended 
every session since 1952 and was a panel 
member in 1956. The 1962 conference 
will be held on February 16 and 17, at 
the Gideon Putnam in Saratoga Springs. 


Bikoff Agents Honored 
Twenty-nine representatives of the 
Arthur H. Bikoff Agency, Aetna Life, 
666 Fifth Avenue, New York, were hon- 
ored at a recent dinner and dance at the 
Summit Hotel for their outstanding re- 
cords in a nation-wide life insurance pro- 
motional campaign. Agency leader was 
Abe Feldman, who wrote a total of $378,- 
845 in new life insurance protection dur- 


ing the month-long campaign. Other 
leaders were Jack Stein and Mark 
Jacoby. 


The Bikoff Agency produced 160% of 
its quota, writing xy more than $4 million 
of new life insurance protection during 
the campaign, 


CLEVELAND GENERAL AGENT 

Manhattan Life has announced the 
appointment of H. L. Akin as general 
agent in Cleveland, and Ray E. Warren 
as general agent emeritus. 

Mr. Warren, who has_ represented 
Manhattan Life as general agent in 
Cleveland for over 20 years, will main- 
tain an active interest in the agency 
and will continue to service his many 
policyholders. 

In the life insurance business since 
1953, Mr. Akin has most recently been 
associated with Manhattan Life for the 
past three years as general agent in 
Akron. Prior to this he was with the 
Earls Agency of Mutual Benefit in Cin- 
cinnati as director of field development. 


HOLDS AGENCY SEMINAR 

Georgia International Life held an 
indoctrination agency seminar in At- 
lanta recently. It was conducted under 
the direction of Wylie Craig, vice presi- 
dent, production, and other members of 
the home office staff. Fourteen recently 
appointed general agents and agents 
from eight states attended. 

Discussion sessions to familiarize the 
field men with company facilities, prac- 
tices and policies were led by James CC. 
H. Anderson, vice president, administra- 


tion; Keith Skelley, Gene McMurchy 
and Horace Ellis, superintendents | of 
agencies; R. A. Hurd, comptroller;: and 


M. R. Sams III, assistant vice president 
for underwriting. 
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jankers L. & C. Extends 
Health Ins. Coverage 


FALLOUT HAZARDS ARE CITED 





President MacArthur Discloses Details 
Of New Low-Cost,. Hospital-Medical 


Benefit Extension Program 


Test-bomb fallout radiation in doses 

‘t enough to cause illness may produce 
a future problem for health insurance 
companies, according to John D. Mac- 
Arthur, president of Bankers Life & 
Casualty of Chicago. However, the most 
pressing problem today is to increase 
protection for ordinary ailments and ac- 

sidents, ‘he said. 

The views were expressed in connec- 
tion with announcement of a “sweeping 
new program” of extended limits cov- 

-age to be offered to Bankers L. & C. 

-yholders. The announcement was 
ode in| Chicago at a meeting of the 
company’s top field sales executives. 

“Scientists and medical authorities are 
in disagreement about the health danger 
from test-bomb fallout,” Mr. Mac- 
Arthur noted. “The health costs could 
be cat astrophic to the individual, to the 
company and in terms of utilization of 
hospital and medical facilities.” Most of 
the estimated 850 insurance companies 
writing health insurance do not, at pres- 
ent, exclude the risk. 


Exposure is “Staggering” 








“We don’t actually know the fallout 
risk, but we do know what the exposure 
is for n¢ ormal accidents and illness. It 
is staggering,” Mr. MacArthur declared, 
“and most of the American public is un- 
derinsured.” 

With this in view, Mr. MacArthur's 
company has moved to provide a low- 
cost method of extending hospital and 
medical policy benefits into the area of 
staggering, catastrophic and long-term 
sarees. costs. 

Company actuaries, who spent two 
yei ws in research and development of 
the new program, were dissatisfied with 
typical industry patterns, Bankers as- 
serts. Too often they found there were 
gaps in protection or needless duplica- 
tions. Also, the cost was excessive for 
many people. 

Bankers believes its solution is logical 
and unique: Upgrade and extend, by 
rider, basic hospital-surgical policies into 
the area of major medical. Persons 
protected by Bankers, under basic hos- 
pital-surgical policies, will be given an 
opportunity to extend their coverages 
by rider, Future company policyholders, 
as well, will be eligible to obtain the 
riders to extend basic hospital-surgical 
into major medical. 

By so doing, a considerable savings is 
effected as compared with the cost of 
purchasing an additional major medical 
policy. Also, the insured will receive 
greater benefits. He will not have to 
reach into his pocket to come up with a 
cash deductible of $50 to $100—as is 
common with most major medical pol- 
icies. 

Nor is there a corridor of personal 
expense to be borne by the policyholder 
as is common in the usual two-policy 
setup (major medical super-imposed over 
basic), to cover costs in the area between 
where the basic coverage leaves off and 
the major medical begins. 

Eligibility Provisions 

To be ‘eligible for the new coverage, 
Bankers policyholders must have or be 
upgraded to at least a $15 daily room 
rate benefit under the hospital-surgical 
policy. With this floor of protection, the 

(Continued on Page 26) 





MAKE CALLS ON LAWMAKERS 


O’Connor Urges IAHU Board Members 
To Tell Congressmen, Senators, 
Their Views on King Bill 
“The most important thing health in- 
surancemen throughout the country can 
do,” according to E. H. O’Connor, man- 
aging director of the Insurance Eco- 
nomics Society and legislative chairman 
for the International (Association of 
Health Underwriters, “is to make per- 
sonal calls on their congressmen or sen- 
ators between now and next January.” 

Mr. O’Connor told members of IAHU 
board of directors at their recent 
meeting in Chicago that the fall and 
early winter months offered the best op- 
portunity for insurancemen to — 
their views known on the King bill i 
face-to-face interviews with the sy 
makers. “Your elected representatives are 
eager, to learn your views. With Con- 
gress adjourned they have time to discuss 
the issues with you.’ 

To find the home address or local office 
address of legislators, Mr. O’Connor 
recommended phoning local newspapers. 

President Kennedy has already indi- 
cated he will give ‘the bill top priority 
when Congress resumes in January. The 
re-election pressures on legislators to 
give something away will be considerable, 

{r. O’Connor asserted. 

Desolte political obstructionism, the 
Kerr- Mills law is being well received by 
the various states. “In combination with 
insurance, ‘Kerr-Mills aid will do the job 
for the country’s older aged. The King 
bill is totally unneeded.” 

Turing to other matters, Mr. O’Connor 
told the IAHU directors that ten compul- 
sory disability bills in eight states had 
been successfully disposed of during the 
past legislative session. No such bill has 
been enacted in the past 12 years. 


St Happened Last “Week: 


New Group Formed 
To Push King Bill; 
Forand Is Chairman 


Appearing last week on American 
Broadcasting Company’s radio program, 
“As We See It,” former Democratic Rep- 
resentative from ‘Rhode Island, Aime J. 
Forand, revealed that a national organ- 
ization has been set up to push for Pres- 
ident Kennedy's medical care for the 
aged program, i.e., the King bill. 

The organization: National Council of 
Senior Citizens for Medical Care. The 
chairman: Mr. Forand (who sponsored 
the first medical care bill to be financed 
through the Social Security System). 
Membership: A reported 300,000. 

“The measure will pass both the House 
and Senate,” Mr. Forand confidently 
predicted, “if we can only get the bil 
out of the committee and onto the floor 
for a vote. Our big stumbling block still 
is the House Ways and Means Commit- 
tee.” 

Mr. Forand added, however, that his 
organization was mobilizing citizens to 
write their Congressional representatives 
to help get the measure out of the com- 
mittee. 


Lincoln Casualty Receives 


Nebraska A. & H. Certificate 


Lincoln Casualty, Lincoln, Neb. has 
received a certificate of authority from 
the Nebraska Insurance Department to 
engage in health and accident insurance 
business. Policyholders previously had 
approved conversion of the company 
from an assessment insurance company 
to a legal reserve stock company. 

The Lincoln Casualty, organized in 
1938, has filed amended articles of in- 
corporation with the state authorizing 
capital stock of $1,000,000. 


Tidewater Oil Co.’s Credit 


Card Insurance Program 
Goes Into Effect in West 


Tidewater Oil Co. last week inaugurated 
a credit card insurance program in its 
Western Division. 

The program provides travel accident 
insurance as a customer credit service 
through local insurance agents and bro- 
kers in conformance with standards 
established by the International Asso- 
ciation of Health Underwriters, accord- 
ing to K. D. Robertson, Tidewater’s 
acting Western Division marketing man- 
ager. 

“The IAHU recently approved of the 
use of credit cards as a useful insurance 
mechanism and noted that credit cards 
perform a public service when their use 
is confined to a collection function and 
any insurance agent is permitted to 
write coverage. 

Tidewater coverage is offered by Bene- 
ficial Standard Life of Los Angeles, 
Calif., and features a $10,000 accidental 
death or dismemberment benefit (which 
becomes a double indemnity of $20,000 
should the accident occur on a week- 
end or holiday), and living benefits to 
$1,000 for medical expenses resulting 
from the accident. 

Premium is $2.25 per month. Mr. Rob- 
ertson said the insurance covers the 
insured in every type of travel con- 
veyance, including driving and riding in 
autos and rental cars, trains, ships, 
private yachts, in addition to scheduled 
and non-scheduled flights of commercial 
airliners. 

Under the new program, any independ- 
ent insurance agent or broker may 
forward the premium and the Tidewater 
application directly to Beneficial Stand- 
ard. For this, he will receive his regular 
commission on the premium. Tidewater’s 
Western Division has 4,000 retail outlets 
in six West Coast states and Hawaii. 
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Rietz Gives Two-Point Plan to Meet JFK Health Care Challenge 


The president of the Health Insurance 
Association of America last week put be- 
fore the health insurance business a two- 
point program to meet the challenge pre- 
sented by the Administration’s proposal 
of health care for the aged through so- 
cial security. 

In concluding his keynote address at 
the HIAA’s Individual Insurance Forum 
in Philadelphia, H. Lewis Rietz, executive 
vice president of Great Southern Life, 
said: 

“The challenge is before you today. 
We must understand and believe in the 
adequacy and soundness of the means 
now available to finance the cost of 
health care for every segment of our 
population and we must sell this belief 
broadly and with conviction. 

“Second, we must vigorously seek more 
economic and more effective means to 
provide and finance health care within 
our present voluntary system.’ 

Mr. Rietz told the audience of more 
than 400 insurance executives at the 
opening session of the three-day forum, 
“Our recent progress has been substan- 
tial and for this you are to be com- 
mended. ‘But with continuing effort, sin- 
cerity of purpose and unselfish dedication 
to our respective obligations, we should 
find the key to open many doors for 
further improvements.” 


A Fictional Allegation 


The allegation that the majority of the 
aged cannot afford health insurance is 


contrary to fact, said Mr. Rietz. He 
added | ; / 
“This contention disregards the fact 


that over 50% are now covered and fails 
to recognize either the potential inherent 
in group insurance or the rapid strides 
we have made in developing and mer- 
chandising coverages for our present 
aged, as well as coverages at younger 
ages that will continue for life. 
“Furthermore, it overlooks the im- 
proving situation of our aged with re- 
spect to income and resources. Contribu- 
uting factors to such continuing improve- 
ment are the rapid growth of private 
pension plans, the increasing benefits 
from OASDI and their improving liquid 


asset position. These are continuing 
forces that will materially strengthen the 
position of our future aged to meet their 
health care needs.” 

Mr. Rietz looks for “continued rapid 
expansion” of health insurance among 
the aged. “We believe,” he declared, 
“that present trends will result in at least 
68% of our senior citizens having such 
protection by 1969, and the percentage 
could easily reach 75%,” he said. 

Examining cost aspects of the Admin- 
istration-sponsored King-Anderson bills, 
Mr. Rietz declared: “Although the Ad- 
ministration in February estimated King- 
Anderson costs at $1 billion during the 
early years with an eventual cost of $114 
billion, by July they revised their enti 
mates to contemplate an eventual cost 


of $2% billion. Yet the actuary of the 
Social Security Administration hedged 
this estimate in many ways. Their 


‘level premium cost’ figure of .66 of 1% 
of a $5,000 taxable earnings base is less 
than 40% of the level premium cost esti- 
mated from susbtantial claim experience 
data of insurance company, Blue Cross 
and ‘Blue Shield plans. 

“No doubt revenue sufficient to finance 
these benefit payments would be provided 
—burdensome and unnecessary payroll 
tax increases. And these high costs 
would go even higher with benefit lib- 
eralizations which we are convinced 
would take place once such a plan were 
established.” 


Statistics Misleading 


Mr. Rietz said advocates of federal 
medical care for the aged use as tools 
“emotional appeals and mathematically 
correct but misleading statistics.” 

“Thus, they cite the fact that 60% of 
the aged 65 and over have cash incomes 
of less than $1,000,” said Mr. Rietz. “The 
census data on which this is based shows 
that 74% of these individuals are women 
and that 77% of all women 65 and over 
had incomes of less than $1,000. 

“But the fact is that 60% of all women 
—my wife and I’m sure most of your 
wives—had money incomes of less than 
$1,000. But the January 1961 Census 


Reports reveal the median income where 





Cummings Tells How to 
Block “Four Hazards” 


MINN. MUTUAL HEAD HAS PLAN 


Life’s Major Worries Can Be Met With 
Life Insurance Contractual Invest- 
ment, He Asserts 


“Man is born to live with four life- 
long worries or hazards,” Harold J. 
Cummings, president Minnesota Mutual 
Life, last week told the 17th annual 
Health Insurance Association of Amer- 
ica’s Individual Insurance Forum in 
Philadelphia. Mr. Cummings described 
these worries as follows: 

Any day 
money for 
portunities. 

Three out of 


man may need 
emergencies or 


ready 
for op- 


every ten will meet 


prolonged loss of earning capacity 
before 65. 
Five out of ten will need a life- 


long income at retirement. 
The other five will need 
for family because of death. 
Before giving his talk, “The Right to 
Live Today,” Mr. Cummings passed out 
a booklet with the same title edited by 
him. In developing his thesis he con- 
tinually referred to the booklet and 
asked his audience to do the same. 


Hazards Are Real and Measurable 
The speaker stressed that these four 
hazards were real and measurable age by 


age. “Only the life insurance contract- 
ual investment can block out these four 


income 





HAROLD J. CUMMINGS 
The Right to Live Today 


hazards—all four at one time,” he as- 


serted. 

He said further that the life insurance 
contractual investment knocks out three 
of the four without added cost and pro- 
vides the fourth—retirement income for 
life—at 50 cents on the dollar, compared 
to any other method of savings or in- 
vestment. 

“Yet the 50 cents with which the life 
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H. LEWIS RIETZ 
Emotional Appeal, a Tool 


the head of the family was 65 and over 
and working was in excess of $5,300, and 
for such urban families, whether the f fam- 
ily head was working or not, the median 


income was over $3,300. 
“Using a new and 5 mpeg test of 
‘equivalent income,’ the New York De- 


partment of Labor finds a median equiv- 
alent income for all families, whose head 
is 65 to 69, of over $7,000. Hardly a pic- 


ture of destitution since their median 
equivalent income ts all families where 
the family head is 40-44 is only about 


$4,600.” 
Defeat Did Not Change Objective 


Mr. Rietz reminded his audience that 
the Welfare State advocates met defeat 
in their efforts to establish a compre- 
hensive system of compulsory health 
insurance with the defeat of the Wagner- 
Murray-Dingell bills over ten years ago. 





insurance contractual investment knocks 
out all four hazards at one time, earns 
a rate of compound interest, or ‘capital 
gains which it would be difficult to dup- 
licate on the same savings in any 
way,” he brought out. 

“So, the other 50 cents—which must 
be saved any other way—is available to 
be spent or saved, at will. Other methods 
of saving or investment not only require 


other 


the whole dollar—they also leave the 
other three hazards to chance.” Mr. 
Cummings continued: 

“If the whole dollar—needed any 
other way—is all invested in the life 


insurance contractual investment, the 
principal which could then be left to 
heirs becomes quite comparable; or the 
retirement income can be about two and 
a half times as great. 

“If all incidents of ownership in the 
life insurance contractual investment are 
vested in the beneficiary, the entire prin- 
cipal—a_ lifetime of earning capacity 
capitalized—can escape estate taxes, or 
be used at 100 cents on the dollar to 
meet the estate taxes on other property 
—so conserve what may have been ac- 
cumulated by other means.” 

Hazards involved in providing retire- 
ment income any other way—disregard- 
ing need of ready money, loss of earn- 
ing capacity or death— “are staggering,” 
he said. 

Assured of Ready Money 

But with life insurance, the policy- 
holder is assured of ready money in spe- 
cific amounts and at specific times for 
any emergency or for any opportunity, 
Mr. Cummings reiterated. 

“He also is assured that his savings 


“This defeat did not change their objec- 
tive,” he emphasized, “it only altered 
their course to one of accomplishing their 
objective in small steps. 

“The Forand bill—limited to the aged 
and with limitations as to benefits—was 
voted down in the House Ways and 
Means Committee. The present King 
Anderson bills omit substantially all med- 
ical care services, limiting benefits large- 
ly to hospital and nursing care services. 
Only the naive believe benefits would 
long remain so limited once the prin- 
ciple of broad Federal responsibility was 
established through enactment of such 
limited legislation. Certainly the advo- 
cates of such legislation do not believe 


King-Anderson benefits would be the 
end.” 
Mr. Rietz cited a quote attributed to 


ex-Congressman ‘Forand which appeared 
in the Chicago Daily News of January 
13, 1961. “If we can only break through 
and get our foot inside the door, we can 
expand the program after ‘that,’ Mr 
Forand had said. 

“Walter Reuther, in his testimony be- 
fore the House Ways and ‘Means Com- 
mittee in support of the Forand bill, 
said, ‘It is no secret that the UAW is 
officially on record as backing a program 
of national health insurance, but even if 
we were against national health insur- 
ance, we would favor passage of the 
Forand bill.’” Concluded Mr. Rietz: 

“The December (1, 1960, edition of the 

socialist paper ‘New America’ featured 
the statement that, ‘Once the Forand 
bill is passed, this nation will be provided 
with a mechanism for socialized medicine 
capable of indefinite expansion in every 
direction until it includes the entire pop- 
ulation.” There are many others. 
“I think the record of regular expan- 
sion and liberalization of our Social 
Security Act should be sufficient evidence 
that once the principle of health care 
through social security is established for 
any segment of our population, the pro- 
gram will be subject to politic al pressures 
which will ultimately result in a compre- 
hensive system of socialized medicine for 
the entire population.” 


Ins. Forum Told About the 


Progress of Connecticut 65 


William N. Seery, executive committee 
chairman, of the newly-formed Associated 
Connecticut Health Insurance Compa- 
nies, told the forum that the association 
was “a major break through in voluntary 
insurance, 

Connecticut 65, 
health insurance 
underwritten by 





an extended form of 
for senior citizens, is 
32 Connecticut health 
insurance companies, Mr. Seery stated. 
Born a year ago, the association is com- 
pletely voluntary. There are four op- 
tional plans. 

Mr. Seery revealed that during Sep- 
tember over 21,000 (21,850) residents of 
Conneticut age 65 and over and their 
spouses 55 and over enrolled in the 
program of major medical insurance 
which pays benefits of as much as $10,000 
for almost all forms of health care, in or 
out of the hospital. 





program will be maintained for him dur- 
ing a period of prolonged total disability, 
and capitalization of hhis future earnings 
potential for his family is assured in 
event of death before retirement. 


“Finally he is assured a life-long re- 
tinement income in any amount desired, 
and at 50 cents on the dollar compared 
to any other savings vehicle,” said Mr. 
Cummings, “so, the life insurance con- 
tractual investment releases the other 
50 cents to save or to spend, and so 
make him a present of the right to live 
today!” 
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OFFER 300,000 COMMON SHARES 


Combined of America Stock for Sale at 
$57 Per Share; Purpose is to 
Broaden the Market 
Public offering of 300,000 shares of com- 
mon stock of Combined Insurance Com- 
pany of America, Chicago, was made 
recently by an underwriting group headed 
by Smith, Barney & Co. Inc. The stock 

was priced at $57 per share. 

The offering does not represent new 
financing by the company. The shares 
are already outstanding and have been 
acquired by the underwriting group from 
a number of shareholders who after the 
sale will own 1,143,490 shares of the 3,- 
(00,000 shares outstanding. 


Principal purposes of the sale of the 
shares are to broaden the market for 
the common shares of the company and 
to provide diversification of the selling 
shareholders’ investments. 

Combined of America and its subsi- 
diaries are engaged in the business of 
providing accident and health insurance 
to individuals throughout the United 
States, the District of Columbia, Puerto 
Rico and Guam, and in Canada and 
Australia. 

In the year ended Dec. 31, 1960 net 
premiums written totaled $42,934,513 and 
net income was $4,380,390 

The Underwriting 
among others, the f 
Co., Inc.; Eastman Dillon, 
urities & Co.; Glore, Forgan & Co.; 
Goldman, Sachs & Co.; Lehman Broth- 
ers; Stone & Webster Securities Corp.; 


group 
following: 


includes, 
Blyth & 
Union Sec- 


White, Weld & Co. Inc.; Shelby Cullom 
Davis & Co.; Hayden, Stone & Co.; 
Hemphill, Noyes & Co. and Reynolds 
& Co. 


Clark Elected Vice Pres. 
Of Southwestern Indemnity 


The election of Howard B. Clark as 
vice president of Southwestern Indem- 
nity, of Dallas, the wholly-owned sub- 
sidiary of Preferred Insurance Co. of 
Grand Rapids, Mich., is announced by 
L. H. Sanford, president of Preferred. 

Mr. Clark joined Preferred in April 
as general attorney and later was pro- 
moted to legal secretary and assistant 
vice president of the company, in charge 
of the claims and legal departments. He 
w.ll continue in charge of the claims de- 
partments of both Preferred and South- 
western as well as general attorney. 
From 1953 and until joining Preferred, 
Mr. Clark was executive officer of com- 
panies making up the American Liberty 
Group at Birmingham, Alabama. 


ALLSTATE APPOINTS JOHNSON 


Allstate Comps inies announce six ex- 
ecutive appointments including H. Dan 
Johnson, zone sales supervisor—life, ac- 
cident and sickness, Midwest zone office, 
Skokie, Ill. Others are: Clarence Okma, 
assistant casualty underwriting director, 
home office, Skokie; James R. Phillips, 
accounting division manager, Pittsburgh, 
regional office; James P. Speer, assistant 
claim manager, Santa Ana, Calif., re- 
gional office; Robert L. Glodowski, field 
sales manager, Indianapolis regional of- 
fice, and John P. O’Connell, policy serv- 
ices division manager, Long Island, 
N. Y., regional office. 


Name Fitch in White Plains 


Allstate Companies announce six exec- 
utive appointments including Albert A. 
Oster, executive information manager- 
sales, home office, Skokie, Ill. Others 
are: Frank L. Fitch, zone underwriting 
supervisor—life, accident and_ sickness, 
Eastern zone office, White Plains, N. Y.; 
Robert R. Johnson, assistant underwrit- 
ing manager, Dallas, Tex., Regional Of- 
fice; Armand E. Silvestri, operating divi- 
sion manager, New England regional of- 


fice, West Hartford, Conn.; Russell A. 
Duncan, operating division manager, 
Sacramento, Calif., regional office; and 


C,. Richard Miller, district sales man- 
ager, Seattle, regional office. 


American Risk & Insurance Assn. to Vote for Officers 


Ballots have been sent to all active 
members of the American Risk & In- 
surance Association (formerly the Amer- 
ican Association of University Teachers 
of Insurance) for the election of officers. 
Results of the election will be announced 
at the annual meeting between Christmas 
and New Years in New York. 

The offices of president, first vice pres- 
ident, secretary-treasurer, and associate 
member on the executive committee are 
uncontested. Nominees are Dr. John 
Bickley, University of Texas, president; 
Dr. Kenneth W. Herrick, Texas Chris- 


A FACT 


* If you’re aiming for sound, profitable agency 
growth, we want to talk to you. 


We want to show you how all the desirable . 
results you’re seeking can be yours represent-- 
ing a prospering company in the Combined 
Group. And that’s no empty promise. We're 
talking about considerably more agency 
income, an expanded, fully trained and 
productive sales force, more community 
stature and recognition for your agency and 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


WELL KNOWN TO MOST 


tian University, first vice president; Dr. 
Joseph Trosper, Southern Methodist 


University, secretary-treasurer, and Dr. 
Robert Rennie, Nationwide Insurance 
Companies, Columbus, Ohio, associate 


member on executive committee. 
Contested offices are second vice pres- 
ident, Dr. Kenneth Black, Jr., Georgia 
State College, and Dr. David A. Ivry, 
University of Connecticut. For active 
member on the executive committee, 
nominees are Dr. John Long, Indiana 
University; and Dr. Arthur Mason, Jr., 
Washington University of St. Louis. 


You Can 
Stay Small 
or Grow Tall 


Providence Washington 


Buys Texas Cos. for Cash 


Roy E. Carr, president, has announced 
that Providence Washington has pur- 
chased for cash all of the stock of West- 
ern Alliance Insurance Co. and Texas 
Casualty Insurance Co. John W. Wash- 
ington will continue as president of the 
two Texas companies and will, in addi- 
tion, be in charge of the Texas business 


of the Providence Washington. 


GENERAL AGENTS 





its’ principals. Isn’t that what you want? 


We have the best Accident and Health 
merchandise, because AGH is our business 
—our only business. And we have the proven 
formula to sell it in profitable volume. Find 
out how tall we can help you grow—by 
dropping a line today, on your letterhead to: 
Disability Division, Combined Insurance 
Company of America, 5050 Broadway, 
Chicago 40, Illinois. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
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PORTRAIT OF SUCCESS 





has 





IN TUNE 
WITH NEEDS 


Whatever the occupa- 
tion—executive, clerk, 
craftsman, cook—In- 
ter-Ocean has coverage 
that fits the need. For 
more than fifty years, 
this progressive policy 
of continually increas- 
ing sales opportunities 
for Inter-Ocean agents 
spelled success. 
Write for information. 


Today’s Health Ins. Covers More 


ance in this country. 





end of 1960 almost 


ent plans. 


cently the “major 








Inter-Ocean 


INSURANCE COMPANY 
Cincinnati 6, Ohio 


A generation ago, 
pointed out, health insurance was de- 
signed to offer protection against 
costs of hospital care. This is still the 
most popular type of coverage. By the 


cans, or 73.4% of the population, were 
covered for hospital expenses under Blue 
Cross, insurance companies, or independ- 


Although late starters in the health in- 
surance field, other types of coverage— 
surgical, regular medical, and most re- 


have begun to catch up with hospital in- 
surance in terms of people enrolled. 
The Foundation reported, for example, 
that by 1960 more than 121 million per- 
sons were covered by surgical insurance 





pany. 





COMBINED’S DEC. DIVIDEND 

Combined of America (Chicago) has 
declared its regular fourth quarter cash 
dividend of 10 cents per share, payable 
December 15 to shareholders of record 
December 1. This is the 40th consecu- 
tive quarterly dividend paid by the com- 








Introducin g 


THE NEW and TimeLy V.I.P.” 


This new high limit Accidental Death and Dismemberment 
policy is underwritten by the Home Fire & Marine Insurance 
Company, one of “The Fund Insurance Companies.” 


IT’S NEW — BECAUSE 


2 
3. 
‘ 


YOU 


. YOU 


YOU 


CAN SELL up to a maximum of $200,000 per risk. 
CAN SELL both men and women. 
CAN SELL a three-year premium at 2.7% of annual premium. 
CAN ADD THE FOLLOWING OPTIONAL COVERAGES: 


Weekly indemnity up to $500 for total disability—payable 
for up to 26 weeks. 


Long term weekly indemnity—after 26 weeks, it pays '/2 of 1% 
of the Principal Sum, or $500 per week, whichever is less, 


until the Principal Sum is exhausted. 


. You can add medical expense payments for accident up to 
a limit of $5,000—with or without deductibles of $25—$50— 


or $100. 
AND IN ADDITION 


CAN PROVIDE an ownership endorsement to remove pro- 


ceeds of the policy from Estate Taxes. 


. YOU CAN SELL this policy with Accidental Death «Only. 
. AVAILABLE to eligible risks up to age 69. 


CALL US at YU 6-0230 for Specimen Policy, Rates and Brochures. 


R. J. KEANE, INC. 


* VITALLY IMPORTAN 


110 East 42nd Street 
New York 17, N. Y. 


Ask For Al Nassau or Bob Keane 
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People, More Services, HIF Reports 


Virtually unknown 
only a generation ago, voluntary health 
insurance has grown into a “highly com- 
plex structure covering 
quarters of the U. S. population.” More- 
over, Health Information Foundation re- 
ported recently, the range of hospital and 
medical services covered 
insurance now is far broader than was 
true up to a few years ago. 

In the November issue of “Progress 
in Health Services,” its monthly statisti- 
cal bulletin, the Foundation traces the 
growth of various types of health insur- 


and 87.5 million were enrolled under 
regular medical policies. 


Major Medical Growth—“Little Short of 
Phenomenal” 


Another type of insurance, major med- 
ical, covered too few persons to warrant 
listing even as late as 1950. But its 
growth during the 1950s, according to the 
Foundation, was “little short of phe- 
nomenal, and it covered just under 27.5 
million—15.3% of the civilian population 
—at the end of 1960.” 

The importance of covering a broad 
range of health services under voluntary 
health insurance was emphasized by 
George Bugbee, Foundation president. 

“Families with heavy medical expendi- 
tures,” he pointed out, “usually require 
not only hospital and surgical care but 
also physicians’ home and office visits, 
drugs, and dental care. When several 
episodes of major illness strike one 
family in a single year, protection is 
needed against the whole range of medi- 
cal services—and the best way for most 
families to get such protection is thnough 
broad-coverage voluntary health insur- 
ance.” 


Frank Steger Promoted 


Frank Steger of Columbus has been 
named sales superintendent for Group 
operations of Nationwide Insurance of 
Columbus. He will head seven sales divi- 
sions in the regular Group, association- 
membership and consumer finance fields. 

Walter T. Bradley, director of group 
sales, said this move was designed to 
provide improved product development 
and marketing of Group lines to the com- 
pany’s agents and insurance brokers. 
Nationwide has more than 50 group 
specialists throughout its operating ter- 
ritory. Its latest group offices were 
opened recently in California and Oregon. 

Mr. Steger joined Nationwide in 1947 
as an agent, was promoted to district 
sales manager in 1949, and was named to 
group sales management staff in 1954. 


Bankers’ New Plan 


(Continued from Page 23) 


extended limits rider boosts coverage 
to a maximum of $5,000. 

There is a 75-25% co-insurance feature 
on the $5,000 extra coverage. Following 
is an illustration of how the program 
works: 


Total cost of illness $6,780 
Covered under basic hospital- 
surgical plan $1,780 


What policyholder would have 
to pay out-of-pocket if un- 
protected by extended bene- 


fit rider $5,000 
Benefit paid by extended 

benefit rider $3,750 
Out-of-pocket expense to pol- 

icyholder $1,250 


Most families could raise $1,250 in time 
of dire emergency, Mr. MacArthur 
pointed out. But few could come up with 
$5,000 cash. He added: 

“Statisticians tell us most families are 
within 90 days of bankruptcy if income 
is cut off. For a man in the $5,000 in- 
come bracket, to use up $5,000 of his 
savings, providing he could reaccrue 
them at a savings rate of 5% of salary 
per year, would mean a setback of 20 
years in his savings program.” 

Under the terms of Bankers new 
program, each member of the family is 
eligible for the $5,000 maximum for each 
sickness or accident. A similar rider is 
available to extend benefits on the Bank- 
ers medical expense and miscellaneous 
benefits policy. Maximum of this ad- 
ditional protection is $2,500. The com- 
pany pays 75% and the individual 25% 
over what is paid for and covered in 
the original policy. 


Leon Anish to be Honored 
At Israel Bond Dinner 


Leon Anish, vice president of Public 
Service Mutual Insurance Co., will b: 
honored at an industry-wide testimonia! 
dinner at the Delmonico Hotel, Man 
hattan on Tuesday, November 21, for hi 
“outstanding efforts to mobilize Israe! 
Bond investment capital for the economic 
development of the young democracy.” 
Norman Lustig, chairman of the insur 
ance division of State of Israel Bonds, 
made the announcement. 

Mr. Lustig, president of the Consoli- 
dated Mutual, reported that the insur 
ance division has set a goal of $200,000 
in Israel Bond sales as a tribute to Mr. 
Anish, and in celebration of the thir- 
teenth, or Bar Mitzvah, anniversary of 
the State of Israel. 

Serving as honorary chairmen of 
the testimonial committee are Harry 
Strongin, chairman of the board of Con- 
solidated Mutual Insurance; John J. 
3erger, general manager of the Greater 
New York Mutual Insurance Co.; Abra- 
ham J. Gurevich, president of Security 
Mutual Insurance Co. Julius Beldner 
of Greater New York Mutual Insurance 
Co, is committee treasurer. 

John Stanley Grauel, a member of the 
heroic crew of the famed refugee ship 
“Ll wid 4 
Exodus, 1947” will be the guest speaker. 


Central National of Omaha 
Appoints Knox, Two Others 


Three new appointments have been an- 
nounced by Central National Group of 
Omaha, Neb. All are new positions, ac- 
cording to Clarence L. Landen, Jr., pres- 
ident of Central National, and represent 
expansion of the company’s activities. 

Richard E. Knox, has been appointed 
director of agencies. After graduation 
from South Dakota State College with a 
Bachelor of Science Degree in Econom- 
ics, and service in the Navy, Mr. Knox 
worked in South Dakota and in Iowa 
as an underwriter and state agent for 
St. Paul Fire and Marine Insurance 
Companies. More recently he has been 
district sales manager in the Green Bay, 
Wisc., area for the Mutual Service Insur- 
ance Cos. of St. Paul. 

Colin D. Chisholm, has been named 
Nebraska sales representative. He served 
for three years as a rating inspector for 
the Nebraska Inspection Bureau, and 
since 1953 has worked as a field repre- 
sentative in Nebraska and Iowa for both 
stock and mutual companies on a mul- 
tiple-line basis. 

K. Mark Pedersen has been named 
lowa sales representative, and will con- 
tinue to make his home in Grinnell, Iowa. 
Mr. Pedersen is a graduate of Grinnell 
College, and has been associated with 
his father in the insurance and real estate 
fields in Grinnell since 1955, and prior to 
that time was with the Armstrong Cork 


Co. as a district salesman for three 
years. 


Name Peter Thorsell Agcy. 


United States Life has appointed The 
Peter Thorsell Agency as general agent 
in Wethersfield, Conn., it was announced 
by Kenneth J. Ludwig, CLU, eastern 
region superintendent of agencies. 

Mr. Thorsell entered the life insur- 
ance business in 1952 as ‘agency service 
representative for The Travelers, sub- 
sequently becoming a personal producer 
with a Hartford Agency. In 1959, he 
formed his own agency to serve the 
Greater Hartford Area with a complete 
estate, business and Group planning 
service. 

Mr. Thorsell is a graduate of Boston 
University, where he received his B.S. 
in Business Administration, majoring in 
insurance. He has since completed a 
number of insurance and estate planning 
seminars. 
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“Swing” Votes May Beat 
King Bill, Says Hawkins 


CITES THE CONSERVATIVE TREND 


But HIAA’s Washington Counsel Warns 
That Insurance Men “Must Get 
The Job Done” 


Every member of the health insurance 
community must make known to U. 
Senators and Representatives his views 

government-administered health care 

r the aged if that issue is to be defeated 

Congress in 1962, Paul M. Hawkins, 
Washington counsel of the Health In- 
surance Association of America, told an 
sudience at the opening session of the 
association’s 1961 Individual Insurance 
Forum. Stated Mr. Hawkins: 

“In the Second Session of the 87th 
Congress a decision will be made. Will 
this country continue its progressive ap- 
proach toward better health care through 
free and unfettered medicine and health 
insurance, or will we be burdened with 
a regressive system of Federalized medi- 
cine and health insurance? It is upon 
that question that the decision will be 
made. 

“Of couse, such an issue will never be 
dead. But if defeated at a time when 
the so-called ‘liberal’ forces control the 
Executive and Legislative branches of 
our Government, it can be dealt a near 
fatal blow.” 

All of the arguments both for and 
against the voluntary approach to health 
care and its financing have been made, 
Mr. Hawkins said. He cautioned that if 
proponents of the voluntary system 
merely talk about what is being done 
they “will not get the job done.” He then 
added: “This is not a job you can turn 
over to the legal department, the public 
relations department, the group depart- 
ment, or the staff of the HIAA. 

“1962 is an election year. Every Con- 
gressman and Senator has his political 
antenna up. The loudest and strongest 
sound waves which reach him through 
that antenna on what the people think 
on national issues will in great part 
govern his decisions in the next session 
of Congress. Each of you, everyone in 
the health insurance business, must make 
his views known loud and clear to his 
Senators and members of Congress.’ 


Must Speak Out at Local Level 


Sut even that action is not enough, 
the speaker emphasized. It is necessary, 
he said, for every representative of the 
health insurance business to speak out 
at the local level—‘tin civic groups, in 
church groups, in professional groups” 
—and even at informal gatherings, ex- 
pressing his convictions and urging those 
who agree to make their views known 
to their members of Congress. 

He pointed out that: 

“No further hearings are necessary 
before the Ways and Means Committee 
may act on the Anderson-King bill’ 
which contains the Administration pro- 
posal to tie health care for the aged to 
social security. 

“The Senate will continue to be domi- 
nated by a ‘liberal’ majority, practically 
assuring passage of any ‘Federalizing’ 
measure once it passed the House.” 

_ Though these facts are not encourag- 
ing to conservatives, he observed, the 
Administration is confronted by weak- 
nesses as well as strengths in pursuing 
its legislative course. He listed such 
major weaknesses as: A “serious leader- 
ship problem” in the House of Repre- 
sentatives resulting from the loss of 
Speaker Rayburn; the gradual drifting 
away of some Administration support 
in Congress, with the conservative core 
attracting more and more “swing” votes; 


and the reduced effect of patronage as 
a means of influencing Congressional 
votes because the cream of the Adminis- 
tration patronage was dispensed during 


1961 





Panel Members Agree 





‘Continuance of Coverage’ Has Brought Good Results 


Members of a panel discussing “Continuance of Coverage” 
Individual Insurance Forum, held last week at the Sheraton Hotel, 


at the Health 


good results with guaranteed health insurance policies, 
The Panel was moderated by D. B. Alport, vice chairman of HIAA’s individual insurance committee, and vice pres- 


ident—underwriting of Business Men’s Assurance Co. of America, 


Kansas City. 


rector—health insurance department, Farmers and Traders Life, Syracuse, N. Y.; 


Insurance Co., Cincinnati; 


Yuerhs: Difficult to Renew All Policies 


Mr. Yuerhs said it would be difficult 
for any company to renew all of its pol- 
icies because action is required “in cases 
involving misrepresentation or fraud.” 
He revealed that his company sells both 
optional renewable policies and policies 
guaranteed renewable for life, adding: 

“Persistency appears to be about the 
same on both types of coverages. We 
accept this to mean that the insured is 
accepting a renewal guarantee as insur- 
ance for peace of mind, and is not neces- 
sarily planning to use it adversely against 
the company.” 

He brought out that his company rec- 
ommended that any company, small or 
large, provide lifetime guaranteed re- 
newable coverages. 

“The objective,” said Mr. Yuerhs 
“should be to protect the insured from 
losing his insurance when he needs it 
most—when his own health is impaired; 
and this security should be available to 
him at a variable, level, premium rate.” 

On the potential for duplication of 
coverage, he declared: “We feel it is apt 
to be a serious problem but we have 
experienced no real problems on it to 
date. We are relying upon underwriting 
standard of selection to eliminate dupli- 
cation at time of issue, and since the 
gross premium rate for guaranteed re- 
newable coverages is 35 to 40% higher 
than the optional renewable rate for 
comparable benefits, we believe this cost 
difference will act to discourage the pur- 
chase of excessive benefits for speculative 
purposes. 


FOR NATIONAL 


and G. T. Delahunty, vice president, All 


COVERAGE 


Alpaugh Found it was a New Coverage 


Mr. Alpaugh said he surveyed 33 in- 
surance companies which write lifetime 
guaranteed renewable health policies to 
persons 65 and older, and found that in 
most instances, it was a new coverage. 
He said nine companies replied that they 
had been issuing the coverage for more 
than two years, and the other companies 
started issuing it in the last two years. 

Stating that his company’s attitude 
toward guaranteed renewable policies was 
the same as toward progress generally, 
Mr. Alpaugh asserted: 

“We are happy that progress is in- 
evitable, and in ten years or less, it is 
our conviction 95% of the health insur- 
ance written in the United States will be 
on a guaranteed renewable basis, whether 
it be written on senior citizens or junior 
citizens.” He said further: 

“For seven years we have had a pro- 
gram whereby we do not cancel our 
commercial policies for health reasons 
alone. With the cooperation of our field 
force, we continue risks on a non-com- 
mission-deductible basis. Now we have 
been issuing commercial type hospital 
coverage to our senior citizens for more 
than ten years, which means our com- 
mercial policies were being sold at com- 
mercial rates, but actually getting a large 
part of the benefit of guaranteed renew- 
ability. 

“After putting two and two together, 
it would have taken a blind man not to 
see that we would be far better off all the 
way around if we would include the guar- 
anteed renewable feature in the policy 


We're ev 


In South Dakota—in any of the other 49 states—National 


Casualty policies are available to give you the finest 


in Disability Income, 


for the Individual, 


Hospital and Surgical coverages 


Family, Franchise or Group case. 


Policies that protect you anywhere in the world! 


WV lelel-Tas Mel iiclachiticicle MECCA TZclLCMEclileMmP I sliielilelelae, 


Coverages Available! 


NATIONAL CASUALTY COMPANY 


Risk 


DETROIT 26, 
MICHIGAN 





Insurance Association of 
Philadelphia, reported that their companies had experienced 


Panel members were: O. C. 
_W. G. 
American Life & Casualty, 


SEE NATIONAL 


America’s 1961 


Yuerhs, di- 
Alpaugh, Jr., president, Inter-Ocean 
= Park Ridge, Ill 
contract and charge a reasonable pre- 
mium for this extra benefit.” 


Delahunty: “Good-will” has Resulted 


Mr. Delahunty said most of his com- 
pany health insurance forms do not per- 
mit the company to non-renew a policy 
“unless all like policies in the same state 
are similarly non- renewable.” 

He believes his company’s philosophy 
of continuing the coverage of policy- 
holders whose health has deteriorated 
“has resulted in tremendous good-will, 
and a spirit of enthusiasm by our agency 
staff, which is difficult to measure 

Mr. Delahunty emphasized it was too 
early to say whether the practice of con- 
tinuing “with deteriorating risks is ex- 
cessively expensive.” He added, “how- 
ever, from preliminary results, we believe 
it will be feasible to follow this philosophy 
indefinitely.” He said further: 

“We believe that our premiums for 
health and hospital coverage, which we 
propose are adequate even if we continue 
to renew deteriorated risks. However, 
there is a provision for an adjustment in 
premium should unexpectedly high loss 
ratio make such action necessary. Any 
such adjustment in premium would be 
applicable to all holders of each par- 
ticular policy form. 

“There are few life 
panies today which do not have health 
insurance operations. Probably the phe- 
nomenal rise in national income has much 
to do with the demand for better health 
insurance coverage, and our salesmen 
are better able to sell it, because of 
increased ability to pay.” 


insurance com- 


CASUALTY 
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Griffith Foundation for . Insurance 
Education 
banquet ¢ 


The “Hall f Grif- 
fith Foundation for Insurance Education 
will be held March 8, 1962, in 
annual 


Fame” 


conjunction 
conference 
Columbus, O. 


with the insurance 
at Ohio State University, 
It is 


seminar for 


also announced that a three-day 
middle 
ment will be sponsored at Ohio State 
University in September, 1962. Dr. J. D. 
Hammond, 


insurance manage- 


assistant professor of eco- 
nomics and associate executive secretary 
of the 


rector. 


Foundation, will be seminar di- 
The trustees also approved publication 
Profes- 
Drake Uni- 
Crane 
Lincoln Fellowship 


of the dissertation of Assistant 


sor Frederick G. Crane of 
versity. It was written while Dr. 
held the Murray D. 
at Ohio State University and is entitled, 
Control 


Automobile Insurance.” 


“Public Price Competition in 


* * * 


Continuous Self-Development Goes 
With CPCU Designation 

The commodity in 
surance industry today is effective man- 
agers, Adam, Jr., CPCU, to 
the new CPCU designees from the Hart- 
conferment 
Chartered 
Property Casualty Underwriters. Mr. 
Adam, president of the Worcester Mu- 
tual Fire, urged the group to participate 


scarcest the in- 


said John 


ford area at the regional 


luncheon of the Society of 


in their local CPCU Society activities as 
He 


given 


a means toward self-improvement. 
CPCU 
evidence of certain technical competence. 
identified person 
must maintain his technical competence 
This can only 

effort. Your 
designation means that you have 
the continuous 
self-development.” 


said, “As a you have 


But a_ professionally 


at an advanced level. 


be done by determined 
CPCU 
assumed obligation of 
Pursuing the subject of the scarcity of 


Mr. Adam defined a 
who gets work done 


effective managers, 


manager as “one 


through people. To the extent that a 
manager does the work himself, rather 
than through others, he is not a man- 
ager.” 


“Suppose that today you were elected, 
as someday you may be, president of 
your local chapter,” Mr. Adam said. 
“How would you carry out your duties? 
I would hope that first you would sit 
down and determine what you wanted 
to do during your term of office. In other 
words, what ~~ your objective? And 
then I would hope that either alone or 
with others you would set out to plan 
how you would carry out this objective. 
And having made your plans you would 














then organize a group of people to carry 
out your plans. 

“Putting together a team or organiza- 
tion would require you to recruit the 
kind of people that you would like to 
have help you carry out your plans. 
Having recruited this team you would 
then help your recruits to plan and 
organize their own sphere of activity. 
Finally, as your plans become imple- 
mented you would check up on the mem- 
bers of your team to see how well they 
were doing and to help them where they 
were falling down.” 

Comparing the management of CPCU 
Chapter affairs with the management of 
a business, Mr. Adam said: “They say in 
business you have the authority to get 
your orders cz arried out whereas in Chap- 
ter affairs this is not so. If any of you 
are under the illusion that management 
gets its orders carried out because of 
authority in an effectively managed busi- 
ness, then I would like to disillusion you.” 

* * * 


Armand Sommer’s Artistic Daughter 


Mrs. Ann Holmes of Westport, Conn., 
the artistic daughter of Armand Som- 
mer, vice president, Continental Casualty, 
has recently enhanced her reputation as 
a sculptor by displaying her newest 
pieces of welded metal statuary at the 
Westport Country Playhouse. Com- 
mented upon favorably by the local news- 
paper, the group included a bird of copper 
braised in bronze and an infant in steel 
braised in bronze. 

Mrs. Holmes started sculpting at the 
age of 14 and has now reached the 
advance stage of welding in bronze. A 
graduate of Sarah Lawrence College, she 
studied at the Art Institute of Chicago. 

* * * 


International Bank Expansion 


The International Bank, a merchant 
bank in Washington, D. C., will expand 
its operations abroad, Maj. Gen. George 


Olmsted, president and chairman, said at 
a lunch meeting of the Financial Ana- 
lysts of Philadelphia, on November 10. 

“We propose to continue to expand 
our interest and activities in Latin 
America, Europe, Africa and the Far 
East, with special emphasis on merchant 
banking, and economic and consumer 
credit development,” he said. 

Speaking also as president of Financial 
General Corporation, General Olmsted 
said: “We are looking forward to the 
development and growth of our present 
related and mutually-supporting hold- 
ings in the United States in insurance, 
banking, and industrials, as well as fur- 
ther acquisitions in these fields. 

He reported that the insurance com- 
panies, banks and other components of 
International Bank and Financial Gen- 
eral Corporation now represent total as- 
sets of over $900 million. 

“We might describe our mission as 
that of a ‘financial department store,’” 
was a comment he made. “It will offer 
to the average individual and to small 
business a complete service to meet any 


financial need at home and abroad.” 

Describing the International Bank as 
“the only merchant bank of its kind 
in this country,” he compared its func- 
tions with those of the historic merchant 
banks of England. “Following their gen- 
eral pattern,” he said, “we feel there is 
a real place for merchant banking in the 
United States, and it is our purpose that 
the International Bank shall be one of 
the successful pioneers.” 

In addition to operating the Interna- 
tional Trust Co. in Liberia, he said, the 
International Bank established Credit 
European, an “American-type consumer 
bank,” in Luxembourg early this year. 
“It is our intention to establish other de- 
velopment banks, placing emphasis on 
the American type of consumer credit,” 
he declared. 

Discussing Financial General Corpora- 
tion, Gen. Olmsted said there are now 
17 banks in its group with total assets 
over $750 million. He said the five com- 
panies in the insurance group have as- 
sets in excess of $100 million, and the 
three divisions of the industrial group 
have assets over $32 million. He added 
that a newer “special situations oper- 
ating group” is active in equipment leas- 
ing, urban renewal and real estate de- 
velopment. 

Gen. Olmsted listed three types of ac- 
tivities “that lie ahead” for International 
Bank: 

“First, we see in International Bank 
the modern type of American financial 
enterprise, solidly based at home, taking 
its know-how abroad into areas and ac- 
tivities where a need exists and where a 
service can be performed. 

“Second, it is in accord with our na- 
tional policy and in our common interest 
to strengthen friendly foreign countries 
by encouraging the development of their 
economies through a competitive free 
enterprise system. 

“Third, the International Bank of 
Washington under the policy direction 
of capable and responsible local manage- 
ment people is a unique orgianization 
working successfully toward this interna- 
tional objective but well diversified with 
successful domestic financial and _ busi- 
ness activities as well.” 

Commenting on the outlook for both 
International Bank and Financial Gen- 
eral Corporation, Gen. Olmsted said: 

“We view our combined operations as 
having attractive growth potential. We 
believe we have financial mobility, com- 
petent management-in-depth, flexibility 
and leverage to move forward in future 
expansion of our domestic holdings. And 
of the greatest importance, we are able 
to be a vital part of the growing trend 
toward American investment and eco- 
nomic development in friendly countries 
abroad.” 


* * * 


New York Auto Accidents 

The New York Chamber of Commerce 
committee on Health and Welfare re- 
ports that in New York State 240,000 
persons were injured in 1960 and more 
than 2,000 were killed in automobile ac- 
cidents. New York State figures for the 
period of five years ending in 1960 re- 
veal 11,000 deaths (of which 3,270 deaths 
were in the metropolis), and more than 
668,000 injuries. The Chamber says: 

“While the principal concern is the 
reduction of fatalities and injuries, the 
annual loss of billions of dollars is also 
an important consideration. Motor ve- 
hicle accidents in 1960 resulted in an 
economic loss for the nation in excess of 
$6.5 billion, including $4.3 billion in wage 
loss, medical expenses and the cost of 
insurance and property damage totaling 
$2.2 billion. The national economic loss 
for the preceding five years was an 
estimated $28.6 billion. In New York 
State, the comparable economic loss for 


1960 was $586,231,400. 


lraffic safety programs are being con- 
ducted by a great number of organiza- 
tions and by agencies of all levels of 
government. These include more than 
sixty national organizations with state 
such as the auto- 


and local branches, 


mobile clubs, insurance groups, profes- 
sional organizations of engineers and 
highway builders, auto industry com- 
mittees, and safety associations. Agen- 
cies of the government include the Presi- 
dent’s Committee for Traffic Safety, the 
Bureau of Public Roads, the Public 
Health Service and a wide assortment 
of state and local agencies across the 
nation. 

“In New York State, the problems of 
traffic safety are of concern to numerous 
departments and agencies which have 
an incidental interest, but the develop- 
ment of programs and legislation is con- 
fined to the agencies dealing specifically 
with motor vehicles and traffic. 

“Through its programs the Council en- 
courages business and industrial com 
panies to conduct traffic safety programs 
for their employes; promotes the forma- 
tion of local safety organizations wher 
none exist, and supports existing ones ; 
supports governmental programs to im- 
prove traffic laws and regulations; stimu 
lates driver education programs; and 
engages in a program of public education 
and information. These efforts com- 
plement the activities of the govern- 
mental agencies, for while street and 
highway traffic programs are primarily 
the responsibility of public officials, the 
citizens’ organizations are essential in 
order to develop favorable public co- 
operation for intelligent solutions to the 
traffic safety problems. 

“The Committee on Health and Wel- 
fare believes that effective solution of 
community problems requires the co- 
operation of leaders of business ‘and in- 
dustry, labor, and other groups of our 
society. Business and industrial leader- 
ship is essential to the organization and 
management of a wide variety of public- 
supported activities. Sims er, the finan- 
cial backing from business. as well as 
from labor and other groups and_ in- 
dividuals, is vital to the continuation of 
these privately-financed public service 
movements. 

“The Committee on Health and Wel- 
fare now urges the business community 
to invest in traffic-accident prevention 
by cooperating with the New York State 
Citizens’ Council on Traffic Safety, and 
with the local citizens’ traffic safety or- 
ganizations dedicated to this purpose. It 


is essential ~~ we bend every effort 
to the task of reducing the human and 


economic Bot resulting from motor 
vehicle accidents, and these citizens’ 
public-service organizations have an es- 
sential role in this endeavor.” 


ae See 


New York USO Chairman 


E. Clayton Gengras, chairman of the 
board and chief executive officer of New 
Amsterdam and U. S. Casualty, wll serve 
as chairman of the casualty insurance 
division of the USO of Greater New 
York in its campaign for funds to ex- 
pand USO facilities throughout the world. 
Major General Melvin L. Krulewitch, 
USMCR (ret.), chairman of the New 
York State Athletic Commission and 
campaign chairman of the New York 
City USO, made the announcement. To 
do an effective job in view of America’s 
military buildup the USO this year seeks 
$11,525,000 nationally, of which New 
York’s quota is $1,250,000. 

A non-government program, the USO 
depends entirely on public support for its 
operation, Contributions may be sent 
to the New York City USO at 150 Fifth 
Avenue. 

* * x 


On Providence Washington Board 


Felix A. Mirando has been lected 
director of the Providence Washington 
Insurance Co. He is president of Im- 
perial Knife Co. Inc., a director of 
Industrial National Bank of Rhode Island, 
Narragansett Electric Co. and Old Colony 
Co-Operative Bank. He is a trustee of 
Roger Williams General Hospital and 
Our Lady of Fatima Hospital. He serves 
as national consultant to the Small Busi- 
ness Administration and as Commis- 
sioner of the Rhode Island Development 
Council. 
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NAIC Issues Program for Meeting 
At Hotel Adolphus, Dallas, Dec. 4-8 


The National Association of Insurance 


Commissioners has issued its program 
for the midyear meeting at the Hotel 
Adolphus in Dallas, Tex., December 4-8. 
On Sunday, December 3, there will be 
meetings of the fire and casualty rating 
laws and regualtions subcommittee and 
the unauthorized insurance committee. 
\n agenda-in-brief for the convention it- 
self follows: 
Monday Morning, December 4 

9:00-10:00: Feasibility of guaranty 
funds for insolvencies Subcom.; review 
and study of state insurance laws Sub- 
com.; Industrial Mortality Table Study 
Subcom. 

10:00-11:00: Future sites for NAIC 
meetings Subcom.; credit life and credit 
A. & H. model bill Subcom.; variable 
annuities and pension plan funding Sub- 
com. 

11:00-12:00: Study of over-insurance 
Subcom.; insurance problems of “Drive- 
it-Yourself Cars” Subcom.; cost plus- 
stop loss-no claim reserve group insur- 
ance Subcom. 

Monday Afternoon 

1:00-2:00: Operation and financing of 
executive secretary’s office Subcom.; 
rentals paid at terminals by insurance 
companies Subcom. ; reimbursement 
formula-hospitals and service ass’ns Sub- 
com. 

2:00-3:00: Definition of term “Hos- 
pital” in policy contracts Subcom.; ca- 
tastrophe factor and its use in extended 
cover form Subcom.; valuation of secur- 
ities Subcom. 

3:00-4:00: Regulation of advertising 
Subcom.; conflict of interest Subcom. ; 
Safe Driver-Merit Rating Plans and In- 
sure Driver Plans Subcom. 

4:00-5:00: Disability table adjustments 
Subcom.; Review of fire, casualty rating 
laws and Regulations Subcom. 

Tuesday, December 5 

8:45-9:45: Conference (executive ses- 
sion), 

10:00-12:00: Plenary session. 

2:30-3:30: Definition and interpreta- 
tion-underwriting powers committee; 
fraternal insurance committee ; unauthor- 
ized insurance committee. 

3:30-4:30: Examinations committee; 
insurance on installment sales and loans 
committee; non-profit hospital and med- 
ical service associations committee. 

Wednesday, D 

9:00-10:15: Blanks committee; pres- 
ervation of state regulation committee; 
Federal liaison committee. 

10:30-12:00: Fire, marine, casualty and 


ber 6 





surety committee; life insurance com- 
mittee. 

1:00-2:15: Accident and health com- 
mittee; valuation of securities commit- 
tee. 

2:30-3:45: Laws and legislation com- 
mittee; preparedness program for 
emergency operations committee. 

4:00-5:15: Rates and rating organiza- 


tions committee. 
Thursday, December 7 
9 :00-10 :30: Executive committee. 
11:00-12:00: Zone meetings. 
2:30-5:00: Plenary session. 

Friday, December 8 
9:30-11:30 Plenary executive session. 
Rates and Rating Laws 
The Gerber committee on fire and cas- 
ualty rating laws and regulations sub- 
committee meets, as noted, from 4 to 
5 p.m. on Monday, December 4, while 


the full committee, with F. Britton Mc- 
Connell, California, chairman, meets on 
Wednesday afternoon at 4 p.m. The 
schedule for this session follows: 


1. To review fire and casualty rating 
laws and regulations Subcom. report. 

2. To study safe driving or merit rat- 
ing plans and insure the driver plans 
Subcom. report. 


3. To study the catastrophe factor and 
its use in the extended coverage formula 
Subcom. report. 


4. Securing of. fire insurance, plan of 
apportionment and service charges there- 
for, by certain persons unable to obtain 
such insurance for insurable property in 
sub-standard areas (so-called assigned 
risk plans) (Mass.). 

5. Group fire and casualty and surety 
(Maine). 

Life Insurance Committee 


The life insurance committee meeting 
Wednesday morning at 10:30, December 
6 under chairmanship of Commissioner 
Francis R. Smith of Pennsylvania has 
this agenda: 

1. Variable annuities and pension plan 


funding Subcom. report. 
2. Industrial mortality table study 


Subcom. report. 

3. To study cost plus-stop loss-no claim 
reserve Subcom. report. 

4. Disability table adjustments Subcom. 
report. 

5. To study jumbo group life insurance. 

6. Segregated accounts reporting by 
life insurance co.’s (Mass.). 

7. Problem of Cuba’s monetary con- 
traband laws on reserves of insurers and 
specifying criminal penalties for making 
payment prohibited by such laws (Calif.). 

Accident and Health Committee 


The accident and health committee 
meets Wednesday afternoon at p.m., 
under Chairman George F. Mahoney, 
Maine, with this schedule: 


1. Regulation of advertising Subcom. 
report. 

2. To study rentals paid at terminals 
by insurance companies Subcom. report. 

3. To study over-insurance Subcom. 
report. 

4. To study the definition of the term 
“Hospital” in policy contracts Subcom. 
report. 

5. Status of adoption by states of mini- 
mum reserves for guaranteed renewals 
and non-cancellable A. & H. policies 
(Mass.). 

6. Group health programs of Federal 
employes (Maine). 


Md. Fire Rates Cut 


Baltimore, Md.—Maryland fire insur- 
ance rates dropped 6% last week. Pol- 
icyholders will save about $1,500,000 in 
premiums, F. Douglass Sears, Maryland 
Insurance Commissioner said. The new 
rates, applicable to new and renewal 
policies, were filed by the Maryland Fire 
Underwriters Rating Bureau and were 
approved by the Commissioner. 

Mr. Sears also announced approval of 
a reduction in premium levels for home- 
owners policies which are written under 
forms 1, 2, 3, and 4. This represents 
a 5% reduction in premium rates and a 
saving to policyholders of about $200,000. 

This filing also increases the basic 
comprehensive personal liability limits 
to $25,000 liability coverage and 
medical payments coverage under the 
four forms. 





Los Angeles Fire Loss 
Now Upped to $24,000,000 


Total insured losses in the Stone Can- 
yon and Topango fires at Los Angeles 
may now run as high as $24,000,000. This 
was the estimate made by W. V. Slevin, 
assistant general manager of the Na- 
tional Board of Fire Underwriters, and 
Phil Simkins, regional manager of the 
General Adjustment Bureau. This figure 
includes losses of both buildings and 
contents. 

There were close to 460 homes 
stroyed in the conflagration in the ex- 
clusive Bel-Air-Brentwood section in the 
canyon area of the Santa Monica Moun- 
tains. Two basic reasons were advanced 
for the Bel-Air fire’s quick spread. The 
first was the high percentage of homes 
with wood-shingled roofs. The second 
was the density of the brush near and 
around the homes. The National Fire 
Protection Association, after an on-the- 
scene check, reported that 50% of the 
destroyed homes had wooden shingles. 
In one cAnyon area, seventeen of 
twenty homes with wood-shingle roofs 
were lost; only two of ten homes with 
noncombustible roofing were demolished. 

Percy Bugbee of Boston, general man- 
ager of the association, said Southern 
California was one of the few semi- 
mountainous areas permitting wooden 
shingles, outlawed as roofing in many 
places. A city ordinance requires hill- 
side home owners to clear away debris 
and dry brush, but the law has not al- 
ways been stringently enforced. 

A third factor that may be developed 
is the scarcity of fire hydrants in the 
higher reaches of the canyons. Pumping 
equipment was hard pressed to reach the 
crests, and only effective borate bombing 
by planes kept the twin conflagrations 
from joining. At their closest approach, 


de- 


St. Paul Premiums 
Up For Nine Months 


UNDERWRITING LOSS SHOWN 





Carla Damage and Auto Losses Main 
Reasons for Red Figures; Surplus 
Increased $26,000,000 


The St. Paul Insurance Companies’ 
premium income during the first nine 
months of 1961 was $144,000,000 tor prop- 
erty, indemnity and life insurance. This 
is an increase of $3,000,000 over the same 
period last year. Net premiums for St. 
Paul Fire and Marine and St. Paul Mer- 
cury totaled $131,000,000 as of September 
30, an increase of 1%. Western Life’s 

(Continued on Page 38) 





they burned within a mile of each other. 

A high claim for $700,000 for loss of 
a Bel-Air home, furnishings and paint- 
ings was reported by the General Ad- 
justment Bureau, which was _ handling 
three-fourths of the insurance claims. 
An official of the bureau declined to 
identify the claimant. Another heavy 
loss, reported at $400,000, was incurred 
by Burt Lancaster, the actor. Mr. Lan- 
caster said ‘he planned to rebuild his 
home. 

While at least a million dollars of an 
estimated $24,000,000 of insured losses 
resulting from Bel-Air’s big brush fires 
have been paid, most policyholders are 
taking time for a careful recapitulation 
of their losses before submitting final 
figures to insurance companies, the GAB 
reported. 

A survey of some of the larger insur- 
ance companies by the Insurance In- 
formation Institute revealed that many 
companies have made partial payments on 
losses and advances on additional living 
expenses provided in their policies while 
the policyholders prepare their final loss 
figures. 
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Gallagher Covers Numerous Current 
Problems in Addressing Ky. Agents 


Viewing many current problems of com- 
panies and agents frankly but concluding 
that there is every reason to be optimistic 
about the future of stock companies and 
the American Agency System, Secretary- 
Manager Eugene F. Gallagher of the Chi- 
cago Board of Underwriters discussed 
present conditions and developments im a 
talk before the annual conve ntion of the 
Kentucky “1 ciation of Insurance Agents 
at Louisville last 

Mr. Gallagher has been associated with 
stock companies as well as, at present, with 
a producers organization and presents his 
views in an objective manner on the points 
of both agents and insurers. In 
in Kentucky he covered a wide 
matters of interest im- 
coverages, Commissions, 
competition, alleged fictitious groups and 
agents’ and companies’ responsibilities to 
work t gether. Mr. Gallagher's opinions on 
these subjects follow: 


Dwelling Class Changes 


week 








of view 
his address 
range of present 


cluding dwelling 





One most interesting change has oc- 
curred in connection with the simple 
dwelling class. For years this class was 
looked upon as “preferred.” In connec- 
tion with it companies, entirely gnoring 
any idea that commissions to agents 
should be a measure of service per- 


formed, on the contrary used commis- 
sions to “buy” this so called preferred busi- 
ness from the agent. Common economic 
judgment would indicate that more 

ice and knowledge was required when an 
handled an industrial account, but 
seemed willing to admit that so 
companies all cat- 


Sserv- 


agent 
no one 
the 
ing tl 
class 

Then a 


few 
with multi 
1 


went right along 
rhest rate of commission to tl ne 
] least deserved 

years ago we found our- 
yeril policies on the 
dwelling c Ss We had the oe D.P. 
Homeowners and while tor 
asons the C.D.P. seemed to be 





... 3.3 
probably 






selves 
simple 
and the 

several re 


: - 
a better contract it was more difficult to 
explain and more difficult to rate so we 
wound up with the Homeowners 


Commissions Reduced 











With the advent of the new policy, com- 
panies were offer less commission 
than for the simple dwelling contract. 
True some of them have since changed 
their minds about commission but 
still the average case at a reduced per- 
centage of commission brought more pre- 

| dollars and 


mium and more commission, 
[ 1 we live on dollars. You 
a loat of with a 


can’t 
mere 


after al 
buy even 
percentage. 
There were 
ances whicl 


——s 
bread 


several resultant disturb- 


followed the advent of the 





Homeowners policy and its rapid growth. 
Perhaps the most significant is the fact 
that now the dwelling class, once so 
i led, is now almost a dis- 
tr class for the most part consist- 
ing of less desirable risks which are 
by no means insured to value. 


Homeowners Experience 

A little experience 
the Homeowners 
drawn was, in 


demonstrated that 
contract as originally 
some respects, too broad. 


For instance, in one rainy day in Chi- 
cago water damage losses amounted to 
about $8,000,000. As a natural result a 
market for Homeowners coverage just 
didn’t exist a ae were made 
eliminating su . We find now that, 


because the 
Homeowners has 


presumably experience in 





been so favorable, we 
are filing reduced rates in several states. 
In fact, in some cases the premium for 


the Homeowners is just about the same 
as for straight fire and extended cover- 
age alone on the dwelling building. 

I am afraid we are a little prematurely 
optimistic in evaluating experience under 
the Homeowners policy. The public real- 
ly does not realize yet just how broad 
this coverage is. When we find that some 
of the losses which are being encountered 
actually become claims there may again 











EUGENE F. GALLAGHER 

have to be some revision and probably 
some rate increase and almost certainly 
a restricted market. 


Perplexing Packages 


We do some curious things in connec- 
tion with these various package policies. 
Consider for example a — special 
office contents contract. In Chicago $5,000 
burglary coverage with a theft endorse- 
ment covering office contents takes an 
annual premium of $121.25. But we can 
add “all risk” including, burglary and 
theft, to a fire policy for an annual 
premium of only $7.50. We can go even 
further and write a crime policy and 
give theft coverage regardless of the 
amount for an annual charge of $10 per 
premise. It does seem someone must be 
off base. 

In addition familiar 


to our dwelling 


package policies we now have package 
policies for public properties, motels, 
apartments, commercial risks, industrial 


risks and there is now being introduced 
a special contract covering office build- 
ings as well as office contents. Ultimately 
the better risks of these classes will un- 
doubtedly wind up covered by these 
special contracts, leaving only the less 
desirable office buildings, apartments, 
motels and so forth. 
Since the rate of commission is in- 
ariably lower on these special contracts 
it would seem that the agent may be 
facing a real problem. It may be that in- 
creased premiums per account will offset 
a modest reduction in commission scale. 
It does seem, however, that certain types 
f agencies face a very disturbing future. 
There seems to be general agreement 
that in the personal lines at least a 
greater portion of the premium dollar 
must be made available to pay losses. 
The alternative is to see our personal 
lines lost to direct writers and specialty 
companies. Because of this it would seem 
that the agent who has a relatively small 
lume most of which is in the personal 
lines will have to develop a lot of miscel- 
laneous commercial business or else see 
his income drop drastically in the near 
future. 





Company Production 


If there is any doubt that our type 
of company is facing a serious situation 
let us consider some figures. A few years 
ago the mutuals and reciprocals were 
writing 13% of all the fire and allied 
lines premiums. Within ten years these 
-ompanies and the direct writers were 
writing 30% of the total. 

If nothing intervenes, the future is 
relatively easy to predict. If we and our 
competitors continue with the same ratio 
of increase we will be writing through 


our American agency system less than 
50% of the fire and allied lines premium 
six years from now. It is unnecessary 
for me to tell you that the casualty pic- 
ture is not any brighter. 

When we realize this situation we may 
be a little more tolerant of many of the 
things which our companies are doing. 
Some of these actions are perhaps not as 
sound as they might be, but by the same 
token many of the new policies coverages 
and rating methods tare introduced by a 
feeling approaching desperation. Not only 
that the companies themselves may sur- 
vive, but that we the agents may have 
some confident hope for the future. 


Danger of Restricted Markets 


We have been faced with a plethora 
of deviation filings, with rate reductions 
and with the liberalization of contracts 
many of which have no basis of substan- 
tiation. Some larger companies with 
relatively unlimited assets are willing to 
write certain classes at rates which pre- 
clude any underwriting profit. Relying 
on their large surplus and a beneficent 
investment market they are able to show 
reasonably satisfactory operating results 
even with an underwriting loss. This 
competitive philosophy engendered by a 
desire to maintain position may well 
speed the doom of some of the smaller 
companies which cannot survive indefi- 
nitely without some underwriting profit 
and may well serve to bring about a 
restricted market for all but the most 
desirable risks. 

This trend is more and more manifest 


in the many mergers that are taking 
place. There will be still more in the 
years just ahead. But mergers, while 


undoubtedly the salvation of some com- 
panies, are never without their unpleasant 


aspects. Agency relations, in spite of all 
efforts, are not always on the former 
friendly basis of mutual understanding. 


New attitudes and different viewpoints 
may be disturbing, and regardless of how 


sincerely promises may be made some 
employes are seriously hurt by these 
mergers. But I would not decry me rgers. 
I only wonder if we are justified in 


bringing about the conditions which have 
made them necessary. 


Rating Laws 


We are inevitably entering a period 
of stepped-up competition. We would 
have that regardless of any material 
change in rating laws, but the introduc- 
tion of a no prior approval concept will 
tend to accelerate competition which may 
pass the bounds of what is sound and 
reasonable and which lead 


may, some 
companies to oblivion. In fact the pos- 
sibility of company failure under such 


lax regulations is so marked that when 
the model law was being framed serious 
thought was given to the formation of 
an instrumentality of the government 
which would insure insurance purchasers 
against loss due to insolvency of a com- 
pany in the same manner as the Federal 
Depositors Insurance Corporation in- 
sures bank depositors. 

So we see, eating as the companies 
are concerned, the big companies will 
probably get still bigger and small com- 
panies will fade out of the picture. The 
business will approach more closely a 
monopoly, which is ironical since that is 
just what the O’Mahoney-Kefauver 
Committee was seeking to prevent. 


Fewer Agents in Future 


3ut what about agents? 
ably will be fewer agents. That may 
ultimately be a good thing. In the first 
place those same factors which bring 
about increased mergers of companies 
will necessitate an increased merger of 
insurance agents. And these mergers 
may not ultimately be a bad thing be- 
cause by merging one office secures a 
benefit of specialized knowledge which 
some other office may have excelled in. 
Larger offices can render better service 
as a rule and we may well raise the 
entire level of competency in the ranks 
of our producers. 

Already a drop in membership in the 
National Association of Insurance Agents 
is reflecting a certain amount of mergers, 
a certain amount of agency sales and a 


There prob- 


certain number of discontinuances o0/ 
agencies throughout the country. 


New NBCU Auto Plan 


Confusing as the picture is, we con 
tinually find ourselves surprised by ne\ 
developments which cause the agents t: 
wonder just what the companies have i 
mind. An interesting case in point 
the recent filing made in a number 
states by the National Bureau of Cas 
ualty Underwriters providing group ca 
ualty coverage where actual ownership 
does not exist and providing for flec: 
coverage of individually wegen autom 
biles, by employes of a commercial 
enterprise who may use their cars from 
time to time in their employers’ busi 
ness. 

This disturbs the agent who feels that 
insurance on individually owned auto 
mobiles, which has been placed at times 
with difficulty, will now be lost to him 
and readily written at fleet rates by the 
very same companies which declined 
reluctantly accepted them from the agent. 
This filing has been made in a number 
of states and while it was not univers: lly 
approved by the regulatory officials will 
undoubtedly be placed in operation in a 
number of territories. 

Our agents maintain that this consti- 
tutes a flagrant case of creating a ficti- 
tious fleet or group since no financial in- 
terest or ownership exists. Possibly, they 
say, this artificial grouping will be ex- 
tended and eventually members of even 
a fraternal organization will be afforded 
similar treatment. 

On the other hand the bureau com- 
panies state that this is a purely defen- 
sive measure designed to prevent still 
greater diversion of business to direct 
writers and specialty companies. It is 
felt that agents would have more justi- 
fication for opposing this move of the 
bureau companies if they were support- 


ing those c mpanies at present. It is 
pointed out that in many states our 


agents place only a small part of their 
business in bureau companies and give 
the bulk of it to independent or specialty 
companies. 

This is undoubtedly true, and it ac- 
complishes little to recall that this action 
was practically forced upon agents when 
the market was exceptionally tight and 
our bureau companies shut off the auto- 
mobile market and engaged in the reduc- 
tion and even cancellation of much of 
this business which they are now seck- 
ing. 

I know not what your feeling may be 
on this important subject, but it is one 
which you must consider and upon which 
your association will probably wish to 
take a stand. If the bureau companies 
are not getting business from our agents, 
and I feel certain that can be rather well 
substantiated, then perhaps we must be 
reconciled to those companies taking 
such steps as they feel to be in order 
to see that they remain in the business. 


Agents Bill of Rights 


Perhaps there is reason for agents to 
consider seriously drawing up what might 
be termed a “bill of rights” because ap- 
parently some of their inherent rights 
are being disregarded in the present 
conduct of our business. There are a 
great many things which might be in- 
cluded in such a bill of rights. 


One: An understanding with compa- 
nies that they would exercise common 
sense and judgment in the appointment of 
agents. Our business is replete with in- 
stances where individuals who are en- 
tirely unqualified, who are without knowl- 
edge of the business, have been appointed 
by companies in certain areas only 
eventually to cause so much trouble that 
the company must cancel them with all 
of the expense which has been incurred 
in their appointment and the handling of 
their business. 

The agent’s 
ter is not 


s chief concern in this mat- 
only that it constitutes an 


unwarranted expense against the business 
as a whole but that the appointment of 
every unqualified and incompetent agent 
reflects adv ersely upon the entire agency 
system because the public is prone to 
judge all agents by the one with whom 
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he may have had an unfortunate ex- 
perience. 

wo: Agents have a right to expect 
he company they represent to be in the 


t 
insurance business, By that, we mean 
t) at the company’s object should be to 
write insurance in such a way that it 
produces a reasonable and acceptable un- 
derwriting profit and that they do mot 
turb the entire insurance market 
simply because they want premiums to 
ce in their investment portfolio. This 
D actice will eventually have very un- 
favorable results in our entire operations. 
\ few years of an adverse investment 
market would do much to stop this un- 
sound practice. 

Three: Agents have a right to insist 
tl it companies discuss commissions on 

» basis of private contract and have a 
ri cht to resent a mere mimeographed 
notice that commissions on certain lines 
are being cut as of a certain date. Agents 
on the whole are reasonable and these 

mmission cuts, if explained properly, 
may be quite acceptable. But just to put 
the m out without any discussion or con- 
eration is not palatable. 

. uur: Agents have a right to expect 
their companies to support the American 
Agency System. 

Five: We believe we have a right to 
have a better degree of communication 
than now exists. Perhaps the answer is 
to have conferences at other than the 
summit level with people who actually 
know the agency business and who are 
aware of his day by day problems. 

Six: Agents have a right to expect an 
understanding attitude on underwriting 
—an effort on the part of the company to 
find a way to write an offering rather 
than an arbitrary declination without any 
sound reasons being offered. Many com- 
panies are respecting those rights today 

a few are not. 

Obligations of Agents 

The company has every right to look 
to the agent to produce a quantity of 
quality business—to do some underwrit- 


ing at the source and not to expect the 
company to accept lines which the agent 
himself feels should not be written. The 
company has a right to expect the agent 


to be qualified to learn coverages avail- 
able and to serve the public in such a 
manner that it will reflect credit upon the 
partnership between companies and 
agents which constitutes our American 
Agency System. 

[ think further that companies have 
a right to expect the agents to be co- 
operative in an effort to solve some of 
the serious problems which confront the 
business as a whole. I believe that most 
agents are reasonable in such matters 
and if they are shown that the ultimate 
good of the business will be accomplished 
only by some temporary sacrifice on their 
part, they would be willing to see that 
these sacrifices are made. 

Our business as we know it has noth- 
ing as priceless as the loyalty and con- 
fidence which must exist between agents 
and their companies, an attribute which 
has placed our way of doing business in 
a class by itself. 

We have no reason to doubt our destiny 
if we work to shape it. It will not be 
as we would have it to be if we remain 


apathetic and if we choose to throw 
away our opportunities and waste our 
energy in blatant criticism. There is 


every reason to be optimistic. 


R, A. CORROON MASS NOV. 14 

A Solemn Requiem Mass for Richard 
A. Corroon was celebrated Tuesday, 
November 14, at 11 am. at the Church 
of Our Lady of Victory at William and 
Pine Streets, New York City. The Right 
Reverend Monsignor Richard J. Pigott 
was the .celebrant. Mr. Corroon, for 
many years head of the Corroon & Rey- 
nolds Group, died November 14, 1946 


GAB ADVANCES WALSH IN N. Y. 

James M. Walsh has been named branch 
manager of General Adjustment Bureau’s 
motor vehicle accident indemnification 
corporation office in New York City. Mr. 
Walsh had 15 years’ experience in the 
casualty claims business prior to be- 
coming a casualty claims examiner at 
GAB’s eastern departmental office. 


GAB Changes Announced 
In New Jersey and Mass. 


The General Adjustment Bureau an- 
nounces that Frederick P. Jellison has 
been appointed regional manager at 
Paterson, N. J., Frederick Banks 


named branch manager at Hackensack, 
Elmer C. Fay branch manager at Hyan- 
nis, Mass., and Donald A. Spinney branch 
manager at Lawrence, Mass. 

Mr. Jellison will supervise the New 
Jersey offices at Hackensack, Jersey 
City, Morristown, Newark, and Paterson. 


He succeeds Robert F. Stumpf who has 
resigned. 

Mr. Jellison, a graduate of Colby Col- 
lege, joined the bureau at Wilmington, 
Del. in 1948. In 1957 he was appointed 
branch manager at Waltham, Mass., and 
subsequently served in a similar capacity 
at Hackensack. 

Prior to joining GAB at Augusta, Me., 
in 1947, Mr. Banks graduated from 
Northeastern University. During 1956, 
he was appointed branch manager at 
Rutland, Vt., and subsequently served 
in a similar capacity at Lawrence. 

Mr. Fay succeeds Edward W. Collins. 


Mr. Collins has been transferred to New 


Try 
us On 
for 
size! 





Bedford, Mass. 
Prior to joining the bureau at Hacken- 


sack, in 1960, Mr. Fay had 20 years ex- 
perience as an adjuster and loss super- 
visor handling ail categories of losses 


and claims. 

Mr. Spinney joined GAB at Lawrence, 
in 1948, where he has served continuously 
to date. 





PFENNING RESIGNS 


Hank C. Pfenning, state agent for the 
Hanover, located at Lexington, Ky., has 
resigned. It is understood that he has 


a local agency plan. 





Because we really know insurance, we can help agents and brokers move into 


profitable lines they never dared touch before. Chances are, our knowledge 


can help you make more money. Why not call one of our more than 50 offices 


and talk it over? And don’t forget our slogan: We write 27 different kinds of 


insurance, but we have just one policy—satisfaction! Try us—we'll prove it. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. 


Administrative Offices: 100 Broadway, New York 5, New York 
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* ROVAL-GLOBE'S 
APARTMENT HOUSE POLIY 

PLUS BOILER & MACHINERY 

WITH SAVINGS UP TO 20% 


Royal-Globe pioneered this new dimension 
in packaged coverage, FEATURING the 
boiler & machinery EXTRA, designed and 
introduced by Royal-Globe, tailored for 
apartment house owners and motels, and 
subject to the same competitive rate reduc- 
tions (up to 20%) as the rest of the policy. 


Call your Royal-Globe fieldman for infor- 
mation about the BIG PLUS policy, now 
available in many states. 





GLOBE 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 











National Fire of Hartford Actions 


(Continued from Page 1) 


salary, subject to a maximum limit, to 
each salaried employe not a member of 
the board of directors employed prior 
to January 1, 1961, will be paid on or 
before December 8. The plan also pro- 
vides a bonus for other employes ac- 


many industry committees. Currently h¢ 
is a member of the executive committee 
of the Factory Insurance Association and 
a director of the General Adjustment Bu- 
reau. He is also a director of Continental 
Casualty, Connecticut Chamber of Com- 





Deford Dechert 
ELLIS CLARKSON 


President 


cording to their length of service. 

Mr. Clarkson is a native of Oklahoma 
and a graduate of the University of 
Oklahoma. After field experience in Min- 
nesota and in his home state, he joined 
the National in 1938 as a special agent 
in Oklahoma. He was called to the home 
office in Hartford in 1939, became as- 
sistant secretary in 1 served as a 
commissioned officer in the USNR from 
1943 to 1946, and soon after his release 
from active duty was elected secretary. 

He became vice president and secretary 
in 1952 and a director of the National 
Fire and Transcontinental in 1957. In 
1958 he was elected executive vice presi- 
dent and in this capacity moved to Chi- 
cago to serve as principal liaison officer 
between the National of Hartford Com- 
panies and the Continental Companies on 
a country-wide basis. He returned to 
Hartford in August, 1959, when he was 
elected president of the National and 
Transcontinental. 

Mr. Clarkson has long been prominent 
in insurance affairs and has served on 





Blackford to Resigns as 


Michigan Commissioner 


As predicted in the past, Commissioner 
Frank Blackford of the Michigan De- 
partment is definitely resigning his post 
and will accept a position with a Federal 
agency in Washington. Gov. John B. 
Swainson announced he had received 
the formal resignation of the somewhat 
controversial Commissioner who took 
over the job two and one-half years ago 
by appointment of the former governor, 
G. Mennen Williams, who earlier had 
named him to several other posts. 

Governor Swainson said Mr. Black- 
ford would leave the Department No- 
vember 30 but he has given no hint as 
to his successor. Most observers had 
expected Mr. Blackford to quit the De- 
partment at the end of the Williams’ 
regime last December 31 but he agreed 
to accept reappointment from the new 
executive. 

The Commissioner declined to indicate 
what post he will assume in Washington, 
explaining that the announcement must 
come from the Federal agency but it was 
reported he may become deputy chief 
insurance director of Veterans Adminis- 
tration. 


N. Y. BOARD NAMES HALLEY 

Richard P. Halley, assistant secretary 
of the Aetna Insurance Co., has been 
elected vice chairman of the committee 
on losses and adjustments of the New 
York Board of Fire Underwriters to 
succeed Fred G. Buswell, retired. 


Fahian Bachrach 
ROBERT J. ANDERSON 
Executive Vice President 


merce, Connecticut Bank and Trust Co., 
and a trustee of the Mechanics Savings 
Bank, Hartford. 


Anderson Joined National in 1940 


Mr. Anderson was born in New Bruns- 
wick, Canada. He attended Northeastern 
University and joined the National in 
1940. After serving as special agent for 
the companies in field offices in New Jer- 
sey and New York, he was called to the 
home office and elected assistant secre- 
tary in 1952. He was promoted to secre- 
tary in 1955 and at that time placed in 
charge of the companies’ New England 
field and agency operations. In 1957 he 
was promoted to vice president, and in 
1959 was given supervision of the over- 
all operations of ‘the Eastern department 
and elected a director. In 1960 he was 
elected executive vice president. 

Mr. Anderson is a member of the East- 
ern advisory committee of the Factory 
Insurance Association and the public 
utility committee of the Inter-Regional 
Insurance Conference. 


N. Y. Board Losses Drop 

There were 1,391 losses for $2,388,965 
assigned in September to the committee 
on losses and adjustments of the New 
York Board of Fire Underwriters. This 
compares with 6,722 losses for $3,871,662 
in the same month in 1960, the large 
number of claims a year ago being the 
results of the September hurricane. For 
the first nine months of 1961 Secretary 
E. C. Niver states the committee received 
9.887 losses for $24,585,008 against 14- 
536 claims for $23,627,152 in the same 
period of 1960. The increase in losses 
this year is due to higher fire losses 
which more than offset the greater ex- 
tended coverage loss last year. 


Edgar A. Locknish, Jr., Dies 

Edgar A. Locknish Jr., 55, supervising 
underwriter for America Fore Loyalty 
Group in the metropolitan New York 
office, died November 5 at Presbyterian 
Hospital, Newark, N. J., following an 
illness of two weeks. A native of Newark, 
Mr. Locknish had served the group con- 
tinuously since 1925, when he joined the 
Firemen’s at its home office in Newark. 
He was in charge of the Loyalty com- 
panies’ New York fire business for many 
years prior to assuming his latest post 
last October 2 in the metropolitan de- 
partment. 

He is survived by his wife, Mrs. Marie 
H. Locknish; a son, Edgar A. III; a 
daughter, Eileen Marie; his mother, 
Mrs. Mary Locknish, and a_ brother, 
Howard M. Locknish, who serves with 
the group in the cashier’s department at 
Newark. 
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Elected President of 
Ins. Institute of America 















tute by Dr. Milton W. Mays, vice presi- 
dent of the America Fore Loyalty 
Group. Newly elected vice presidents are 
Charles P. Jervey, vice president of 
Travelers Indemnity, and Walter E. 
Beeson, president of the Great American 
Life. 

Re-elected were Dr. Loman as exec- 
utive vice president; F. Harman Cheg- 
widden, CPCU and executive vice presi- 
dent of the Camden Fire, as treasurer, 
and Arthur C. Goerlich, president of In- 
surance Society of New York, as secre- 
tary. 

Outgoing directors were all re-elected 
for three year terms. They are Frank 


J. Carey, United States manager and 
attorney, Employers’ Liability; Percy 
Chubb 2nd, president, Chubb & Son, Inc.; 
Kenneth B. Hatch, president, Reliance; 
Guy E. Mann, senior vice president, 
Aetna Casualty & Surety; D. P. Skaer, 
chairman, Insurance Society of Chicago; 
George W. Tisdale, secretary, Commer- 
cial Union-North British Group, and 
Hubert W. Yount, executive vice pres- 
ident, Liberty Mutual. Mr. Dillard was 
elected a director to serve until next 
year’s meeting, as was also Thomas 
Sweeney, president of H. Mosenthal & 
Son, Inc., New York brokers. 


The long-standing Edward Rochie 


Hardy prize for most distinguished 
graduate of the year was awarded to 
Kenneth Paul Jones, MFA Mutual In- 
surance Co., Columbia, Mo. The Ben 
S. McKeel prize went to Robert B. 
Offutt, General Adjustment Bureau, 
Oklahoma City. He also won two other 
awards. 

The GAB also was ‘honored with three 
more of its men taking top awards. They 
were Richard L. Lodwick, Mansfield, 
Ohio; Claude E. Jarrett, Louisville, Ky.; 
Lewis Lunsford, Atlanta, Ga., Zada W 
Jahnsen, United Services Auto Associa- 
tion, San Antonio, was another Institute 
prize winner. 











MILTON W. MAYS 


The Insurance Institute of America 
held its annual luncheon meeting No- 
vember 14 at the Hotel Governor Clinton 
in New York City, elected officers for the 
coming year and awarded prizes to top- 
ranking students. Dr. Harry J. Loman, 
executive vice president, awarded the 
prizes, and Dr. Edwin S. Overman, 
CPCU, director of college relations, was 
present as well as James J. Chastain, 
CPCU, director of field services. 

John H. Dillard, vice president of the 
Fireman’s Fund Companies in New York, 
who served as president for the last year, 
is succeeded as chief officer of the Insti- 
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Sees Danger in Too Many 
Local Fire Dept. Stations 


People who want a fire station in every 
neighborhood are risking lives and prop- 
erty in their communities, a fire protec- 
tion expert declares. According to Hora- 
tio Bond, chief engineer of the National 
Fire Protection Association, the result of 
such a policy is to weaken fire fighting 
forces to a point where they may lose 
the battle to any serious fire. 

The majority of U. S. municipal fire 
departments are undermanned today, said 


Mr. Bond in Kansas City. “In the face 
of this situation, it is extremely poor 
judgment to divide fire fighting forces 


into many weakly-manned companié¢ ‘s in- 
stead of a smaller number of strong 
units.” 


The result is to bring out for a dwelling 


fire a single piece of apparatus and a 
crew of perhaps three men—‘“a force 
which can deal with only a very small 
fire, and which is inadequate to insure 
successful rescue operations or to ex- 
tinguish a well-established fire.” Mr. 
Bond called for the organizing and 
strengthening of fire departments to in- 
sure a “strong first-alarm attack on any 
fire.” 


Other participants in the panel discus- 
organization 
chief 
Inspection 


sion of fire department 
probler ns were John E 
eng ineer of tl 1e€ 


Barman, 
Missouri 


Home in New Zealand 


The American Foreign Insurance As- 
sociation, which began its worldwide 
operations in New Zealand in 1919 
through the Hartford Fire, has now en- 
tered The Home Insurance Co. in that area 
for fire, marine, casualty and surety 
business. Presently, AFIA member com- 
panies are admitted in 75 countries of 
the free world. 

Consisting of four major and a num- 
ber of smaller islands, New Zealand was 
discovered in 1642 by Abel Janszoon 
Tasman, the Dutch navigator. Coloniz- 
ers took advantage of the island’s pas- 
toral capacity and founded the important 
sheep industry that today contributes a 
major part of New Zealand's economy. 
With two-thirds of the country’s sur- 
face suitable for farming, other prin- 
cipal agricultural commodities include 
dairy products, wheat, oats, and barley. 
Some mining for coal and gold takes 
place and a wood pulp and paper in- 
dustry is important. 

AFIA’s New Zealand operations are 
under the supervision of R. L. Mark 
with the control office in Wellington 
and eight other offices located through- 
out the country. 





Bureau, and Henry G. Thomas, former 
chief of the Hartford, Conn., Fire De- 
partment. 
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Development of Package Policies 


Long and serious research is necessary 
in the development and rating of pack- 
age policies if such products are to be 
successful and profitable, said L. H. 
Longley-Cook, actuary, Insurance Com- 
pany of North America. Speaking be- 
fore the Pacific Northwest Chapter, 
CPCU, all industry luncheon, Seattle, 
Wash., the INA executive said: 

“There are some insurance executives 
who, encouraged by the success of the 
Homeowners policy, apparently believe 
that all that need be done is to staple 
together a number of old bureau forms, 
change some of the wording around a 
bit, add a few free benefits and allow 
a 20% or larger discount for packaging. 
Such is the road to ruin.’ 


Areas of Development 


Development of a package policy, he 
said, falls naturally into three distinct 
areas: marketing, coverage and rating. 
The first step is marketing research. It 
is important to examine the potential 
market for a new package. If it is to be 
successful, it will have to be brought to 
the attention of the public and the com- 
pany’s agents by advertising or other 
promotional methods. It is essential that 


* packages 


the company can look with reasonable 
probability to a volume adequate to 
warrant the cost of developing and 
marketing the package. 

“Having decided on the general out- 
line of the new package, the develop- 
ment of the project in detail must be 
turned over to a qualified research group 
who will bring together a conglomera- 
tion of coverages into a single tidy whole. 
This is a long and tedious job requiring 
great skill, experience and attention to 
detail. The carefully designed package 
will be one which is attractively pre- 
sented and easy to understand, not a pot- 
pourri of different forms, endorsements 
and riders.” 

Once a new package policy is launched 
it is necessary to collect expense statistics 
and loss statistics to determine whether 


.the overall venture is profitable and to 


detail information for refining and im- 
proving the rating plan, he added. 

“While a satisfactory industry statis- 
tical plan was developed for Homeown- 
ers, the same is not yet true for the newer 
and greater cooperation is 
needed between all concerned if we are 
to produce useable statistics in an eco- 
nomic manner.” 





Bugbee Stresses Rising 
Death Toll From Fires 


The mounting toll of deaths in home 
fires is a major problem this country 
must solve, according to Percy Bugbee, 
general manager of the National Fire 
Protection Association. These deaths 
could be sharply reduced if each family 
planned ahead for ffire emergencies in its 
home, he said to the international organ- 
ization at its annual fall conference at 
Kansas City. Mr. Bugbee pointed out 
that fires in American homes reached an 
all-time high of 563,000 last year, and 
that more than 6,000 people died in these 
fires. 

“It is particul: irly tragic to note that 
about half these fatalities were children,” 
he added. “In the great majority of 
cases, it was the family’s failure to be 
prepared for fire, failure to have figured 
out quick and safe routes of escape from 
every part of the house. The simple fact 
is that pre-planned escape measures are 
the best means of avoiding the worst 
consequences of fire, death. 

“If people everywhere will learn this 
fact, if our newspapers and broadcast 
stations will continually remind people 
to act on it, our death toll from fire will 
show a marked reduction.” 

Mr. Bugbee told the NFPA conference 
that another urgent need is expansion 
of programs at the local and state level 
to teach children “the simple rules of 
fire safety.” 


BRUCE HOWARD RETIRES 


The Excelsior Insurance Co. of New 
York, at Syracuse, states that Bruce 
Howard, fieldman in the northwestern 
Ohio and Michigan territory, has retired. 
He was with the Excelsior since 1951. 


Insurers Cannot Sell to 
Own Employes at Discount 


The New York State Insurance De- 
partment has stated insurance companies 
are not permitted to sell insurance to 
their employes at a discount, according 
to the Greater New York Insurance 
Brokers Association. Rating Bureau 
Chief J. Malmuth of the Department, 
acting on an inquiry from the brokers’ 
association, has advised the group that 
“insurance companies must charge the 
rates provided by applicable rate filings 
whether or not the insured is an employe 
of the company. 

Reports have reached the association 
indicating that certain insurance com- 
panies operating in New York have been 
offering all lines of insurance to their 
employes and members of their families 
at a 20% discount as a fringe benefit. 

The brokers’ association charged that 
such a practice is unfair to local bro- 
kers. C. Joseph Danahy, counsel for 
the GNY Brokers, in a letter to the New 
York Department asked whether there 
have been approved “any filings which 
would allow insurance companies to sell 
insurance to their employes at a dis- 
count.” 

“The answer to this question,” 
Mr. Malmuth, “is ‘no’, Insurance com- 
panies,” the added, “must charge the 
rates provided by applicable rate filings 
whether or not the insured is an employe 
of the company. 


replied 


T. J. McLAUGHLIN’S NEW POST 


Thomas J. McLaughlin has been named 
special agent for the Reliance Phila- 
delphia branch office under direction of 
Secretary Walter F. Moses. He will serv- 
ice agents in Chester and Montgomery 
counties. He has had seven years expe- 
rience in underwriting and production. 
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Smith of INA Backs 
Competitive Freedom 

CENTERS ON SURPLUS LINES 

North America President Asks Freedom 


From Restrictions to Meet Foreign 
Market Competition 





n today’s changes and intense com- 
petition, fire and casualty companies are 
“hamstrung by an expensive, restrictive 
and time-consuming system of regula- 
tion,” declared Bradford Smith, Jr., pres- 


ident, Insurance Company of North 
America. Speaking in Chicago, Mr. 
Sinith told the delegates to the Fall 


Insurance Conference, American Man- 
agement Association, that every change 
in policy wording or variation in rate 
must be submitted individually to the 
departments of the 50 states before being 
put into use. 

“Statistics must be compiled and pre- 
pared and it generally happens that the 
forms finally approved will vary from 
one state to another, thereby destrov- 
ing uniformity. In some cases proposals 
will be rejected in their entirety.” 


Advantages for Foreign Carriers 


These multiple problems, he stated, 
which beset companies governed by state 
regulation, place them at a competitive 
disadvantage with non-admitted, or for- 
eign carriers who are not required to file 
any rates or forms with any states and 
have no problems of counter-signature 
or uniformity. In addition to foreign 
carriers, there are some 3-odd Amer- 
ican companies now operating on the 
non-admitted basis. 

Mr. Sm'th’s AMA address was primarily 
concerned with the problems of the so- 
called surplus line segment of the insur- 


Elected Vice President 
And Secretary of Home 








HAROLD J. 


SAMSEL 


Harold J. Samsel, assistant secretary 
of The Home Insurance Company’s Mid- 
dle Atlantic division, has been elected 
vice president and secretary. He will be 
in charge of the development of The 
Home’s Gold Key Programs, nation- 
wide. 

Mr. Samsel has been affiliated with 
The Home since 1925, serving lat various 
times in the suburban, Eastern and 
service departments. In World War II 
he served as a lieutenant colonel. Upon 
his return from military service, Mr. 
Samsel was appointed assistant manager 
of the Newark, N. J. office. He was made 
manager in 1946 and in 1956 was trans- 
ferred to Baltimore as manager for 
Maryland. In 1959 he was elected an 
assistant secretary. 


Mullikin to Succeed Hill 


Carlyle H. Hill, executive manager of 
the Middle Department Association of 
Fire Underwriters, has requested that 
he be relieved of administrative duties 
as of December 31, but he will continue 
for awhile as secretary. H. Reed Mulli- 
kin will become executive manager on 
January 1 and S. Neville Wight assist- 
ant executive manager. Mr. Mullikin has 
been with the association since 1923. 


ance business. He noted that surplus 
line business is no longer limited to lines 
of insurance difficult or impossible to 
place in the American market. To say 
the least, he continued, the market is 
large, highly competitive and growing 
rapidly. Principal reason for the growth 
of the non-admitted companies arises 
from their comparative exemption from 
regulation. 

In considering possible solutions to 
these problems, Mr. Smith cited several 
basic principles which first must be ob- 
served: The first consideration must be 
the public interest. In weighing the 
degree of regulation required to satisfy 


the public interest, it is both proper 
and necessary to distinguish between 
members of the general public, who pur- 
chase the routine forms of insurance, and 
business and industry, employing profes- 
sional buyers to purchase more intricate 
coverages. 

If the public interest is best served by 
regulating the insurance business, it fol- 
lows that the public interest requires 
regulation of non-admitted as well as 
admitted carriers. 


Rate and Form Competition 


Competition in rate and form is in the 
public interest just as equality of op- 


portunity is a basic principle in the 
United States, Mr. Smith said. The 
right of the public to purchase all proper 
forms of insurance in a competitive mar- 
ket must be protected and all forms of 
insurers should be required to bear their 
fair share of the tax burden without 
opportunity to evade or avoid tax laws. 
“Our concluding considerations must 
be, therefore, as to how to remove the 
unequal opportunities now given to the 
foreign and non-admitted carriers on the 
one hand, and to admitted insurers on 
the other. There are two alternatives.” 
One, he said, is to place the foreign 
(Continued on Page 38) 
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Alexander & Alexander 
Names Four as V.P.s 


PROMINENT BROKERAGE FIRM 
Barr, Guterl and Bogardus General Vice 
Presidents, Borg Vice President- 
Controller; Lynn Manager 





Samuel H. Shriver, president of Alex- 
ander & Alexander, Inc., international 
insurance brokerage firm ‘at New York, 
announces the election of three new gen- 
eral vice presidents and a new vice 
president-controller. Named general vice 
presidents are Joseph R. Barr, Frank 
A. Guterl and John A. Bogardus, Jr. 
Robert W. Borg is elected vice president- 
controller. 

According to Mr. Shriver, who also 
announced appointment of Richard E. 
Lynn as manager of the firm’s aviation 
department, “These moves are designed 
to strengthen the company’s management 
team and to help direct the expanded 
operations of A. & A.’s network of offices 
in 14 cities.” 

Barr and Guterl 


Mr. Barr joined A. & A. in February, 
1941, and served in various capacities 
with the firm until April, 1960, when he 


was elected vice president—aviation. He 


attended New York University, Pace 
College and The Insurance Institute. 
Mr. Guterl became associated with 
A. & A. in July, 1946, as a specialist 


in aviation insurance, and in January, 
1959, was named an assistant vice pres- 
ident. He started his business career in 


1937 with the Equitable Life Assurance 
Society in its agency management train- 
ing school. In 1943 he joined Pan Amer- 
ican World Airways. Mr. Guterl received 
his B. A. from St. Peter’s College in 
1937. He is a member of the Insurance 
Federation of New York and The In- 
surance Broker’s Association of New 
York. 


Bogardus, Borg and Lynn 


Mr. ryt y began his business 
career with A. & A. in June, 1950, work- 
ing his way up to manager, and later to 
assistant vice president of the production 
department. He received his B.A. from 
Princeton University in 1950. Mr. Bo- 
gardus is president of both the John 
Street Club and the Old Greenwich 
Riverside Community Center. 

Mr. Borg joined A. & A. in July, 1957 
as an assistant vice president, and served 
in that post until he was named con- 
troller. Previously, he was with Dewey 
& Almy Chemical Co. as manager of 
procedures, and before that he served 
with a management consulting firm. Mr. 
Borg attended Brown University. 


Mr. Lynn started with Alexander & 
Alexander in December, 1956, as an 
aviation broker-underwriter. Previously 


he was an underwriter for the Indemnity 
Insurance Co. of North America. Mr. 
Lynn attended both the University of 
Chicago and Ohio State University. 


ST. PAUL DIVIDEND 
The St. Paul Fire and Marine has de- 
clared a dividend of 36 cents a share, 
payable stockholders of 
record 


January 17, to 
January 10. 
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Connecticut Agents Name 
John B. Crosson President 


John B. Crosson of Hartford was 
elected president of the Connecticut As- 
sociation of Insurance Agents at the an- 
nual meeting in Hartford. He succeeds 
Rutherford G. Huizinga of Stamford. 
Other officers chosen are John F. 
Phelan, Meriden, vice president, and 
Herbert Bland, Hartford, secretary-treas- 
urer. Eben Learned Jr., Norwich, state 
national director, and William H. Wiley, 
Hartford, executive secretary, were re- 
elected. 

Mr. Huizinga told the convention that 
he believes the filing of the National 
Bureau of Casualty Underwriters’ 
franchise plan for auto coverage is in 
violation of state laws holding against 
fictitious fleets. The filing was approved 
in Connecticut in September. Dr. Robert 
W. Strain, executive secretary of the 
National Association, also reiterated his 
feeling that this plan represents a de- 
parture from sound rating and under- 
writing. 


Mass. Brokers Support 
Prior Approval Bill 


The executive council of the Insurance 
Brokers Association of Massachusetts 
has announced its decision to file legis- 
lation in the 1962 Legislature for repeal 
of the state’s existing “subsequent dis- 
approval rating law” and substitution of 
a “prior approval” statute. A vote was 
taken by the IBAM at an open meeting 
of the organization in Springfield. The 
motion to file the repeal legislation was 
made by former IBAM President Samuel 
O. Penni, Jr., who is president of Tru- 
man Hayes & Co. in Boston. 


Mattson, Hartford Group, 
Receives Journalism Award 


David Mattson, assistant to the direc- 
tor of publicity services at the Hartford 
Insurance Group, Hartford, has been 
awarded the Pi Delta Epsilon Medal of 
Merit Award by the national journalism 
fraternity for his “outstanding services” 
as editor last year of the University of 
Bridgeport campus newspaper, “The 
Scribe.” Dr. James H. Halsey, president 
of the University of Bridgeport, made 
the presentation on behalf of Pi Delta 
Epsilon, as Mrs. Mattson looked on. 


Werbel Institute Renames 
Palmer, Hammer to Staff 


William Sobelsohn, executive director, 
of the Werbel Institute, Inc., in Hemp- 
stead, Long Island, announces re: appoint- 
ment of George M. Palmer and Law- 
rence Hammer as coordinators, respec- 
tively, of the insurance and real estate 
courses of the Werbel Institute. Both 
men held similar positions at the Werbel 
Institute when the school was under its 
management by Bernard G. Werbel. 

The Werbel Institute is now a branch 
of the Sobelsohn School of New York 
City. 


GAB Appoints Turner 


-R. C. Turner has been appointed re- 
gional casualty supervisor of the Gen- 
eral Adjustment Bureau office at Green 
say, Wis. The bureau also appointed 
two new bureau managers, C. T. Couture, 
Marinette, Wis. office and William C. 
Fleming, Ludington, Mich. 





ARLINGTON AGENCY CHANGE 


McCollum Insurance Corp. of Arling- 
ton, Va., has changed its name to Mc- 
Collum- Coiner Insurance Corp. Hugh 
Coiner will continue in ch: arge as vice 
president of the agency. He is immediate 
past president of the Virginia Associa- 
tion of Insurance Agents, past president 
of the Northern Virginia Association and 
is serving on the education committee of 
the National Association. 


G. C. CARTWRIGHT ADVANCED 


Appointed by Glens Falls to Administra. 
tive Ass’t in Home Office Under- 
writing Division 

George C. Cartwright, Jr., a member of 
the Glens Falls Insurance Company's 
systems and procedures department since 
1958, has been appointed to the newly 
created position of administrative as- 
sistant in the home office underwriting 
division. Glens Falls President Robert 
P. Crawford says Mr. Cartwright will be 
under direct supervision of Vice Presi- 
dent L. A. Kenney, senior underwriting 
executive. 

Mr. Cartwright, in his new position, 
will assist in the over-all policy making, 
planning, and coordinating of the com- 
pany’s country- -wide underwriting ac- 
tivities with the exception of those states 
under the supervision of the Pacific 
Coast department. In recent months he 
has been engaged in helping establish a 
new special risk handling unit in the 
company’s casualty department. 

A native of Kansas City, Mo., Mr. 
Cartwright received his formal educa- 
tion at Columbia University and the 
University of Connecticut. He joined the 
Glens Falls in October, 1950, as a man- 
agement trainee but this was interrupted 
by a two-year tour of duty with the U. S. 
Navy during the Korean Conflict. He is 
also a veteran of World War II. In 1952 
he returned to Glens Falls. Before join- 
ing the systems and procedures depart- 
ment in 1958 he served as special agent 
in the Nashville, Tenn., and Pittsburgh 
branch office territories. 


Greater N. Y. Mutual 
Advances A. E. Rosenthal 


Alexander E. Rosenthal, assistant gen- 
eral counsel of the Greater New York 
Mutual Insurance Co., has been elected 
assistant general manager. Mr. Rosen- 
thal has been a member of the legal de- 
partment of the Greater New York Mu- 
tual since April, 1936. He graduated 
from City College of New York in 1932 
magna cum laude and is a member of 
Phi Beta Kappa. He was a Kent Scholar 
at Columbia Law School from which he 
graduated in 1934. 


New Phila. Radio Station 
Gets “Green Tree” Ad 


One of Philadelphia’s oldest insurance 
companies became advertiser No. 1 on 
the city’s newest radio station when J. 
Morgan Denison, secretary of the Mu- 
tual Assurance Co. for insuring houses 
from loss by fire, signed the first ocon- 
tract with WPBS for broadcast adver- 
tising starting with the station’s opening 
early in December. 

Mutual Assurance, popularly known as 
the “Green Tree” company because of 
its traditional emblems seen on many 
houses, has been a consistent radio ad- 
vertiser for a number of years. The com- 
pany was founded in 1784 to accept pol- 
icies on homes surrounded by trees. Be- 
fore this, such properties were regarded 
as poor risks. 

Station WPBS, with offices, studios 
and broadcasting facilities at Rox- 
borough, is owned by The Bulletin Com- 
pany. 


Reliance Boosts Dividend 


The Reliance Insurance Co., Philadel- 
phia, has declared a regular quarterly 
dividend of 6) cents a share payable 
December 15 to stockholders of record 
November 17. 

Kenneth B. Hatch, president, in an- 
nouncing this increase of five cents over 
the per share quarterly cash dividend 
previously paid, stated that the dividend 
increase was predicated on improved op- 
erating results together with increased 
investment income. Mr. Hatch further 
said that in view of the increase in cash 
dividend, the directors voted not to de- 
clare a stock dividend such as ws de- 


clared in the last two years. 
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Weghorn Agency Business Continuity 
Concept Explained to N. Y. Brokers 


The Business Continuity Concept, now 
being featured by the John C. Weghorn 
Agency, Inc., New York, was put before 
New York City insurance brokers, rep- 
resenting some of the largest houses “on 


the Street,” at an orientation and sales 
seminar held in the State Chamber of 
Commerce Building November 9 with 
40 or more producers attending. Hosts 
were John C. Weghorn, president, and 
Richard J. Weghorn, manager, life and 
health insurance department of the agen- 
cy 

Purpose of the seminar was to bring 
to attention of wide-awake brokers the 
desirability of selling a complete pack- 
age of protection—life and health insur- 
ance—plus business interruption (U.&0.) 
insurance, a line which has not been 
pushed strenuously enough by producers. 
Clem Shelton, assistant manager, New 
York City department of the Weghorn 
Agency, the speaker on this coverage, 
put it on the line when he said: “Never 
has a coverage been so firmly believed 
in and so spectacularly undersold.” 

Besides Mr. Shelton the seminar speak- 
ers were President Weghorn, who opened 
the meeting; Richard Weghorn, who un- 
derscored the |Business Continuity Con- 
cept; William Dobson, who told about 
various saleable disability income pol- 
icies, and L. P. Brace, supervisor of busi- 
ness insurance training of Canada Life, 
which the Weghorn Agency represents 
as general agents. Mr. Dobson, who has 
a background of 50 years in the busi- 
ness, put his emphasis on sale of busi- 
uess life insurance both for corporations 
and partnerships. 


Stresses Simplicity of Approach 


President Weghorn said that this is 
one of a series of seminars which will 
be given for New York insurance brok- 
ers. He stressed the multiple line facili- 
ties of the agency which makes it easy 
for producers to turn a complete account 
over to Weghorn experts rather than 
placing the lines involved direct with 
companies. He noted in particular that 
under the business continuity concept an 
intricate U. & O. line could be handled 
in his office via the time-saving simplified 
niethod of using worksheets to arrive 
at the proper U. & O. rate for a specific 
line, regardless of the character of its 
business. Mr. Weghorn also said: “By 
our method of calculating we can ‘hit 
it on the head’ on how much U. & O. 
insurance an insured should have.” 

Richard Weghorn in his remarks high- 
spotted the agency’s facility to do a 
packaging job on life, A. & S. and gen- 
eral lines. He said that packaging (1) 
increases sales; (2) lowers the handling 
costs and \(3) increases the producer’s 
commission and saves his time. “We can 
reduce paper work,” Mr. Weghorn said, 

“and at the same time increase your 
effectiveness in serving client needs. This 
is a type of account selling where we are 
endeavoring to cover nearly every type 
of business contingency, particularly in- 
demnity for loss of life, injuries, prop- 
erty, earnings and keymen.” 

To make his talk more effective Mr. 
Weghorn put slides on a screen which 


gave “case history” on a supermarket 
business, owned by two brothers, with 
total assets of $120,000, net worth of 
$85,000 and $1 million annual sales vol- 
ume. Chartered in 1942, this mythical 
business, he said, had a good financial 
rating. It carried $80,000 of fire insur- 
ance on merchandise and fixtures but its 
pressing need, in Mr. Weghorn’s opinion, 
was for business interruption (U. & O.) 
insurance. 

Mr. Shelton followed up “Dick” Weg- 
horn by describing how a U. & O. pro- 
gram was set up for this supermarket. 
The main objective was to protect against 
loss of profits and the continuing ex- 
penses of the business. Mr. Shelton 
brought out: 

“We have not sold too many U. & O. 
policies in the past because many firms 
are reluctant to tell us their gross earn- 
ings for the year. They are frightened 
by ore. U. & O. forms. We make 
it simple for them to furnish this infor- 
mation on Weghorn worksheets espe- 
cially designed for that purpose. Under 
our plan no co-insurance need be re- 
quired. We can insure for any percentage 
of the firm’s monthly income the owner 
would like to have covered. A manufac- 
turing and mercantile form that normally 
the insured would be required to fill out, 
is taken off his hands by our worksheet. 
A chart was flashed on the screen listing 
41 major industries with the required 
U. & O. insurance shown in each case. 

For the supermarket a total of $92,800 
of insurance was figured at an annual 
premium of $04.61. This would be with 
80% coinsurance. 

“Dick” Weghorn emphasized at this 
point that the worksheet approach points 
up to the fact that “we can approach a 
man with the knowledge that we know 


all about his business and its insurance 





needs.” 
Dobson on Keyman Disability Income 


William (‘Dobson said that the first 
keyman contracts were written in 1952 
and since that time the concept has 
grown to such an extent that “we can 
now give a ‘firm complete coverage from 
office boy to top-ranking executives.” 
The big question in the minds of a firm’s 
owner, he said, is how long can he con- 
tinue the salary of a keyman when he is 
disabled due ito accident or sickness. 
Admittedly, employers face tough de- 
cisions when one of their keymen is dis- 
abled. They simply cannot pay his salary 
indefinitely. That is where keyman dis- 
ability insurance comes to the rescue. 

The Weghorn Agency is prepared, 
Mr. Dobson said, to submit a formal 
program of keyman salary continuance 
insurance on a sound, business-like basis. 
A fixed premium is substituted for an 
unknown exposure. Groups of five or 
more keymen are covered as well as in- 
dividual keymen. Under the group plan 
the employer selects the employes to be 
covered and generally pays the entire 
premium. He can deduct the premiums 

paid from his income tax. The protec- 
ian Mr, Dobson said, is for both on and 
off the job injuries. 

Pointing to the simplicity of the pro- 
gram’s administration, he said that on 50 
or more lives all underwriting is waived. 

He noted ‘that there is also a franchise 
approach whereby an employer gives 
permission to the agent to talk to his em- 
ployes about the plan. It is handled on a 
payroll deduction basis, he said. On an 
individual basis a choice of income dis- 
ability policies are available. The desir- 
ability of writing higher limits was em- 
phasized. 

Mr. Dobson ended his talk by illlustrat- 
ing how the mythical supermarket’s part- 
ners bought their keyman disability in- 
come insurance. 


Brace Emphasizes Motivation 


As the windup speaker of the seminar, 
Mr. Brace emphasized that a technique 
of motivation was needed in selling key- 
man life insurance. The main thing to 
watch out for, he warned, was not to 
clutter up the sales presentation (or the 
recommended program) with technical- 
ities. In this connection, he told his 
broker audience: “You are fortunate 
to have an office like that of Weghorn 
where you can get the answer to any 
technical question.” 

Mr. Brace put the question: “Do we 
frequently fall into the trap of getting 
too technical? Do we always keep our 
sales talk on a simple basis? We should 
as the success of the sale is at stake.” 

The speaker then suggested a simple 
sales approach on a cold canvass call. 
He would ask such questions as “is your 
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business for sale; when do you think it will 
be for sale; how would you like to have a 
deal that would enable you to sell your 
business when you want to and at the 
same time, when you retire you will get 
a full and fair price for it?” 

Mr. Brace mentioned that the estate 
created will probably grow in size. Some 
day the principal will want to get rid of 
it. “We are endeavoring to set up for 
him an adequate business life insurance 
program. In so doing what is most neces 
sary is to reduce the loss in selling red 
business (if necessary) to a minimum 
Thus it’s desirable to get a satisfactory 
buyer who is willing to pay a fair price. 
Perhaps it will be a key employe or 
possibly a competitor.” 

At this point- a works heet showing 
a business insurance sale of the super- 
market partnership was flashed on the 

(Continued on Page 38) 
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Atlantic Cos. Head Favors Including 
Agents in Policy Making Discussions 


Representative agents should be in- 
cluded in top-level policy decisions by in- 
surance companies when such decisions 
involve the insurance-buying public, ac- 
cording to Miles F. York, president of the 
Atlantic 


sults of 


Companies. Summarizing re- 
Atlantic’s 
advisory councils, 


had 


advice of 


new series of agents 
Mr. York said that his 
benefited 


companies greatly by 


seeking the agents on impor- 


tant company policies. 
“We consider our national agents ad- 


visory council in the same category as 
committees of our board of 


York, 


information on the 


one of the 
trustees,” said Mr. 
shared 


“and conse- 
quently we 
our organization 
The 
information, Mr. 


intimate workings of 
purpose of 


York 


inform 


with council members.” 
this exchange of 
pointed out, was not only to 
agents about company plans for the fu- 
but also ‘to 


in the 


ture, obtain agents’ advice 


formulation of such plans. 


Agents’ Aid in Marketing 


“The best professional, pr 
agents in the business,” Mr. York added, 
“have sales experience and information 
which can prove invaluable to a com- 
pany 
insurance 
pendent, 


our agents are inde- 
they can provide an evaluation 
of the insurance market from a _ view- 
point which no company executive or 
employe by the nature of his position can 
fully share. The inclusion of this view- 
point as’ a factor in company decision 
making—particularly in the field of sales 
and marketing—may prove a big step 
forward in solving some of the industry's 


Because 


most difficult problems.” 
The Atlantic agents advisory council 
was formed as a continuing body earlier 


this year as a result of a series of agents 
seminars which the companies held in 
various parts of the country during 1960 
Three regional meetings of the council 
were held during September: an Eastern 
regional meeting in New York, a Mid- 
west meeting in Chicago, and a Pacific 
meeting in Pebble Beach, Calif 

In October an agents national advisory 





council meeting was held in New York 
City with agents from these three re 
gions. Agents attending the antional 
council meeting included B. F. Knapp, 
Jr. Shepherd, Knapp & Appleton, Fresno, 
Calif.; E. Paul Brooks, Sr., Brooks In- 
surance Agency, Inc., Toledo, Ohio: 
Gleeson L. Payne, Ingham, Coates and 
. 

Weghorn Seminar 

(Continued from Page 37) 
screen. It was explained that this is 


where a keyman becomes a part buyer 
in case the two owners of the mythical 
supermarket should die. The important 
part of the transaction, the speaker ex- 
plained, is that a plan is set up embrac- 
ing what the owners want to have done 
with their business at a price agreeable 
to them. One way of doing it is a buy 
and sale agreement which Mr. Brace 
explained. 

_The two main problems always in the 
picture are (1) whether the business will 
be continued or (2) ithe business ceases 
after the owner steps out or retires. He 
must decide for himself which of these 
alternatives he desires. 


in the basic function of marketing 





MILES F. 


YORK 


Payne, Pasadena, Calif.; Max L. Holmes, 
of Holmes, Prouty, Murphy & May, Des 
Moines, Iowa; William C. Walker, 
Bowen, Perry & Fobes, Inc., Syracuse, 
y. Y., and Morgan B. Speir, Jr., Speir 
& Company, Inc., Charlotte, N.C. 


Clarke Smith to Become 


U. S. Manager of Marine 


Percy Chubb, president of Chubb & 
Son, Inc., and H. M. MacDiarmid, man- 
ager and underwriter of the Marine In- 
surance Co., Ltd., London, England, 
jointly announce termination as of Jan- 
uary 1 of arrangements under which 
Chubb & Son act as United States man- 
agers for the Marine. The Marine is a 
wholly-owned subsidiary of the London 
& Lancashire which earlier this year was 
acquired by the Royal Insurance Co., 
Ltd. Chubb & Son have served as United 
States managers for the Marine for more 
than three-quarters of a century. 

Clarke Smith, executive head of the 
Royal-Globe Insurance Companies in the 
United States, will become United States 
manager of the Marine and W. H. Cur- 
wen its United States marine manager 
on and after January 1, when its oper- 
ations will be combined with those of 
the Royal-Globe Insurance Companies at 
150 William Street, New York City. 


$55,000,000 Paid For 


Carla Hurricane Losses 

An estimated $55,000,000 was paid by 
capital stock insurance companies to 110,- 
400 insureds during the first 60 days 
after hurricane Carla blew ashore on thie 
Texas Gulf Coast, according to a pro- 
gress report released by B. P. L. Carden, 
general adjuster, National Board of Fire 
Underwriters. 

Coordinating and expediting the han- 
dling of hurricane losses through special 
National Board storm offices located in 
Houston, Galveston and Corpus Christi, 
Mr. Carden is in a position to evaluate 
the handling of Carla He paid 
tribute to the thousands of adjusters, in- 
surance agents, and insurance company 
personnel whose work resulted in the 
adjusting of 76% of all reported losses 
within 60 days. 


losses. 


Chubb & Son Mark 10th Anniversary 
Of Short Hills, N. J., Branch Office 


Chubb & Son Inc., multiple line insur- 
ance underwriters, are celebrating the 
tenth anniversary of the opening of the 
office at Short Hills, N. J. It is built 
on land held on long-term lease from 
The Prudential Insurance Co., and was 
the first development in The Short Hills 


—w; Hendon Chubb, then senior partner 
of Chubb & Son, was for many years 
on a board of directors of The Pru- 


dential and chairman of its finance com- 
mittee 

The original holding of 9.2 acres has 
been enlarged to 14.5 acres, buildings 
from 88,524 square feet to 117,348 square 
feet, parking space for from 172 cars to 558 
cars for accommodation of staff which 
has grown from the original of 460 to 
SOU people. 

pe, these 10 years, 
ber of Chubb & Son’s entire staff has 
grown from 1,387 to 2,052, branches in 
Canada and United States from 12 to 35 
and the International Division, organ- 
ized in 1958, has developed underwriting 
and claims facilities in most parts of the 
free world. 


Importance of Short Hills Office 


From the standpoint of branch office 
operations and business development 
generally it is recognized that underlying 
all activities are sound internal functions. 
The center of these activities for Chubb 
& Son is the Short Hills office. Efficiency 
and organization in such fundamentals 
as underwriting, loss handling, account- 
ing, policy issuance, statistics, systems, 
research, and auditing are all-important 
in the development of sound underwrit- 
ing practices and service to producers, 
necessary features for continued growth 


also, the num- 


} 


in the insurance industry. The Short 
Hills office plays an important part in 
the overall portrait of the organization. 

Starting in 1882 in ocean marine hull 
and cargo insurance, the firm remains a 
leader in this field, having established a 
similar position in all classes of risks. 
The professional staff of Chubb & Son 
now provide the widest range of under- 
writing services. 

Under management contracts with in- 
surance companies, they have managed 
the American affairs of several British 
companies since the firm was founded 
and continue to do so. The American 
managed companies are the Federal with 
its wholly owned subsidiary the Vigilant. 
In 1957 the Federal acquired a 97% cap- 
ital stock control of the Colonial Life 
of East Orange, and in 1960, 100% of the 
Great Northern of Minneapolis. The firm 
is also co-manager of Associated Avia- 
tion Underwriters, a group of 24 lead- 
ing insurance companies. 


Growth of Premium Income 


For the managed companies gross pre- 
miums written have grown from $75,- 
167,408 at December, 1961, to $142,3 
497, at December, 1960. Similarly gross 
losses incurred have gone from $36,- 
266,971 to $74,473,319. 

An electronic data computer, the 705, 
began operation in Short Hills office in 
May, 1956, the ninth to be manufactured 
by IBM and the first to be operated by 
a multiple line insurance organization. 
The staff then numbered 650. With the 
staff at 800 for over the past year this 
computer was augmented in April, 1961, 
by operation of the IBM 7070 and IBM 
1401 computers. 


Smith on Surplus Lines 


(Continued from Page 35) 
and non-admitted insurers under the 

“confining regulatory yoke now impose:! 
on admitted insurers alone. This would 
be wrong in theory and harmful in prac 
tice. The principles of free enterpris: 
require equal opportunities, not equal 
handicaps.” 

Thus, he declared, the true solution 
of the surplus line problem lies in free- 
ing the admitted carriers, rather than in 
shackling their competitors. “Turn ad- 
mitted carriers loose, and you can expect 
their competition to improve still further 
the specialized rates and forms you now 
enjoy from non-admitted carriers.” 

Mr. Smith summarized the four main 
links in the chains that bind admitted 
companies as: restrictions on rates, 
forms, and the burdens of countersigna- 
ture and taxation. They must be stricken 
one by one, he stated. 

Concluding, Mr. Smith told the con- 
ference that the American admitted in- 
surance companies “need your help in 
abolishing overly burdensome regulatory 
laws so that they will have the necessary 
freedom to properly serve you and the 
general public alike. It is up to the 
companies to take the lead, but I know 
the enormous power of your voice, and 
my plea is for your active support with 
legislators and others when the time 
comes.” 


St. Paul Figures 


(Continued from Page 29) 
premiums of $12,900,000 were $1,700,000 
over 1960’s nine-month total. 

Underwriting and operating profits for 
the three companies, however, A. B. Jack- 
son, president, said, ended up in the 
red for the first nine months of 1961. 
The total loss was reported at $3.600,000. 
St. Paul Fire and Marine and St. Paul 
Mercury showed an underwriting loss 
of $3,100,000 and Western reported an 
operating loss of $461,000 as of Septem- 
ber 30. 

Hurricane Carla’s $2,500,000 loss and an 
auto underwriting setback of $1,600,000 
were the main reasons for the red figures, 
Mr. Jackson said. On the brighter side, 
investment income totaled $8,200,000 for 
the first nine months of this year, an in- 
crease of $638,000 over the same period 
in 1960. 

The St. Paul’s total net gain from 
operations came to $5,000,000 as of Sep- 
tember 30, compared to $7,400,000 dur- 
ing the first nine months of 1960. 

The property department’s premiums 
of $54,500,000 were down $730,000 during 
the nine-month period as compared to 
a year ago. Yet, Homeowner’s premiums 
were up $1,400,000. 

The indemnity department (auto, bond, 
casualty and health) premium of $76,- 
500,000 were up $2,000,000 over the same 
nine-month period a year ago. Auto 
added $400,000, bond $300,000, casualty 
$1,200,000 and health $100,000 in pre- 
miums. 

St. Paul Fire and Marine and St. 
Paul Mercury increased its surplus some 
$26,00,000 for a total of $196,000,000 as of 
September 30. Western Life increased 
its surplus $465,000 during the nine-month 
period. 





John Treiber Dies 


John Treiber, founder, president and 
a director of the John Treiber Agency, 
Brooklyn, an insurance agency, died last 
Tuesday in Caledonian Hospital, Brook- 
lyn. He was 76 years old. Mr. Treiber 
also was vice president and a director 
of Clinton P. Hamilton, Inc., another 
Brooklyn insurance agency. He had been 
general agent for Long Island of the 
World Fire and Marine and later repre- 
sented the Century Indemnity in Brook- 
lyn. Mr. Treiber also had represented 
the Aetna for more than half a century. 

Surviving are three sons, Russell C., 
Howard F. and Dr. John C. Treiber; two 
- aughters, Mrs. Ruth Rauch and Mari 
lyn M. Treiber; two brothers, a sister, 


12 grandchildren and a great- -grandchild. 
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Fire-Casualty Marketing Highlights 
Panel at NAIL 17th Annual Meeting 


Gurash, Branch, Evans and Hodges Exchange Ideas; Rep. 
Patman Urges Correction of State Laws; Assembly 
Also Hears McConnell, Parker 


By KaTHLEEN L. WHALEN 


Angeles, Nov. 14.—A panel dis- 
cussion on total marketing applying to 
fire and casualty insurance highlighted 
the second day session of the National 
Association of Independent Insurers’ 
17th annual meeting here at the Bilt- 
more Hotel. 

Moderated by Dr. Frank Lang, Chicago 
marketing and management consultant, 
the panel featured four company presi- 


Los 


dents, John T. Gurash, Pacific Employ- 
ers Insurance; Judson B. Branch, All- 
state; Harold G. Evans, American Cas- 


ualty and Charles Hodges, American 
Mutual Liability. 

Said Mr. Gurash, “Marketing is 
application of total resources into the 
direction of development of income to 
produce a profit. It is necessary that 
insurance companies know what is hap- 
pening in world markets in order to im- 
plement marketing in their field.” He 
said the post World War II period 
skyrocketed individual incomes , creating 
sophisticated consumers ripe for new 
methods. Consumer demand became one 
of quality at low distribution costs. 

Mr. Gurash outlined marketing tech- 
niques of his company and stressed im- 
portance of gearing company depart- 
ments, claims underwriting and engineer- 
ing to do sales job in total marketing. 
He deplored a climate that causes pricing 
policy to be influenced by activities of 
the state legislative body. “We are not 
pricing our product to produce a profit 
and this we must do if we are to benefit 
by total marketing,” he concluded. 


Traces History of Allstate 


Mr. Branch traced the history of All- 
state from the early 30s when as a pitch- 
man ‘he sold insurance over the counter 
at Sears Stores. He illustrated his talk 
with visual aids expressing Allstate’s six 
point marketing program: One stop sales 
and service, the importance of the cus- 
tomer; knowledge of the market; ad- 
vertising and merchandising product and 
coordinating sales activities under one 
marketing executive. Through charts and 
graphs Mr. Branch demonstrated All- 
state’s progress from sales of $118,000 in 
1931 to more than $560,000,000 in 1960. 

Mr. Evans described efficient marketing 
as the keystone of the future success of 
insurance business. “Insurance business 
is symbol of democracy,” he stated, 

“the bulwark of our economy since days 
of Ben Franklin. It is business that can- 
not become obsolescent. Its only fear is 
Government encroachment. We are walk- 
ing a tightrope between state super- 
vision and Federal intervention.” He 
summed up his concept of total mar- 
keting as selling the product at ade- 
quate rates, paying just claims promptly, 
compensating agents, paying employes so 
as to get and retain the best and 
rewarding stockholders adequately. 


Hodges’ Marketing Definition 


Mr, Hodges said his definition of total 
marketing considers every function of 


the organization to be directed toward 
determining and serving needs and wants 
of customers, constantly analy zing com- 
petition and finding ways of meeting 
competitors’ current and future offerings. 

He explained that his company’s mar- 
keting structure underwent change six 
years ago from centralized organization 
to five major territorial subdivisions with 
unified and semi-autonomous mianage- 
ment. Mr. Hodges outlined the value of 
data processing for those companies with 
sufficient volume to make electronic data 
processing economically feasible, con- 
cluding that he believes EDP will be a 
practical aspect of total marketing in 


the insurance business for many years 
to come. A question period closed the 
session. 
Patman Warns of Federal Action 
Congressman Wright Patman (D., 
Texas), principal luncheon speaker, de- 
clared that if deficiencies in state laws 


and regulatory practices cannot be cor- 
rected, Congress may be impelled to 
broaden the Federal laws to maintain 
competition in the insurance industry. 

Congressman Patman, who is a veteran 
member of the House of Representatives 
and co-sponsor of the Robinson-Patman 
Act of 1936, which was aimed at_plug- 
ging loopholes in the previous Clayton 
anti-trust law and putting effective 
restraints on price discriminations, told 
the NAII members that the Robinson- 
Patman Act was not written with any 
specific reference to insurance in mind. 
However, since that time a number of 


“confusing things have happened” he 
stated. 
“First, in the SEUA case,” Rep. Pat- 


man said, “the Supreme Court held that 
the insurance business in commerce with- 
in the meaning of the Federal antitrust 
laws, overturning the decision in Paul 
vs. Virginia, in which it was held that 
insurance is not ‘commerce’. 

“Second, after the SEUA case, Con- 
gress passed the McCarran Act providing 
insurance with certain specific exemptions 
from the antitrust law. This being true, 
one might conclude that Sections 3 of 
the Robinson-Patman Act does not apply. 

“But then more recently the Supreme 
Court has held that Section 3 of the 
Robinson-Patman Act is not an antitrust 
law after all, within the legal meaning 
of that term, so now I am not sure just 
where we stand. 

“But let us look at the practical facts 
of the matter,” he continued. “The main 
burden of keeping the insurance busi- 
ness competitive now rests with the 
states. Consequently, I believe that the 
states should take a new look to see if 
they are, or can be, effective in dealing 
with discriminatory practices and in 
dealing with conspiracies and other un- 
fair practices. 

State Barriers to Small Companies 

“The states should also take a new 
look at the barriers they have raised 


against small new companies entering the 
(Continued on Page 42) 


Gt Happened Last “Week: 


NBCU Auto Rate Revision 
In Michigan Calls for 19.4% 


Average Statewide Increase 


Automobile insurance rate revisions for 
Michigan announced by the National 
Bureau of Casualty Underwriters and 
the National Automobile Underwriters 
Association on behalf of their affiliated 
companies went into effect last week. 

NBCU increased basic premiums for 
automobile liability insurance according 
to the loss experience of the individual 
rating territories within the state. For 
individual motorists the premium in- 
creases vary, depending upon the area of 


the state and the classification of the 
car. 
For bodily injury liability coverage 


of $10,000 per person and $20,000 per 
accident and property damage liability 
coverage of $5,000 per accident, the pre- 
mium changes will result in an average 
statewide increase of 25% for private 
passenger Cars, 

More than half of Michigan motorists 
buy liability insurance protection in these 
amounts. This is the first general re- 
vision of basic premiums for private 
passenger. cars since November 26, 1958. 

Revisions of premiums for commercial 
cars and garages buying the broad cover- 
age were also announced. For coverage 
of $10,000/$20,000 bodily injury and $5,000 
property damage liability, premiums are 
increased 19.4% on the ave rage statewide 
for commercial cars and 9% for garages. 

The NBCU attributed the premium in- 
creases to the rise in the number of 
automobile liability claims incurred by 
policyholders and the higher cost of set- 
tling them. 

For every $100 of automobile liability 
premiums, claims and expenses amounted 





to $118 in 1959 and $113 in 1960. This 
means that for every $100 of premium, 
companies suffered an underwriting loss 
of $18 in 1959 and $13 in 1960, or an 
average of $15.60 for 1959 and 1960 com- 
bined. 


Physical Damage Premium Revisions 


NAUA announced revised premiums for 
automobile P. D. insurance, which re- 
imburses the car owner for damage to 
his own car. 


Changes vary according to the terri- 
tory, coverage and class of vehicle. Some 
premiums are increased, some are reduced 
and others remain unchanged. On the 
whole, the changes result in an average 
statewide increase of less than 4%. 

For private passenger cars, premiums 
for collision insurance are revised and 
result in an average statewide increase 
of 10%. Because of increasing collision 
losses incurred by cars with male drivers 
under age, collision insurance premiums 

for these classes of risks are increased 
approximately 20%. 


_ Premiums for comprehensive coverage 
for private passenger cars are also re- 
vised and result in an average statewide 
reduction of approximately 5%. Com- 
prehensive coverage affords the owner 
insurance aganist loss or damage to his 
car from fire, theft, windstorm, hail, 
glass breakage, flood and other perils 

P. D. insurance premiums for commer- 
cial vehicles are also revised. Some pre- 
miums are increased, some are reduced 
and others remain unchanged. On the 
whole, the revisions result in an average 
statewide increase of 1.8%. 

Premiums for the economy type special 
automobile policy remain unchanged. The 
special policy is different from the family 
policy in that it provides a combination 
of coverage in a single “package.” 





us at this address. 





REMOVAL NOTICE 


As of December Ist the offices of 
The Eastern Underwriter 
will be located at 


232 MADISON AVENUE 
New York 16, N. Y. 


where we will be located in Room 410. A cordial 
invitation is extended to our many friends to visit 


Our New Telephone Number 
LExington 2-1182 


J. OWEN STALSON 
President and Publisher 
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Leslie Offers Prescription for 


Program to End Chaos in Industry 


William 


Casualty 


Leslie, Jr., president of the 
Actuarial Society, last week took 
cognizance of cries of “chaos” by insur- 


sp »k 


rent ly 


ance industry esmen in describing 


problems curr facing their business 


and he offered ‘a five-point “prescription 


for a program for “bringing chaos under 
control and producing order.” 

Mr. Leslie made his proposals in his 
presidential address in Chicago at the 
society's annual meeting. He recom- 
mended: 

Offers Five Recommendations 

“First and foremost, the direct need 


for ratemaking in concert should be 
recognized ‘and all 
ribute 


insurers should con- 


their thought and effort and fair 
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share of expense in operating the neces- 
sary organization or organizations prop- 
erly to bring this about. 

“Next, concerted ratemaking should 
be made to generate a completely thought 
out and thoroughly refined classification 
system. True differences among hazards 
should be recognized and in most lines 
the number of different classes probably 
should be greater than they are today. 
3y having a practical but thoroughly re- 
fined classification system there could be 
little doubt that the hazards 
of the insured objects were being proper- 


inherent 


ly measured and that universal respect by 


all insurers should be accorded this 
measurement. 

“Thirdly, in order to safeguard a classi- 
fication system and at the same time 


protect the public, insurers should retain 
the right to try out experimentally dif- 
ferent classification breakdowns. As a 
practical matter if the original classifica- 
tion job has been done thoroughly there 
will probably be very little temptation 
to do this but the fact of experimental 
possibility will itself go a long way to- 
ward insuring that the original job will 
be done well. 

“Fourth, all of this classification and 
hazard measurement work should be 
done within the framework of a system 
of standard forms. If, as will be sug- 
gested, competition among different mar- 
keting methods is to be maintained, then 
it is vital that there be not only proper 
and agreeable measurement of hazard, 
but that there also be well worked out 
standardization of the insuring agree- 
ments. These latter are, after ‘all, the 
conduits through which the hazard or 
risk is transferred to the insurer. Just as 
when there are to be many plumbers 
competing there must be standard sizes 
of pipe and standard methods of thread- 
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WILLIAM LESLIE, JR. 
Ratemaking in Concert—the Key 


for the offering of insurance. 

“Finally, having footed their practices 
upon sound forms and soundly deter- 
mined classified pure premiums, the in- 
dustry can engage in fair and healthy 
competition in the field of marketing and 
administrative efficiency and service. In 
this climate. the best will be successful 
and the worst will risk failure, but for 
the long run an insurance industry in 
which the public can have confidence 
should thrive.” 


Cites Workmen’s Compensation System 


In today’s market the line of insurance 
most nearly conducting its affairs along 
these lines seems to be workmen’s com- 
pensation where there is a highly refined 
class system, where there is almost uni- 
versal concerted ratemaking for the 
proper establishment of inherent hazard, 
where policy forms are standardized, but 
where the price differences created by 
different marketing methods have long 
been well recognized, Mr. Leslie said. 

“You will see by this that it is my 
belief that while on tthe one hand there 
is no such thing as an independent 
company, that on the other it does not 
seem necessary to lock in all insurers 
to the same final rate,” he stated. 

Almost all of the so-called chaotic 
conditions being decried today stem from 
one single aspect of our business, and 
that is ratemaking in concert, Mr. Leslie 
pointed out. 

“Tt would seem that the concept of 
ratemaking in concert, taken I am sure 
almost for granted by all participants in 
the insurance field, is now either badly 
misunderstood in some places or its basic 


premises are being conveniently over- 
looked,” he stated. 
“There seems clear evidence indeed 


that the very fundamental economic func- 
tion being performed by insurance has 
been forgotten. Recall, if you will, that 
insurance arises out of and is a neces- 
sary part of the economic enterprise of a 
free people. It has an inherent nature 
related to the needs of that economy 
which cannot be altered without the 
prior alteration of the economy itself.” 


F. R. Prigge Promoted by 
Seaboard Surety of N. Y. 


The promotion of Frank R. Prigge to 
manager of the eastern department of 
Seaboard Surety in New York is an- 
nounced by Vice President Joseph J. 
Schratwieser. Mr. Prigge has been with 
the company for the past seven years 
doing production and underwriting work 
in its eastern department. 

A graduate of St. Francis: College in 
Brooklyn, N, Y., he had previous bonding 
experience with the Fireman’s Fund in 
New York and New Jersey. 


Earnings and Profit Up 
For Employers Re. 


SIZABLE GAINS MADE IN 9 MOS. 


$1,949,229 Net Underwriting Gain; Sur- 
plus Increased by $4,614,815; Assets 
Top $101 Million 


Employers Reinsurance Corp. of 
Kansas City scored sizable gains in all 
of its operations during the first nin 
months of 1961. Net premiums written 
of $26,949,598 compared with $26,482,754 
in the same period of 1960. Net under- 
writing gain totaled $1,949,229 a healthy 
gain over $1,594,428 in the previous year’s 
period. Net investment earnings were 
respectively $1,945,101 and $1,759,107. 

For the first three quarters the Em- 
ployers showed 1961 net earnings before 
taxes of $3,894,657 and $2,788,682 after 
taxes. Comparative 1960 net earnings 
were $3,426,539 and $2,472,819. 

As of September 30, 1961, total assets 
of the company topped the $100 million 
mark—$101,257,424, compared with $96,- 
753,919 a year ago. Market value of 
bonds under amortized value at Septem- 
ber 30 was $1,644,014. Gain in market 
value of stocks and Canadian bonds for 
the same period was $3,406,080. Be- 
tween last December 30 and September 
30 cash decreased by $908,591; bond hold- 
ings went up $704, 887; stock holdings also 
increased by $4,751, 105 and other asscts 
decreased by $43,896. 

During the first nine months the Em- 
ployers Reinsurance increased its sur- 
plus by $4,614,815, making the total on 
a statutory basis $31,616,661 on Septem- 
ber 30. Together with voluntary special 
reserves of $766,707 and capital of $3,- 
500,000, the surplus to policyholders on 
September 30 stood at $35,116,661. 

Cash dividends paid this year to date 
totaled $1,050,000 ($1.50 per share) com- 
pared with 1960 cash dividends ($1.40 per 
share) of $910,000. 


HOLD HEARING ON NBCU PLAN 


Washington Insurance Department to 
Examine Eligibility Rule of Experience 
And Schedule Rating Plan 
The Washington Insurance Depart- 
ment has scheduled a public hearing for 
today (Monday, November 20) at its of- 
fice in Olympia, on the eligibility rules of 
the experience and schedule rating plan 
now authorized for use by member and 
subscriber companies of the National 

Bureau of Casualty Underwriters. 

John J. Savage, Pacific Coast man- 
ager of the bureau, will represent the 
companies at the hearing. George W. 
Clarke, Seattle attorney who specializes 
in insurance law, will be counsel for the 
bureau in this matter. 

“The bureau is confident that this new 
plan will be continued in force,” Mr. 
Savage said, “because it represents an 
approach to underwriting insurance that 
better serves the insuring public and 
provides the independent insurance 
agents and brokers a flexible method of 


meeting the individual needs of many 
insurance buyers in a changing Amer- 
ican economy. 

“The new plan,” Mr. Savage said, 


“recognizes that common ownership is 
not the only condition for establishing a 
valid group for rating purposes. Ob- 
viously, exclusive franchise and employe- 
owned fleets of cars controlled by em- 
ployers are properly combined groups 
and in no sense can be considered ficti- 
tious grouping. Quite simply the plan 
is an underwriting advance that keeps 
pace with the progress in the competitive 
American business system which the in- 
surance industry serves.” 


SURETY MEN ELECT WALSH 

Surety Underwriters Association of 
Rochester has elected Edward F. Walsh 
president. He is Rochester manager of 
U. S. Fidelity and Guaranty Co. The 
association also made H. P. Mason vice 
president, Willard Hubbard secretary 


and Gerald McCarthy treasurer. 
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Declining Reliance Upon Foreign Markets 





Carson Sees Domestic Reinsurance 


Soaring; Capacity Greatly Expanded 


Los Angeles, Nov. 15.—Ellis H. Carson, 
president, New England Reinsurance 
Corp., Boston, painted a vivid picture 
of the growing American domestic re- 
insurance market in addressing the NATI 
convention here today. He told of the 
tremendous growth in reinsurance pre- 
miums written by U. S. companies since 
1951, the earliest year for which such 
figures are available, and said it is likely 
that the 1960 reinsurance writings will 
total $480 million, an increase of 140% 
over that of 1951. “This rate of increase,” 
he emphasized, “is considerably larger 
than that experienced in the direct in- 
surance market where, in the ten years 
ended 1960, stock and mutual companies 
had an increase of 92%.” Furthermore, 
Mr. Carson noted a declining reliance 
upon foreign markets which, he said, 
“clearly indicates ability and willingness 
of American reinsurers to meet the needs 
of the expanding American market.” 

Admittedly, the steady growth of the 
domestic reinsurance industry will de 
pend on the continued growth of the 
general insurance market. However, Mr. 
Carson believes that the growth pote ontial 
will also be realized through “the in- 
creased confidence placed in the Amer- 
ican market by foreign as well as do- 
mestic insurers.” Throughout his address 
he emphasized how reinsurers in this 
country have demonstrated their ability 
to adapt to new coverages and new 
forms, and he is confident that this trend 
will continue. (He also expects that re- 
insurers will continue to provide the fi- 
nancial capacity and integrity necessary 
to merit the confidence of insurers 
throughout the United States and across 
the whole of the Free World. 

At the outset of his address, the 
speaker gave a breakdown of U. S. 
reinsurance premiums written, saying 
that 55% was derived from fire and allied 
lines and 45% from the remainder. “These 
were the percentages in 1951 and they re- 
main unchanged ten years later,” he said. 
He continued: 

“At first glance this may seem sur- 
prising because of the generally ac- 
cepted fact that the growth of the prop- 
erty lines has been much less rapid than 
that experienced by the casualty busi- 
ness. As a matter of fact, ithe increase 
in the fire premiums over that decade was 
64% as compared with an increase of 
104% for the casualty lines. It is thus 
apparent that the growth in the casualty 
business has not brought about compar- 
able expansion in casualty reinsurance. 

“This phenomenon stems from the fact 
that in the fire and other property lines, 
pro rata reinsurance still predominates, 
although currently there is a noticeable 
trend towards the more extended use of 
excess of loss reinsurance. With the 
other lines, excess of loss reinsurance 
predominates.” 

Mr. Carson maintained that if the 
trend of these figures is a sound basis 
for prophecy, “it may be averred that 
while there will be continued growth in 
the reinsurance market, its strides for- 
ward year by year will not be as rapid as 
they have been over the past ten years. 


Declining Reliance Upon Foreign 
Markets 


As to the falling off in premiums 
ceded to foreign markets, Mr. Carson 
quoted from the most recent 8-year 
period reported by the U. S. Department 
of Commerce. He brought out: 

“Premiums assumed from foreign in- 
Surers in the same eight years (1951-59) 
have increased from $21 million to $56 
million, an increase of 160%. This dem- 
onstrates how the United States is stead- 
ily becoming a more important factor as 


an underwriter of reinsurance in world 
markets. The largest volume of foreign 
assumptions, about 40% of the total, came 
from Great Britain, and a_ substantial 
part of this represents reinsurance of 
London Lloyd’s syndicates. Perhaps it is 
not generally realized the extent to which 
Lloyd’s relies on the American reinsur- 
ance market for stop loss and catas- 
trophe protection.” He continued: 
“Continued growth of American rein- 


surance in world markets will undoubt- 
edly call for increased knowledge of 
insurance and reinsurance practices in 


overseas countries, particularly in the 
facets where they ‘differ from our own. 
One substantial difference lies in the re- 
liance which continues to be placed on 
‘reciprocation.’ This means the balancing 
of transactions not only on the basis of 
premium volume but on the basis of 
underwriting profitableness, too. 

“In this latter connection it must be 
recognized that largely on account of 
greater freedom of action accorded ‘to 
foreign companies by their respective in- 
surance laws and regulations, under- 
writing profit margins tend to be greater 
on the average than in the United States. 
Therefore, the possibility of American 
companies securing foreign reinsurance 
against reciprocity of ‘this kind is com- 
paratively limited. Conversely, foreign 
reinsurance offered here is likely to be 
available only because it is not of the 
kind which will be accepted on a recipro- 
cal basis in its natural habitat. 





ELLIS H. CARSON 


“Tt is for reasons such as this that sev- 
eral American companies seeking to as- 
sume foreign reinsurance have found it 
desirable to set up underwriting units 
in London or on the continent of Europe. 
This makes possible the acquiring of a 
greater intensity of local knowledge and, 
by virtue of their proximity to the mar- 
ket place, enables them to see and con- 
sider a greater proportion of the average 
business in addition to that which pre- 
sents unusual acceptance problems.” 

The speaker did not think that ad- 
verse loss experience on foreign reinsur- 
ance assumed by American companies in 
more recent years should be regarded as 
“too discouraging.” He felt that some of 
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this may have been due to what may be 
termed as the over-riding anxiety char- 
acteristic of so many ventures into new 
fields. This is to write for the sake of 
putting business on the books. “How- 
ever, we should keep in the forefront of 
our thinking that if only on account of 
the substantial financial resources that 
are behind the American insurance in- 
dustry, it is a most attractive market for 
reinsurance, foreign as well as domestic. 
Because of the thorough and detailed na- 
ture of our insurance accounting proce- 
dures, authenticated information as to 
our liabilities, assets and surplusses is 
readily accessible for all the world to 
see, to analyze and to appraise.” 

As an added attraction, Mr. Carson 
referred to the complete freedom en- 
joyed by American companies 'to make 
remittances abroad. 


Advent of Multiple Line Underwriting 


The speaker then stated that if one 
factor above all others was to be sought, 
which has contributed most to the growth 
of 'the domestic reinsurance market, this 
could be found in the multiple line under- 
writing step taken in 1944, “which broke 
the log jam hitherto blocking the writ- 
ing by fire companies of casualty busi- 
ness and vice versa.” 

He credited a special committee of 
distinguished company executives and 
producers, named by the Commissioners’ 
subcommittee on laws and _ legislation, 


whose objective was “to consider 
whether, in the public interest, it is ad- 
visable to make multiple line under- 
writing powers universally available to 


insurance companies.” John A. Diemand, 
then president of Insurance Co. of North 
America, was chairman of this com- 
mittee. 

Of its five-point plan of action, which 
was adopted and then promptly imple- 
mented throughout the several states, 
“the point most pertinent to our present 
discussion,” said (Mir. Carson, “was that 
which provided ‘ any fire, marine, casualty 
or surety company should be empowered 
to accept any and all kinds of reinsur- 
ance other than life and annuities, pro- 
vided it maintains a minimum policy- 
holders’ surplus of $1,500,000.’ ” 

Immediate active use of the new pow- 
ers in a broad and general fashion came 
about through the avenue of reinsur- 
ance, in the speaker’s opinion. Thus, it 
became legally possible for fleets of com- 
panies under one ownership to consoli- 
date their operations by adoption of 
pooling arrangements, now in common 
use. “This utilization of reinsurance in 
an intra-corporate manner resulted in 
spread of risk which is a true function 
of reinsurance. 

“It took time for fire companies to 
position themselves to write casualty 
business and vice versa, but the influence 
on reinsurance practice was immediate. 

‘In addition to the arrangements for 
inter-company pooling, reinsurance com- 
panies began to use their newly broad- 
ened powers and certain insurance com- 
panies opened reinsurance departments 
and management-operated syndicates in 
the reinsurance market greatly expanded 
their base of operations. 


The Connecticut General Life Decision 


“Mention might here be made to what 
has been described as ‘a spectacular de- 
cision and one of the most significant 
cases,’ This refers to the recent action 
of the New York Court of Appeals in 
ruling that the Connecticut General Life 
could acquire a controlling interest in a 
fire and casualty insurance company and 
continue to be licensed in the state of 
New York. The question is naturally 
now posed as to the manner in which 
life companies will proceed in the light 
of this decision.” 

As to future trends in the growth of 
domestic reinsurance, Mr. Carson said: 
“Maybe it will once again be ‘through 
the medium of reinsurance that party 
lines will be crossed without much 
further delay or ado. Specifically, it may 
be in this way that life companies will 

(Continued on Page 42) 
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insurance business. Are the high financial 
requirements and the prolonged waiting 
periods which have been prescribed really 
protecting the public, or are they deny- 
ing the public the benefits of small new 
competitors in the insurance field? 
“Finally, there should be a new look 
at the effects of the practices of some 
of the state officials, such as their failure 
to give prompt action on applications for 
admissions 
barriers in state laws 
[ laws 


“Unnecessary 
and poor administration of these 
can long way toward closing 
door to entry for small, new enterprises. 
This will only accentuate the impact ot 
mergers, leading to a concentration ot 
the insurance business into the hands of 
a few big firms. Such a trend would be 
intolerable to those of us who are work- 
ing to maintain competition, in all seg- 
ments of our economy 


May Broaden Federal Laws 


“If such deficiencies in state laws and 
regulatory practices cannot be corrected, 
Congress may be impelled to broaden 
the Federal laws to maintain competi- 
tion in the insurance industry,” Mr 
Patman warned. “I do not wish to sug- 
gest that it is an easy or simple matter 
to keep our antitrust laws effective and 
up-to-date with the vast changes taking 
place in technology and in the forms of 


gO fa the 


business organization. I only suggest 
that it is worth the effort to try 
“Whether our unique and brief ex- 


periment with the free enterprise system 
is now drawing to a close, only a prophet 
can say. I know that many wise and 
sincere people think that this experiment 
is drawing to a close. They argue, and 
with some plausibility, that the complex 
and interrelated technology of the space 
age is really not suited to independent, 
unguided activities, but requires a new 


form of team work with control direc- 
tion. 

“My own view is just the op- 
posite. Just as the new technology offers 
the individual increased freedom from 


human drudgery, it also offers a greater 


variety of interesting and satisfying pur- 
suits, and a greater opportunity for free- 
dom than we have had before. If we 
are only wise enough to put a fraction of 
the effort which we put into technological 
advancement into improving our eco- 
nomic and trade laws, we can, I think, 
preserve a priceless heritage for our- 
selves and our children.” 


McConnell Scores H. E. W. Dept. 


California Commissioner F. Britton 
McConnell welcomed the assembly and 
spoke briefly on the necessity of the in- 
surance industry to recognize the dangers 
of creeping socialism in government. He 
assailed the Department of Health, Ed- 
ucation and Welfare, categorizing Social 
Security as insurance. He said organ- 
izations like NAII can effectively combat 
“insidious” socialistic doctrines by form- 
ing committees to influence legislation 

John H. Carton, president, Wolverine 
Insurance, Battle Creek, Mich. responded 
by commending California for its insur- 
ance rating law that permits represen- 
tatives of out-of-state companies to op- 
erate here. 


Parker Points to Confusion in Industry 


Manager Vestal Lemmon’s address was 
followed by T. Nelson Parker, Virginia 
Commissioner and NAIC president, who 
said numerous kinds and varieties of 
economy policies are creating confusion 
in insurance business. “Companies are 
offering many features in their policy 
forms and are using catchy names and 
methods to attract the public to their prod- 
uct,” he asserted. He deplored insurance 
price wars and fast spreading rate war 
that has broken out among companies 
insuring homes against fire and observed 
that the assigned risk plan population 
is growing in automobile insurance de- 
spite measures taken to depopulate it 
Mr. Parker believes the problem of selec- 
tivity is increasing. “Some companies 
seem to be giving more time and thought 
to selecting better risks than they are to 
determining adequate rates for risk or 
coverage assumed,” he opined 

Mr. Parker concluded by noting that 
these conditions indicate vigorous com- 
petition in the fire and casualty field which 
in itself is not a problem. He said the 
problem lies in what will result from 
today’s competitive conditions. 


Calls Gerber Committee 
Action “Disappointing” 
LEMMON ON PRIOR APPROVAL 


General Manager Reports That “None 
Of NAII President Gentry’s Recom- 
mendations Have Been Acted Upon” 


Los Angeles, Nov. 14—Vestal Lemmon, 
NAII general manager, in his annual re- 
port submitted here today at the asso- 
ciation’s 17th annual meeting, featured 
“important aspects” of the Gerber Com- 
mittee’s report on prior approval vs. “file 
and use” and tthe U. S. Senate subcom 
mittee’s report covering its investigation 
of state rate regulation. He made clear 
at the outset that “we did not suggest 
to the Gerber Committee that our 
port represented ‘the last word’ on state 
regulation.” 


re- 


Highspotting the Lemmon report he 
said that the Gerber Committee’s action 
(and that of the NATC) at Philadelphia 
last June was “most disappointing.” 
While the negative report adopted there 
on “prior approval” was not intended to 
cut off further study of the basic filing 
procedures, Mr. Lemmon said that “the 
structure of the report and circumstances 
and timing of its adoption carried some 
unfortunate overtones.” 

None of the recommendations made 
early in the year by Fenton A. S. Gentry, 
NAII president, has been acted upon. 
In Mr. Lemmon’s opinion “this suggests 
that the onus is on the proponents of the 
subsequent review procedure to somehow 
document their position still further with 
more ‘concrete information.’ 

“It escapes me how we and the other 
proponents, as private organizations with 
no subpoena powers, can be expected to 
perform an investigatory function — a 
function and responsibility reposing only 
in the state. Our testimony and that of 
others has, I believe, shown a need for 
a real fact-finding study. If the com- 
mittee doubts our word on the matter, 
it need look no further than these words 
uttered by immediate past president of 
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VESTAL LEMMON 


NAIC, Sam Beery of Colorado, just a 
vear ago: 

“Certainly the efforts of Commissioners to 
obtain a large enough budget to attract and main. 
tain an adequate supervisory staff must have the 


whole-hearted support of the industry of insur- 
ance. 

‘While bringing understaffed Departments up 
to reasonable levels is a step in the right direc 
tion, the complete solution of our overall prob 
lem cannot rest solely on hiring more and more 
people. There are practical limitations on how 
far legislatures will go. There are also economic 
limitations imposed by the age-old law of dimin 
ishing returns, 

‘We must therefore go to the root of the prob 
lem and ask: Can any of the growing pressures 
on today’s Insurance Departments be eased? Can 
new techniques be implemented for the handling 
of others?’” 


A Plea for Continued Progress 


Mr. Lemmon closed his report with a 
plea for continuance of progress. He 
emphasized: 

“We must have progress if we are to 
be able to face up to the crucial ques- 
tions which loom on tomorrow’s insur- 
ance horizon—questions such as: 

‘Will our industry in the face of 
mounting losses and other inflationary 
factors be able to obtain adequate prices 
for its products and services—prices suffi- 
cient to keep our enterprises alive, 
healthy and free? 

“Will our industry’s smaller members 
be able to achieve their ‘place in the 
sun?’ 

“Will our industry be capable of pro- 
viding an ample market for the rapidly 
expanding insurance needs of our people 


and our business community ? 
“Will our industry be permitted to 
respond promptly to the constantly- 


accelerating pace of changes it encounters 
in this fast-moving age and technology? 

“Will our industry be accorded suffi- 
cient room for managerial freedom and 
initiative to continue to motivate men of 
talent, vision and energy to devote their 
lives to it?” 


Domestic Reinsurance—Carson 


(Continued from Page 41) 


position themselves to use their vast fin- 
ancial resources in providing loss-level- 
ing services for fire and casualty com- 
panies through the reinsurance medium. 

“In considering the soundness of this 
suggestion, it is pertinent to remember 
the well-known axiom, namely—any re- 
insured must over a period of time pass 
back to its reinsurers the aggregate of 
its loss recoveries, plus additional re- 
compense for reinsurers’ overheads and 
profits, Thus, it may be said that re- 
insurance can be a method of buying 
time, and the life insurance business, 
being the kind of operation it is, has 
plenty of time. The prosperity of life 
companies is measured over generations 
rather than by calendar years.” 


Balance of Mr. Carson’s address was de- 
voted to “Cost of Reinsurance” which, he 
said, is a matter of vital interest to all buy- 
ers. In our November 27 issue we will 
cover his views on this subject. 
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R. B. Goode Elected to 
Presidency of NAII 


SUCCEEDS FENTON A. S. GENTRY 


Selected At Independent Insurers’ 17th 
Annual Meeting in Los Angeles; 
His Career 


Los Angeles, Nov. 16—Robert B. 
Goode, chairman of the board of Allied 
Mutual of Des Moines, was elected pres- 
ident here today of the National Asso- 
ciation of Independent Insurers at its 
17th annual meeting in progress at the 
Biltmore Hotel. 

Mr. Goode was elected unanimously 
to a one-year term by NAII’s 330 mem- 
bers. He succeeds Fenton A. S. Gentry, 
president of Southern Fire & Casualty, 
Knoxville, Tenn. 

An active participant in NAII affairs, 
Mr. Goode served as the association’s 
secretary in 1947 and has been a mem- 
ber of its board of governors continu- 
ously since 1951. 

Started Career in 1925 

Born in Lucas, Iowa, he attended pub- 
lic schools in Melcher, and Drake Uni- 
versity in Des Moines. He served as 
chief examiner for fire and casualty in- 
surance in the Iowa Insurance Depart- 


ment from 1925 to 1932. He has been 
associated with Allied Mutual since 1936. 
He was named secretary of this com- 


pany in 1942, president in 1957 and this 
year became board chairman. He also is 
chairman of the board of Town Mutual 
Dwelling Insurance Co. and AMCO In- 
surance Co., both in Des Moines. He is 
also on the board of directors of Beacon 
Mutual Indemnity and American Select 
Risk Companies of Columbus, O. 

Mr. Goode is a member of the board of 
directors of the National Association of 
Mutual Insurance Companies, and the 
board of trustees of Drake University. 
He is active in various Misonic Orders. 
He is married and has two children. 

16 Vice Presidents 

Supporting 


President Goode in the 


coming year will be sixteen vice presi- 
dents, all re-elected to this office. The 
list follows: 

David Green, president, Motor Club 


of America Insurance Co., Newark, 


J.; Walter L. Hays, president, Amer- 
ican Fire & Casualty, Orlando, Fila.; 
Preston Estep, president, Transit Cas- 
ualty, St. Louis; Carl M. Russell, presi- 
dent, Meridian Mutual of Indianapolis ; 
John J. Nangle, Jr., president, Utilities 
of St. Louis; Henry L. Moffett, vice 


president, Keystone of 


Philadelphia; J. 
Michael Riley, 


president, Transport of 
Dallas; Paul E. Edwards, executive 
V. P., Southern Farm Bureau Casualty 
of Jackson, Miss.; T. E. Shortall, presi- 
dent, Emmco of South Bend, Ind.:;: D. 
C. Perkins, president-treasurer, Farmers 
Mutual of Nebraska; A. Grant Whitney, 


Takes Firm Stand on “File and Use’’ 





F.A.S. Gentry’s Presidential Report 
Embraces Widespread NAII Activities 


Los Angeles, Nov. 14—In his presiden- 
tial report at the 17th annual meeting 
here of National Association of Inde- 
pendent Insurers, Fenton A. S. Gentry, 
president, Southern Fire & Casualty, 
Nashville, paid gracious tribute to the 
NAII staff, exclaiming over “the wide 
spectrum of problems they must tackle, 
the energy and resourcefulness they dis- 


play, and their keen sense of duty.” He 
also acknowledged the helpfulness of 
NAII officers and board of governors, 


“all dedicated, talented men.” 
Pointing to NAII progress during the 
past year, Mr. Gentry said: 


A Demanding Year 


“This has been a demanding year for 
everyone in our business and for those 
who regulate it. It has brought its crop 
ot successes and of disappointments, of 
advances and of setbacks. On balance, I 
believe we gave an excellent account of 
ourselves in the face of the sobering 
challenges of the times in which we seek 
to do business. Let me cite a few items 
on the plus side of the ledger for the 
past year. 

“This was, of course, a heavy year in 
the legislatures, with 48 states holding 
sessions. It is positively amazing to me 
how our staff headquarters can keep tab 
of the thousands of insurance bills pend- 
ing simultaneously throughout the coun- 
try, and at the same time act effectively 
with respect to the major measures 
among them. Needless to say, they relied 
heavily on the excellent help and support 
of our companies at the grass roots level. 

“This year was not without its dis- 
appointments. Certain bills inimical to 
the public interest, to our interests and 
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Insurance 
Russell R. 


executive V. P., 
Reciprocal, Charlotte, 


Wilson, president, Casualty Underwrit- 
ers, Inc., St. Paul, Minn. 

Also J. M. Silvey, president, M.F.A 
Mutual of Columbia, Mo.; C. M. Fish, 
president, Freeport Insurance Co.; W. 
*. Howard, general manager, Kentucky 
Farm Bureau Mutual; Harry W. Wil- 
liams, manager, Motor Club Insurance 
Association, Omaha. 


Re-elected secret ay and treasurer re- 


spectively were J. Carl Suverkrup, sec- 
retary-treasurer, Wabash Fire & Cas- 
ualty, Indianapolis, and W. M. Ritter, 
president, Preferred Risk Insurance Co., 
Fayetteville, Ark. 

Vestal Lemmon, NAII general man- 
ager, was re-elected secretary-treasurer. 


to the cause of state regulation were 
enacted despite our vigorous opposition. 
All-in-all, though, you will find that our 
membership and the industry in general 
came through 1961 very well considering 
the barrage of anti- insurance proposals 
we faced. There is no room for com- 
placency, of course. The challenges to 
our managerial freedoms, to our rights 
of independence, and even to our future 
existence grow with each passing year. 
All of us should do everything possible 
to aid and support our Association in its 
defensive efforts and its affirmative pro- 
grams.” 

Turning to the bread-and-butter sub- 
ject of claims and Mr. Gentry 
said that NAII and its counterparts in 
the industry have not been idle. He 
noted: 

“During this year the Dade County, 
Fla., joint claim fraud investigation, spon- 
sored by our group and two other asso- 
ciations together with a local citizens 
committee,.was brought to a successful 
conclusion. The excellent results it has 
achieved have been described at previous 
NAII meetings. 


losses, 


Uncovered Fraud Rings in Pa. 


“At the same time another major 
undertaking of the same type has been 
moving along in Pennsylvania, in co- 
operation with the state Chamber of 
Commerce. At last report, the joint 
agency had 20 cases under active investi- 
gation, and had already uncovered four 
organized claim fraud rings, some extend- 
ing into other states, which were staging 
fake accidents in automobiles, taxis and 
stores Thus far, at least 17 persons have 
been arrested and held for grand jury 
action, several convictions and severe 
jail sentences have already been handed 
down. A report is being prepared for 
the Washington County Bar Association 
grievance committee on alleged miscon- 
duct of certain lawyers involved. The 
investigation has had some excellent 
newspaper coverage, together with pub- 
licity about ‘giveaway verdicts.’ ‘We 
believe it is having ian exceedingly whole- 
some effect on public attitudes. 

“Another important landmark we have 
itnessed is the opening in Chicago early 
this year of the Defense Information 
Office, which will serve as a aur gor oud 
and libr iry of important briefs and other 
information of value to the defense law- 


yer. Sponsored by NAII and the two 
other member organizations on the In- 
dustry Defense Committee, it represents 


the fruition of one of the goals set sev- 





FENTON A. S. GENTRY 


eral years ago by our own NAITI defense 
committee headed by Lloyd Boas. 
“Also, formally launched early this 
year was the organized defense bar's 
important new enterprise, the Defense 
Research Institute. DRI promises to be 
a veritable cornucopia of data and know- 
how, as well as a valuable instrumen- 
tality for liaison, education and public 


service. In addition to publishing the 
Newsletter, ‘For the Defense,’ DRI has 
already prepared and distributed re- 


search monographs on three timely topics 
—whip-lash, products liability, and use 
of official records as evidence. More 
treatises are in the making. DRI de- 
pends on voluntary contributions from 
lawyers, insurance companies, and other 
persons and organizations tor support 
and merits your full cooperation. Many 
of you are contributing. To those who 
aren't, may I suggest your serious atten- 
tion to this worthwhile undertaking. 
“Still dwelling on the loss side of the 
picture, I have the distinct pleasure of 
announcing here for the first time an- 
other tremendously significant new de- 
velopment—so new, in fact, that it was 
consummated just recently. 


Joins Combined Claims Committee 


“All of you with claims responsibilities 
or background know of the fine work 
of the Combined Claims Committee, a 
long-standing joint committee of the 
Association of Casualty & Surety Com- 
panies and the National Association of 
Mutual Casualty Companies. You know, 


too, of the important activities of the 
local Claim Managers’ Councils opera- 
tive in 79 cities under the auspices of 


the same organizations. 
“Several months ago an invitation was 
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extended to NAII to join the Combined 
Claims Committee. On the recommenda- 
tions of our own Claims Committee the 
NAII board adopted a resolution accept- 
ing the gracious invitation of the stock 
and mutual associations.” 

Mr. Gentry said that the importance 
of this development as another step in 
the direction of industry solidarity can- 
not be overstated. “Top flight claim ex- 
ecutives from all major segments of the 
casualty insurance business will now sit 
down together to resolve problems of 
common concern. This will occur not 
only at the national level, but also locally, 
since NAII participation in the Com- 
bined Claims Committee entitles local 


salaried claim executives of our com- 
panies to become members of the Claim 
Managers’ Councils located in their 
areas.” ‘Continuing: 

“From the standpoint of the long- 
range welfare of our business and of the 
public, no endeavor transcends in impor- 
tance the program our industry is carry- 
ing forward jointly through the medium 
of the Insurance Institute for Highway 
Safety. 

“Each of our member companies re- 
ently received a copy of the WHS 
annual report. By reading it I was able 
to acquire a much better understanding 
and appreciation of the important ground 
work this organization is laying toward 
the saving of untold thousands of lives 
and the prevention of millions of acci- 
dents in the future. I was impressed that 
one of its most important functions is 
that of being a catalyst—that is, a me- 
dium for unlocking and accelerating the 
action and performance of other forces 
and agencies. 


“To be specific, I note that IIHS has 
recently devoted itself to programs in 
the states of Arizona, Florida and Wis- 
consin, and has spent a total of $175,000 
in those three states. That sounds like 
a lot of money and it is. To effect proper 
perspective however, I should also point 
out that because of these efforts and ex- 
penditures by IIHS those three states 
have already increased their appropria- 
tions for traffic safety and driver educa- 
tion by about $3,200,000. Clearly, our 
‘bread cast upon the waters’ here has al- 
ready returned many-fold. 

“The Institute’s greatest accomplish- 
ment has been the co-ordination of 
Traffic Safety organizations in the states 
where it has been giving direct assist- 
ance. This was so dramatically explained 
by a former chairman of the board of 
governors of IDNHIS when he said: ‘In all 
the years of struggling with this (traffic 
accident prevention) problem in no place 
have all the factors conceived to be 
found in its solution been brought to- 
gether at a focal point. ... The Insti- 
-ute’s chief function will be to supply 
the motivation to help keep all phases of 
the program moving toward a greater 
effectiveness and to assist in arousing 
the public interest and support for the 
whole program,’ 


Assigned Risk Problem 


“In the past year there has been en- 
couraging progress, too, on the vexing 
assigned risk problem. The National In- 
dustry Committee on Automobile As- 
signed Risk Plans, ably assisted by our 

All representatives, has developed as 
a guide ‘Uniform Automobile Assigned 
Risk Plan—Plan B.’ This is a model 
plan to be used where uniform rates for 
assigned risks are required by statute, 
or where there is demand or need for 
the plan from the various states. One of 
the principal features of this plan is the 
credit provision for writing male drivers 
under 25 voluntarily. As you know, the 
NAII has -been on record for a number 
of years in favor of youthful driver sup- 
plements. 

“It is encouraging to read that in sev- 
eral of the states the population of the 
Plans is decreasing. The companies have 


recently received relief in some states 
and the picture looks even brighter for 
the next several months. The ultimate, 
of course, is when each plan is reduced 
to minimal size. With tighter driver 
licensing laws, some of the undesirables 
now in the plans could be removed not 
only from the plans but from the roads. 


Public Relations 


“The work of our several committees 
and our staff in the public relations field 
is also worthy of commendation. Many 
serious problems have arisen during the 
year on the state legislative fronts and 
in other matters where misunderstand- 
ing or antagonism by the public would 
critically aggravate the situation. These 
encompassed such subjects as antican- 
cellation bills, plaintiff legislation, pro- 
posals to repeal FR laws and enact com- 
pulsory insurance, tax measures, and 
mandatory uniform rate laws, to name 
only a few. Not only has our PR arm 
done yeoman work defensively to help 
combat these evils, but it has also taken 
the initiative of sponsoring and eliciting 
outside support for affirmative programs 
to improve public understanding of our 
industry and to obtain public support for 
proposals to increase its effectiveness in 
rendering public service. 

“All of us—companies, producers and 
Insurance Department officials—have im- 
portant responsibilities to contribute to 
public understanding of the industry. 
It is easy to overlook these responsibili- 
ties under the intensely competitiv e pres- 
sures of day to day operations.” 


Personnel Administration Committee 


Mr. Gentry then paid special tribute 
to one of NAITI’s newer committees, the 
Personnel Administration Committee. “So 
far as I’ve been able to determine,” he 
said, “this is the only forum for the ex- 
change of personnel information and 
know-how in the fire and casualty indus- 
try. I had the privilege of attending this 
committee’s first 3-day seminar in Atlan- 
ta last spring and I can certainly attest 
to its value. I understand that others 
will be held in the future. I recommend 
these seminars to you as an invaluable 
aid to your personnel technicians.” 


NAITI doings for the year would be com- 
plete without laudatory mention of our 
statistical arm, which could well be called 
the backbone of our association. In these 
days of rapidly rising costs for almost 
everything connected with the insurance 
business, it should make pleasant listen- 
ing for you to learn that costs to NAII 
members and subscribers of statistical 
services rendered by the Independent 
Statistical Service have been substan- 
tially reduced. Despite sizeable increases 

in the cost of equipment, salaries and 
other expenses incident to the expansion 
of LSS. from a regional to a country- 
wide service, the average cost per state 
for automobile reports of experience 
filed under 1960 calls was only $79.30, a 
reduction of nearly 16% from the aver- 
age cost of $9423 the previous year. It 
is nice to know that the NAII staff is 
constantly working to make your and 
my dollars go farther. 

“Workshop meetings have provided an 
invaluable forum for the exchange of 
information relating to all aspects of in- 
surance company operations. Executives 
and technicians have shared their know- 
how with others attending these mect- 
ings. Agendas have included the subjects 
of keen interest and utmost importance. 
Big company and small company per- 
sonnel have contributed to the success of 
these meetings; they have shared their 
problems and their solutions. Successful 
promotion of the workshop meetings has 
been one of the outstanding accomplish- 
ments of NAII and one of their im- 
portant contributions to member com- 
panies. 


Unsolved Problems 


“Notwithstanding the many achieve- 
ments of NAII during the past year, 
many problems of importance to the pub- 
lic and the industry, as well as the NAII. 
remain unsolved. Of prime importance 
is the vital necessity of improving the 
state rate regulatory system. The mem- 
bership was furnished with a copy of my 
statement on your behalf before the Ger- 
ber committee last February. The file 
and use issue was the primary topic. It 
is well known that I have been a firm 
believer in the approach offered in the 


Attendance Tops 900 


Los Angeles, Nov. 14—Attendance at 
the 17th annual meeting here of the 
NAIL topped the 900 mark as the busi- 
ness sessions got under way this morning 
at Biltmore Hotel. About 30 Insurance 
Commissioners and members of their 
departmental staffs were on hand. 

Following the close of the convention 
on Thursday, Nov. 16, about 40 of those 
attending went on to Hawaii for care- 
free vacation days. 


NAII HAS 330 MEMBER COS. 
During the past year ten companies 
joined the National Association of In- 
dependent Insurers, bringing its member- 

ship up to 330 member companies. 


1962 Meeting in Detroit 

The 1962 annual meeting of National 
Association of Independent Insurers will 
be held in Statler-Hilton Hotel, Detroit, 
next fe yber 29 to November 1. 


yas SUCCEEDS LITTLETON 

Fidel & Deposit Co. has appointed 
Lester 'D. Shafer to the dual post of 
manager and attorney of the salvage di- 
vision of its claim department. He suc- 
ceeds Oliver W. Littleton, who retired 
November 1 after 47 years’ association 
with F.&D. 

Formerly ey ar manager of the 
unit he now heads, Mr. Shafer has been 
a member of F.&D.’s home office organ- 
ization since 1929. He is a graduate of 
University of Maryland law school and 
a member of the Maryland bar. 








the lapse of time, I am convinced now 
more than ever that it as vital to our 
companies to improve the regulatory 
process by new or amended rating laws 
permitting automatic use of filed rates, 
subject to review by the Commissioner. 

“In my considered judgment, the file 
and use procedure, coupled with the NAII 
definition on ‘inadequate’ rates, is im- 
perative to all independent companies 
and particularly necessary for the sur- 
vival of the small company. I submit 
also that such steps will be good for the 





Before closing he said: “No review of NAITI fire and casualty rate bill. With entire industry and the public it serves.” 
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Here’s another insurance “first” 
from The Travelers that 

neatly packages important 
protection needed by storeowners. 
There’s a bundle of good 

news for you, too, in The Travelers 


new Storeowners Policy now 


available in most states. 
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{ECK THESE BIG ADVANTAGES 
FOR THE RETAIL MERCHANT 


Savings up to 15% when compared to equivalent coverage 





Major insurance needs in one policy 
Broad physical damage coverage 
Expanded liability protection 
Many optional coverages including 

| burglary of merchandise and 

BUSINESS INTERRUPTION 


Costly duplication eliminated 
Handling costs reduced 


’ Premium payments by the month if desired 


FOR YOU 


ba ad 


Big commission dollars 


Opportunity to wrap up all storeowners’ business in single premium package 
; Bigger profits per account 
J Inside track to other lines 
Imaginative underwriting and sales help 
S 
PF The Travelers Storeowners Policy is hot! It will spark 
your agency to new business, new growth, and big 
, profits. Let’s do business! 





HARTFORD 15, 


The Travelers Insurance Companies connecticut 
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It’s All in the Book 


Continental Casualty’s Excess and Surplus Lines Flourishing; 
New Pocket-size Booklet Reveals “Market Guide” 
Facts on Writing These Lines 


A pocket-sized pamphlet explaining 


& S&S. 


ievements of 


insurance is 
Con- 
and 
Surplus Lines division. Titled, “The Con- 
tinental Marketing Guide for Excess & 
Surplus Lines,” the booklet offers con- 


the operation of E 


one of the latest acl 
tinental Casualty’s unique Excess 


1 


cise, detailed explanations of the kinds 
of insurance coverage that are included 
under the separate terms “Excess” and 


“Surplus”. 

In fewer than 30 pages, the Continental 
Marketing Guide covers such diversified 
excess liability, um- 
excess W ition, 
and omissions, unusual | 
events. The 

of a long-term effort on the part of 
division to apply well-established mar- 


subjects as 


excess 





rella, rkmen’s compens 


error 
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keti principles to this phase of the 
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to producers throughout the country. 
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Division Established in 1954 














the premium volume has steadily in- 
creased. In 1961, the total will be ap- 
proximately $18,000,000. All this is the 
direct result of the staff’s ability to 
handle lines of business which historically 
have been written by foreign markets, 
the Continental states. 

The division, headed by Vice President 
Vincent S. McKerrow, has assured its 
position as one of the leading domestic 
markets for Excess and Surplus lines 
business by establishing qualified branch 
managers in 11 of Continental’s 23 branch 
offices. “Nor will it stop there. Branch 
expansion is a continuous process, so 
that agents and brokers will receive 
better service on those facilities offered 
by the division,” the company promises. 

The new Marketing Guide is the latest 
of a long series of useful and informative 
promotional materials offered by this 
division. Mr. McKerrow and his asso- 
ciates feel that this kind of helpful as- 
sistance to producers and the expansion 
of the country economy as a whole have 
been strong contributing factors to the 
growth of the E. & S. division. 


Race Elevated in Mass. 


Peter Race has been appointed under- 
writing manager of the casualty division, 
American Policyholders’ Insurance Co., 








Wakefield, Mass. Mr. Race, a graduate 
Continental’s Excess and Surplus Lines of Bowdoin College, started his insur- 
was established in 1954 with ance career with the RoyalGlobe group, 
ry the staff has grown  joinin American Policyholders’ two 
Ove € st seven ve S$ ve Ss ago 
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H. M. Hamilton & Co. Names 
Aldinger Vice President 


J. D. Aldinger Jr. has been appointed 
vice president of H. M. Hamilton & Co. 
to head the firm’s New York office at 
120 Wall Street, according to Erle C. 
Patrick, Dallas manager. Home offices 
of H. M. Hamilton & Co. are in Atlanta. 

Mr. Aldinger previously served with 
the National Casualty Co. as vice presi- 
dent in charge of reinsurance. He has a 
wide background in the insurance field, 
having begun his career in 1940 with the 
Employers Group. He was subsequently 
with Maryland Casualty, American In- 
ternational Underwriters and General 
Reinsurance Corp. 


Aetna C.&S. Names Trundle 


General Manager in Atlanta 
Alfred G. Trundle has been named 
general manager of the Atlanta office of 
Aetna Casualty & Surety. Appointment 
of Mr. Trundle, manager there since 
1942, comes in connection with unifica- 
tion of the company’s casualty, fire, 
marine and bonding operations. 

A graduate of Gettysburg College, Mr. 
Trundle joined Aetna Casualty at New- 
ark, N. J. in 1922 as an underwriter. 
He subsequently served as chief under- 
writer and assistant manager at Newark 
before going to Atlanta as manager. 

Mr. Trudle is chairman of the Georgia 
advisory committee to the National Bu- 
reau of Casualty Underwriters, vice 
chairman of the Insurance Information 
Institute and on the advisory committee 
to the Association of Casualty & Surety 
Companies. He is a past president of 
Atlanta Casualty and Surety Associa- 
tion and a former director of the Na- 
tional Automobile Underwriters Associa- 
tion, 


Talbot Reports on 9-Months’ 
Operation of Peerless of N. H. 


At a recent meeting of the board of 
directors of Peerless Insurance Co,, 
Keane, N. H., held at the Canadian Club 
in New York, President John O. Talbot 
reviewed company operations for the 
nine months ending September 30. He 
noted a gradual improvement in loss 
ratio in this period, but said the severe 
losses incurred in earlier months con- 
tinue to affect annual results. 

Net premiums written up to Septem- 
ber 30 were $12,252,462, an increase over 
1960, while earned premiums of $11,445,- 
290 were slightly lower than a year ago. 
Loss and loss expenses were $7,066,806 
or 61.7% of earned premiums, while other 
underwriting expenses of $4,950,348 were 
40.4% of written premiums. The com- 
bination of these figures, Mr. Talbot 
said, produced an operating loss of 2.1% 
or approximately $240,351. Appreciation 
in portfolio valuations added $745,487 to 
surplus, which rose ‘to $9,019,797. 

United Life & Accident, the affiliate 
which Peerless owns, is showing a com- 
fortable increase in all growth indices 
during the same period. New business 
paid-for was the largest in ‘the history 
of its operation, representing a total of 
$76,585,310, an increase of 26.9% over 
the same period a year ago. Life insur- 
ance in force at September 30 totaled 
$485,503,291. Policyholders’ surplus reached 
$4,044,766, a new high. 


Schroeder Celebrates 25th 


Edward H. Schroeder recently cele- 
brated his 25th anniversary with All- 
state Insurance Companies. Tio mark the 
occasion he received a gold pin from 
President Judson B. Branch at a lunch- 
eon held in his honor. Mr. Schroeder, 
vice president in charge of claims, joined 
Allstate in 1936 as a claim examiner for 
the home office. 





Could be we've got 
a hit on our hands! 





We "opened" 37 a ago. Been playing to big crowds ever since. What's 


our secret? Simp 


e! We don't put on an act. Our efficient, on-the-dot 


service . . . our know-how and experience . . . our knack for cracking knotty 
insurance problems — it's all for real. We believe in it. And on it, we've 
built our business. Have you looked into our deviation arrangements lately? 


It's worth your while! 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








y ore eg 4 

utomobile bodily injury an 

property damage liability: al) 
classes. 


MUTUAL INSURANCE CO. 
HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Mineola: 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 


10 Gibbs St., W. C. VAN VECHTEN, Mgr. * Buffalo: 907 
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Austin Heads Management Society 


C. Henry Austin, manager, insurance 
department of Standard Oil Co. of Indi- 
ana, was elected president of the Amer- 
ican Society of Insurance (Management, 
Inc. at the annual meeting of ASIM 
held in Chicago. Mr. Austin organized 
and was appointed manager of Stand- 
ard’s insurance department in 1950. He 
is national director of education for the 
American Society of Insurance Manage- 
ment, a former member of the casualty 
committee and a current member of the 
fire committee, Insurance Division of 
the American Bar Association. He suc- 





Kempers’ College Safety 
Contest Is Now Underway 


College journalists from coast-to-coast 
are picking up their pens to jab class- 
mates who get careless behind the wheel 
of a car. 

“ditors, feature writers, photographers 
and cartoonists taking part in the 14th 
annual College Newspaper Contest on 
Safe Driving are expected to reach over 
a quarter of a million students. 

The contest is sponsored by Lumber- 
mens Mutual Casualty, a division of the 
Kemper Insurance Group. The period 
for publication runs from November 6 
through Christmas eve, in order to pre- 
pare students for a safe holiday. : 

In announcing this year’s contest, 
James S. Kemper, board chairman of the 
company, said it represents a continuing 
effort to develop safe driving attitudes 
and habits among college students. He 
said the willingness of undergraduates 
to use their own publications toward this 
goal has ‘been graphically demonstrated 
since the contest was originated in 1948. 

Lumbermens contest is open to all of 
the approximately 1,100 regularly issued 
student newspapers at colleges and uni- 
versities in the United States and 
Canada. Eighteen cash prizes totalling 
$2,400 are to be awarded, including six 
to publications conducting ‘traffic safety 
campaigns through their columns. The 
other 12 prizes are to be awarded to 
individual students for editorials, feature 
articles, cartoons and photographs. 


Cite Standard Accident For 
“Best Annual Stock Report” 


Standard Accident of Detroit has been 
selected as the first place award winner 
for having issued the best stockholder 
annual report for 1960 in the property 
insurance field. The decision was made 
known by the weekly magazine “Fi- 
nancial World” in connection with its 
21st annual survey to stimulate better 
annual statements to stockholders. 

Presentation of a bronze “Oscar” was 
made to L. M. Goodspeed, Standard 
Accident vice president and treasurer, by 
Richard Jj. Anderson, editor and pub- 
lisher of “Financial World” at an October 
30th awards banquet in the Statler Hil- 
ton Hotel in New York City. This is 
the second consecutive year the company 
was cited for producing the best an- 
nual report in its classification. More 
than 5,000 reports were reviewed in 96 
categories during the 1961 competition. 


EISENBART APPOINTED IN H. O. 
Allstate Insurance Companies announce 
SIX executive appointments including 
Arthur M. Eisenbart, Jr., as automobile 
Insurance sales director, home office, 
Skokie, Ill. He formerly was regional 
Manager of the Charlotte, N. 'C., regional 
office. Others include: R. Brian Caton, 
sales manager, Toronto, Ont., regional 
office; Edward A. ‘Matus, assistant claim 
Manager, Illinois regional office, Skokie; 
Russell H. Ferris, service manager, Dal- 
las regional office; Robert F. Towne, 
district sales manager, Florida regional 
office, St. Petersburg; and Charles E. 
ersgard, sales manager, Indianapolis 
regional office. 





ceeds T. V. Murphy of Maryland Ship- 
building & Drydock Co. of Baltimore. 
Other Officers 

Serving with Mr. Austin are: first vice 
president, Charles H. Thiele, Federated 
Department Stores, Inc., Cincinnati; and 
four vice presidents-at-large: Frank 
Hornby, Jr., J. P. Stevens & Co., Inc., 
New York; (M. G. Jackson, Vulcan Ma- 
terials Co., ‘Birmingham, Ala.; Merritt 
C. Schwenk, Jr., Fruehauf Trailer Co., 


Detroit, and Paul G. Stickler, Reynolds 
Metals Co., Richmond, Va. 

Regional vice presidents are: Darrell 
S. Ames, Eastern States Farmers’ Ex- 
change, Inc., West Springfield, Mass.; 
Raymond V. (Brady, Chase Manhattan 
Bank, New York; G. L. Foley, Humble 
Oil & Refining Co. Houston, Texas; 
Harvey Humphrey, Title Insurance & 
Trust Co., Los Angeles, and E. P. Paris, 
Boeing Co., Seattle. 

Julia Sullivan of General Tire & Rub- 
ber Co., Akron, Ohio was elected secre- 
tary and Mildred Congdon, Humble Oil 
& Refining Co. (Esso Standard Division), 


New York, was elected treasurer. 


PACIFIC EMPLOYERS DIVIDEND 
Directors of the Pacific Employers In- 
surance Co., Los Angeles, have declared 
a regular quarterly dividend of 25 cents 
a share of common stock, payable No- 
vember 22 to shareholders of record No- 
vember 10. President John T. Gurash 
said the dividend reflects the continued 
earnings of the Pacific Employers Group 
which includes Meritplan Insurance Co., 
California Union, Allied Insurance Co., 
and California Food Industry Insurance 
Co. in addition to Pacific Employers. 





How Attna Casualty Works With Agents to 
Build a Profitable Bonding Business 























A statement by 
ANDREW H. ANDERSON 


Vice President, Bond Department 
Etna Casualty and Surety Company 


In few other phases of the insurance business do 
agents need more company help than in the de- 
velopment of the highly profitable, but often 
bewilderingly complex, fidelity and surety lines. 
That’s why our bond people continually strive to 
provide AXtna Casualty agents from Portland, 
Maine, to Portland, Oregon with the very best 
selling and servicing assistance. 

Each of AStna Casualty’s supervising offices 
from coast-to-coast maintains a full-fledged fidelity 
and surety department, staffed by carefully 
trained and highly experienced bond specialists. 
All of these men, in addition to being knowledge- 
able and resourceful, are indoctrinated in the 


Agency building is our business 


AL TNA CASUALTY 


Quality INSURANCE for individual, family, business, home and other possessions 


Z2tna Casualty and Surety Company ¢ Hartford 15, Conn, ©® Affiliated with Atna Life Insurance Company ¢* §S 





Etna tradition of service to agents, their pros- 
pects and clients. 

Moreover, Actna Casualty has been a leader in 
the planning and development of innovations in 
the fidelity and surety field, particularly in the 
large risk area. Whenever a unique situation 
arises requiring specially tailored coverages, Home 
Office experts frequently are dispatched to the field 
to provide on-the-spot assistance. 

In short, tna Casualty has the manpower and 
the know-how to help agents in all phases of 
fidelity and surety production. This is just one 
more reason why A¢tna Casualty has so many 
loyal agents—and why Attna Casualty agents 
have so many loyal clients. 





dard Fire I Company © The Excelsior Life, Canada 
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Jack Hess, director of rehabilitation 
for Matual of Omaha, was elected to the 
board of directors of Rehabilitation As- 
sociation of Nebraska for three years at 
a recent conference in Lincoln, Neb. Mu- 
tual of Omaha has taken a forward step 
with the medical profession and rechabil. 
itation organizations to help the dis- 
abled. The company was presented with 
a distinguished service award from the 
President of the United States in 1960 


*for providing a motion picture encourag- 


ing employment of the physically handi- 
capped. 
i 


Elwood L. Haake, investment analyst, 
has been elected assistant secretary of 
American Motorists and Lumbermens 


Remittances from outside the United States by Postal or Express Money Order or by Bank Mutual Casualty, both divisions of the 


Draft, payable in United States Funds. 


Office and place of business 93-99 Nassau St., 


New York 38, N. Y. WOrth 2-4868. 





NEW EDITION OF MAGEE 

issue is out of the book 
written by John H. 
for Maine of the 


The sixth 
“General Insurance” 
Magee, late 
Federal Housing Administration and as- 


sistant 


director 
professor of economics and so- 
University of Maine. A standard 
it has been widely 


ciology, 
work 
used ‘for training purposes by the large 
insurance an approved 
text for Insurance Institute of America’s 
It is comprehensive, 


on insurance, 


companies as 
courses in insurance. 
well written and clearly expressed. 

The book is 890 pages and is published 


by Richard D. Irwin, Inc., of Home- 
wood, Ill. 

“General Insurance” gives as fine an 
idea of the magnitude and variety of in- 


coverage as could possibly be 
conceived. It seems to cover everything, 
including a number of well-documented 


surance 


foot notes. 


INSURANCE VOLUME 


fundamentals of 


NEW AUTO 

A new volume on the 
automobile insurance has been written by 
Dr. Calvin H. Brainard, Professor of 
Insurance of the University Rhode 
Island. This published by 
Richard D Homewood, IIL, 
and is series in risk 
and insurance, 


of 
volume is 
Irwin, Inc., 
the 
there being about a dozen 
other volumes in the series. Editors of 
the series are Edison L. Bowers, Ohio 
State University, and Davis W. Gregg, 
College of Life Underwriters. 
Automobile Insurance text 


one of Irwin 


American 

In content 
covers, says Dr. Brainard, the nature and 
economic dimensions of the auto accident 
problem, laws and common-law prin- 
ciples developed to cope with its legal 
and financial aspects, structure and func- 
and the 


coverages created by insurance companies 


tions of automobile insurance, 
in response to market changes and legis- 
lative pressures. Presented in this volume 
the viewpoints of the accident vic- 
tim, the jurist, the insurance underwriter 
and the all-important motor car driver 
and owner. 

This 575 page book is designed to 
serve as the basis for one-term college 
course and also as a connecting 


are 


level 
link between the insurance and law sec- 
tion of the CPCU program. Covered at 
length in the book is the nature of auto 


insurance, including a survey of policy 


forms; the family automobile policy, with 


also other policies 
such as the special auto policy, basic 
auto policy and garage liability policy. 
Another section of the book deals with 
legislation for financial responsibility, and 
the final section is devoted to the func- 
tions of the auto insurers, such as rating, 
underwriting, marketing and loss adjust- 
ing. 

As a whole the book aims at meeting 
practical requirements ad- 
justers, underwriters fieldmen as 
well as being an introduction to the auto- 
mobile field for college 


its many coverages; 


of agents, 


and 
students. The 
cost per copy of “Automobile Insurance” 


is $11.00. 


J. Page Risque has been elected execu- 
tive vice president and director of the 
Service Fire of (New York and the Serv- 
ice Casualty of New York. The Service 
Companies are subsidiaries of C.L.T 
Financial Corporation. Mr. Risque joined 
the Service organization in 1952 as an 
assistant secretary in charge of public 


relations. In 1956 he was elected vice 
president of both companies and for 
three years has been responsible for 


public relations, plans and procedures, 
and agency activities. A graduate of 


St. John’s University School of Law, 
he attended the Graduate School of 
Business of Columbia University and 


Harvard Law School, and is a member 
of the New York State and Federal 
Bars, Association of the Bar of the City 
of New York, American Bar Association, 
and Executive Association of the Colum- 
bia University Graduate School of Busi- 
ness. Mr. Risque commenced his insur- 
ance career with Chubb and Son. After 
the war he was underwriter and attor- 
ney of record for Associated Aviation 
Underwriters in ‘New York. 


* * * 


J. Doyle DeWitt, president of The 
Travelers, is winner of the Greater Hart- 
ford Junior Chamber of Commerce’s 
1961 “Boss of the Year” award in the 
“over 100 employes” category. Mr. De- 
Witt was cited for the contribution he 
and The Travelers have made to Hart- 
ford’s urban renewal program. 


* * * 


J. Max Marshall, state agent, has been 
placed in charge of the Wichita service 
office for the Phoenix of Hartford Com- 
panies. Mr. (Marshall joined the com- 


pany in 1947 as a special agent in Kans- 
as. Previously he had been manager of 
the insurance department. of the Prairie 
State Bank, Kansas. He is a veteran of 
World War II and served four years in 
the U. S. Army. 


cago. 
a 


Kemper Insurance Group, Chairman 
James S. Kemper announces. Mr. Haake 
has been with the Kemper organization 
“since 1955. He is a member of the Amer- 
ican Finance Association and the Invest- 
ment Analyst Society of Chicago. A 
graduate of Valparaiso University, he 
received his master’s degree in business 
administration from University of Chi- 





JAMES P. SEATON 


James P. Seaton has joined Merrill, Ap- 
plegate & Co., prominent South Orange, 
N. J. insurance agency, according to 
Deane W. Merrill, CPCU, president. A 
native of Merchantville, N. J., Mr. Sea- 
ton attended Drexel Institute before 
beginning his insurance career with the 
Middle Department Association of Fire 
Underwriters in Philadelphia in 1937. 
After service with the U. S. Army Air 
Force during World War II, he joined 
the Home Insurance Co. in Harrisburg, 
Pa. For the past 10 years he has been 
with the Actna Insurance Co. as a special 
agent in the northern New Jersey terri- 
tory. 

* * * 

Powell E. Smith, executive vice presi- 
dent of Occidental Life of Cal., will ob- 
serve his 25th anniversary with the com- 
pany on November 30. Mr. Smith has 
served as counsel from 1936 when he 
joined the company until 1952 when he 
was elected vice president in charge of 
administration. He was elected to his 
present position in 1956. He is a mem- 
ber of the Association of Life Insurance 
Counsel, American Judicature Society, 
American Bar Association and State Bar 


of California. 
* x 


William F. Powers, Long Island re- 
gional manager of Allstate Insurance Co. 
in Huntington Station, has been named 
to the executive committee of The Long 
Island Association. The LIA represents 
close to 1,000 business organizations on 
Long Island. Mr. Powers is also a di- 
rector of the N. Y. State Citizens Council 
on Traffic Safety, a member of the exec- 
utive board of the Long Island Better 
Business Bureau and the Suffolk County 
Boy Scouts Council, 











LILLIAN R. GILSTER 


Lillian R. Gilster of The Franklin Life 
recently won promotion to director of 
sales promotion for that company, the 
announcement being made jointly by 
Chas. E. Becker, chief executive officer, 
and Vice President Francis J. O’Brien 
with whom Miss Gilster has been closely 
affiliated since joining Franklin in 1938, 
A graduate of University of Illinois, she 
has been associate editor of Franklin 
Field, award- -winning company house 
organ, since 1945 in addition to assistant 
sales promotion director. Miss Gilster has 
achieved both local and national distinc- 
tion in her field, being active in the Life 
Insurance Advertisers Association and 
past president of both Zonta Club of 
Springfield and the Springfield Adver- 
tising Club. 

* * &* 


Arthur C. Daniels, vice president of the 
Institute of Life Insurance, was in Europe 
last week to represent the Institute and 
American life insurance at the tenth 
anniversary meeting in Paris of the 
Comite d’Action pour la Productivite 
dans l’Assurance. The CAPA is the 
French association for agency and office 
management studies for companies writ- 
ing all lines of insurance, patterned after 
LIAMA and LOMA in this country. It 
is also patterned after the Institute of 
Life Insurance to the extent that it 
guides the public relations activities of 
its member companies with their agents 
and employes. The organization was 
formed in 1951 and Mr. Daniels was one 
of the five U. S. representatives of Amer- 
ican life insurance associations, who ex- 
plained American methods at their first 
annual meeting. 


* * * 


Durwood Manford, a friend of Gov- 
ernor Price Daniel, has been appointed 
to fill the unexpired term of Dr. Robert 
W. Strain on the Texas State Board of 
Insurance, Austin. Mr. Manford is from 
Smiley, Texas, from which he was elected 
to the Texas House of Representatives. 
He has served as Speaker of the Texas 
House; also has served on the State Board 
for Hospitals and for two years has been 
chairman of the Texas State Board of 
Water Engineers, which position he 
leaves to serve on the State Board of 
Insurance. He is an attorney and has 
served in numerous other state capacities. 


x * * 
his 
lec- 
ex- 


Herbert D. Eagle recently gave 
concluding talk in a series of three 
tures before the participants in the 
ecutive development program of the Los 
Angeles Chamber of Commerce. Mr. 
Eagle is vice president in charge of 
Group sales and service for Occidental 
Life of California. His lectures were on 
the subject of salesmanship. The first 
two were entitled “Prospecting” and 
“Steps to a Sale.” The last was entitled 
“Time Control and planning.” 
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Q. Mr. Kersten, what do you think of the Q. What new product impresses you most? 


surance Company o >rica? ink 
Insurance Company of North America A.| think the Apartment Owners Policy rates 


A.| believe in INA! As the leader in the design highest with me, because as the leading 
of new products and in the effective property management firm in the Rocky Mountain 
merchandising of package policies, INA has no peer! area, we find it so exactly fitted to our needs. 


r 


Q. And the Office Buildings Policy helps, too? 


A. Yes sir! These new package concepts were long 
overdue — and now that they are here we can 
use them to the benefit of a large number 
of our insureds. 


As a leading real estate and mortgage loan firm, 

we find the Homeowners Policy a perfect adjunct 
to our service. We pioneered the Homeowners when 
it first reached Colorado six or seven years ago. 


from 


ives. 
exas 
soard 


Q. Could you expand on these opinions? 
INA field service is impressive. You have a staff 
of young men, and | know something of your 
training program that brings knowledgeable, 


A.\I’'d be glad to. Why not ask agents who 
want more information to write me, Bill Kersten, 
CPCU, Vice President, Van Schaack & Company, 
aggressive guys to your Service Offices to help agents. 1706 Welton, Denver 2, Colorado 





sueto 
Ce 
LIFE 
BUYER 


...and how to get to hi 


He’s young. Married. Threekids. Good health.Steady entree to these families. An agent who’s already 
job, average pay. There are millions of him. He’s at home in their homes—and expected there. 

the big Middle Income life insurance market. It takes perhaps an agent who settles an auto claim 
But he’s a tough sale for most agents. They can’t for one out of three of them every year, and has 
get to him. Mostly, they can’t afford to. many a golden opportunity to bring up the 
Who can? What kind of agent does it take J STATE FARM } subject of life insurance. 


to handle this man’s business? It takes just this kind of agent. And that 
It takes an agent who’s already well compen- means State Farm agents. They find it easy 


sated by selling auto and home insurance. J insurance § to call on the big life buyer. Regularly, they 
It takes an agent who already has a special ~/ do. And they’re thriving on it. 


State Farm Life Insurance Company 
Home Office: Bloomington, Illinois 
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